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Best under all weather conditions! 


This month’s Columbia Battery advertising emphasizes 
to your dealers’ customers that the ignition current of the 
Columbia “Hot Shot” is as sure-fire when the frost is in 
the air as at haying time. 


To your dealers themselves we are urging that they 
concentrate on the Columbia Line and cash in on the 
greater power and longer life that combine to make 
Columbia the Battery Supreme for every use. 


Remember— Columbia Profits for Your Dealers 
Mean Profits for You 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


Columbia 
Dry Batteries 


— they last longer 
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BEAVER Switch Plug 


BEAVER 
Gripall 
Pe | S ~ a i < = “4 now packed 


apy for 
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— another sales help for the Jobber’s Sale man. 


tisfied with making the best heater plug and switch plug on 

te nn es (that’s not over-stating the case as you know) 

Beaver is striving to furnish the best sales helps to you and the 
i ll. 

sae se > Beaver Gripall Heater Plugs—and Beaver 

Switch Plugs—now come packed ten to a counter display carton, 







‘ SS. = ee 51,x8 inches, as shown. 
qe Whet they do— 
Sk 7 ig E NY ER F edie retailer—But why tell you what these display cartons 


ill do for the retailer? : 
For ti e jobber’s salesman: It’s a cinch that anything that helps 
the retailer helps you who sell him. But—get this —every 


Se 


Beaver Gripall retailer will want the snappy Beaver Counter Display oo 
Cat. No. F-1 get it he must buy the unit ten. This tends to increase your i- 
nt vidual order, and make your house’s shipping job easier. 
List price 45c. Approved 
by Nat. Board Fire Under- — Pune ent i ai 
YZ 0 we: = Demonstration Beaver Gripall and 
\ * 


Set Free to Any bp Switch Plugs in 
Jobber’ Sdlesman WN Unit Tens. Let’s go. 


\ Neat vest-pocket demonstration set of actual Beave ( 
) Gripall Fingers.. A vest-pocket sales point. You can 
convincingly prove to any retailer why the famous (/() 
Gripall Fingers assure longer, tighter contact. Used y 
exclusively in Beaver Gripall Heater Plug and 
Switch Plug. Send in your name on your busi- 
ness stationery and we will be pleased to mail 


you free of charge this handsome demonstra- 
tion set. 


BEAVER MACHINE & Se 625 No. Third Street 
TOOL CO., INC. eiaiaaitiinn Newark, N. J. 


Sas 
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Editor’s Page 


Dr. Steinmetz 

T BECOMES a sad duty to record elsewhere 
in this issue the death of Dr. Charles P. 
Steinmetz. Not only did the news shock the 
whole electrical industry, but men and women 
in all walks of life were impressed with serious 
loss to the world when the great scientist was 
called away. His was a mighty brain. And 
fortunately he was placed in a position where 
the products of that brain, by commercial ap- 

plications, could benefit humanity. 

* * * 
An Appliance Market Analysis Worth 
While 
VERYONE interested in the electric appli- 
ance business ought to know about a survey 
just completed by the Milwaukee Journal. It 
represents a cross section of 122,694 families in 
the Greater Milwaukee market, and was com- 
piled from 9000 questionnaires filled in by rep- 
resentatives of these families—consumers. Note 
the difference between this and ordinary surveys 
made through the retailer, whose answers, 
through insufficient records, are not much more 
than estimates. 

This survey covers the consumption or use of 
various products or appliances in the home. A 
considerable section of it (available separately) 
is given over to electrical appliances. It tells 
you the percentage of wired homes in which these 
various appliances are used. It tells how many 
of each and every make of these appliances are 
now in use in the Greater Milwaukee market. 
For instance, if the maker of the X Y Z washer 
wants to see how many of his machines are now 
in use in Milwaukee, and how that number com- 
pares with all competing makes, the survey will 
tell him. 

Taking 10 electrical appliances, the percent- 
ages of wired homes containing them are as fol- 
lows: Flat irons, 97.8; vacuum cleaners, 66; 
toasters, 36.8; washers, 35; heaters, 26.6; curl- 
ing irons, 22; percolators, 16.1; vibrators, 11.7; 
ironing machines, 1.9; ranges, 1.1. 

It cost the paper $19,000 to sécure and com- 
pile the information but the result is something 
of unusual value. Milwaukee is a representa- 
tive large city, and it is probable that the jobber 
or dealer in electrical lines, in any city of com- 
parable size, could take these figures as repre- 
senting fairly accurately the cross-section of his 
own city. 

To our readers who would be interested in re- 
ceiving that volume of the analysis applving to 
household appliances, the Milwaukee Journal 


will be pleased to mail a complimentary copy, 
either through THE Jopper’s SALESMAN, or di- 


rect, if this publication is mentioned. 
* * * 


Abcut the Business Depression That 
Some Prophesy 

HERE is talk of impending calamity in 

business. Some would have it that there will 
be much trouble by the first of the year. Others 
look for a fair measure of prosperity through 
1924; then look out. Where such views are 
not openly expressed there is an undertone. 
But this is nothing new. Never has there been 
a time of prosperity that there were not those 
who held that it was too good to be true. 

It is always a good idea to have an ear to 
the ground, and this is not written under the 
impression that the jobber as a business man is 
not carefully watching the trend of events or 
that he need not be watchful at the present 
time. But it is desirable to point out that in 
our electrical industry there is less reason to 
be troubled with fears than in any other. 

The whole electrical business centers around 
the central station. The actual consumption 
of power and light is not so materially reduced 
in hard times as to have serious effect, because 
electricity is a necessity, the use of which results 
in economies in production to offset hard times. 
Past experience goes to prove that in periods 
of depression the electrical industry as a whole 
has come off much better than most others. 

In a time like this when there is an undercur- 
rent of fear, it is good to know that we are tied 
in with a business which is concerned with the 
saving of fuel, the reduction of cost of trans- 
portation and the saving of labor in the home 
and throughout all industry. These things are 
the very fundamentals of modern living. 

Being so soundly established, the waves or 
cycles of business expansion and depression are 
but surface movements along the steep upward 
line which represents the rapid and steady 
growth of the electrical business. These waves 
trouble and even sink some who do not exercise 
care in the way they take them. 

The wise business man, however, like the 
wise swimmer, will take note of the wave move- 
ments and judge whether to dive under or ride 


‘over the crests. As long as he knows his busi- 


ness, keeps his head and does not swallow water 
when he should be breathing air, the waves have 
very little effect and his general progress is as- 
sured and in the long run ae rapid as it is op 
smooth water. 
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Liberty Hot Spot 
Specifications 

Liberty Quality and Value are fully 
represented in The Liberty Hot Spot. 
Consider these points: Frame and three 
legs. 20 gauge bright cold rolled steel, 
beautifully nickeled and polished. 
Special deep groove element base of fin- 
est porcelain brick composition. 514 in. 
in diameter. 
Genuine Nichrome heating element. 
Ample ventilating space and heat and 
current insulator between element base 
and metal parts. 
Six feet of heavy heater cord with 
standard two-piece plug—all parts riv- 
eted. 
Two porcelain terminal bushings, strain 
relief bushings and bracket. 
Beautifully black finished detachable 
handle of stamped steel, will not chip 
or rust. 
All covered by ome year guarantee 
against defects of material and work 
manship. 
Dimensions: 4 in. high; top diameter 
634 in.; foot spread 7% in.; handle 5% 
in. long. 
Capacity: 110-120 volts; 550-650 watts. 
Packed complete in attractive individual 
cartons; weight 2% pounds each. Ship- 
ped 12 and 24 to a case; gross weight 
case of 12—33 pounds; case of 24—70 
pounds. 
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~Good Housekeeping Institute 
Welcomes Liberty Hot Spot 


OT SPOT,—‘The Aristocrat of Hot Plates’-—just natur- 

ally belongs to the best society. So, when he applied to 

Good Housekeeping Institute he was unhesitatingly given a glad 
welcome to take his place among the stars. 


Hot Spot’s superb appearance and sterling quality make him 
“The Aristocrat of the Sales Counter.” Coach your customers 
to display him on counter and in window, and they'll soon learn 
to call him “The Aristocrat of the Cash Register.” 


A perfectly devilish display card 
is among Hot Spot’s selling helps. 


_ THE LIBERTY GAUGE & INSTRUMENT CO. 


Electrical Division 
6545 Carnegie Avenue, Cleveland, Ohio 


Pacific Coast Office 
426 Byrne Building, Los Angeles, Calif. 


Liberty 


Hot 











LIBERTY USERS BECOME APPLIANCE BOOSTERS 
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Digging Down After Merchandis- 
ing Ideas for the Dealer 


What to Do When the Boss Says: “Bill’s Trade Isn’t Holding Up 


OST jobbers’ salesmen believe that their cus- 
tomers have a monopoly on stupidity. 


matter of fact, stupidity is pretty evenly di- 


vided in the world. We all 
are more or less stupid about 
certain things, and even writers 
and. editors and jobbers’ sales- 
men themselves are not with- 
out their fair share of it. 

The point I am leading up 
to is, that it is no use plead- 
ing your customers’ stupidity 
as an alibi for not trying to 
help them sell. 


“But they’re so dam dum,” | 


sez you. “If an idea ever got 
into their heads it would die of 
lonesomeness.” Granted. But 
what then? Did it ever occur 
to you that dumbness is not in- 
curable? The dumbest of 
dumpbells occasionally gets a 
good idea from somewhere and 
puts it to work at a profit. 
One such case was an elec- 
trical dealer possessed of a 
solid concrete dome who gave 
the lamp industry one of its 
very best business-getting 
ideas. This misfit, whose 
head. had never been used for 
any other purpose then as a 
barber’s playground, some- 


how conceived the astounding notion of asking folks to 
buy lamps. So far as I know, he thought this idea up 
all by himself. “How’ are y’ fixed for lamps?” he would 


the Way It Ought To” 


As a 





[{ IS more important to be 

able to help the dealer to sell 
than it is to persuade him to buy. 
Creating business time and again 
has been a matter of getting a 
simple little sales idea—and then 
putting that idea to work. A 
misfit dealer who had never been 
considered a merchandiser, gave 
the lamp industry one of its best 
business-getting ideas. He some- 
how conceived the astounding no- 
tion of asking folks to buy lamps. 
After he had said: “How are y’ 
fixed on lamps?” to everyone who 
strayed into his store for a few 
months, his sales mounted so rap- 
idly that he was sought out and 
his simple method put to work 
everywhere. Other ideas just as 
simple can lead to great results. 














say to everyone who strayed into his store. 


lamps, and they bought. 


And about 


one in every six were reminded thereby that they needed 


The lamp people noted the 
increase in his sales, and found 
out how he did it, and now the 
slogan—‘“How are you fixed 
for lamps?’—is_ being 
everywhere, to the great profit 
of those who use it. 

A good many of the hunches 
included in this month’s Sates 
Ipeas section are as simple as 
that. But the important thing 
about *’em is that these sim- 
ple hunches work. They help 
the dealer make more 
Which is what we’re all looking 
for. 


used 


sales. 


* * o 


November Sates [peas sec- 
tion is devoted to Radio—a 
subject that is going to need 
a lot of pushing henceforward. 

Some months ago we asked 
a dealer friend of ours, “How 
do you sell radio?” 

“I don’t sell it,” 
“Folks buy it.” 

Times have changed 
then. Radio is getting out of 
the fad class and is becoming 
merchandise. And} I’m here to 
inform an admittedly cock-eyed 


SeCZZe. 


since 


universe that the hardest thing to sell is something that 
folks used to buy without urging. 
Which makes it incumbent upon the alert jobbers’ 
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salesman to quit expecting these fat voluntary orders for 
radio, and to dig down after merchandising ideas which 
will help his dealers sell it. 

For in this business of ours about the only immutable 
truth that we can sew buttons on is this. You can't 
sell stuff that your dealers don’t sell. 


* * * 


People who work in offices are acquainted with the 
type of tame goof who says, “I wasn’t hired to do that” 
whenever they put some unexpected or unpleasant job at 
him. Sometimes we find the same mental attitude among 
salesmen. ‘Tell one of this type that he ought to be a 
combination window - trimmer - accountant - clerk-adman- 
estimator-outside-salesman - demonstrator - electrical-engi- 
neer-all-round-expert - and - general - think - tank for his 
dealer customers, and he withers you with a scornful look. 

“Me do all them things?—nix!” sezze. “If y’ think 
I’m going to wet-nurse a lotta morons that has, set them- 
selves up as dealers, you gottanother guess caming. Step 
outa th’ ballon kid. Come down to terra cotta. Me— 
I’m a salesman.” 

To which the truthful reply is, he’s getting money under 
false pretense and ought to be in jail. For, whether you 
like it or not, the real jobber’s salesman of today and 
tomorrow has got to be merchandise counselor to his 
dealers. He’s got to be more. He’s got to be financial 
counsel, display man and injector of pep and progressive- 
ness. For it is more important for him to be able to 
help his dealers sell than to persuade them to buy. 

This is no such difficult job as some people make out. 
Successful selling is very largely a matter of applying 
sales ideas, and the simpler the idea is—if it’s a good 
idea—the more successful it’s likely to be. 

Marking an article 79 cents instead of 80 cents was a 
sales idea—a very simple one—but on it practically our 
whole general retail merchandising structure has been 
built. The 5-and-10 cent store is a merchandising idea, 
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and now look at the darn thing! Selling on the install- 
ment plan, marking goods in plain figures, demonstrating 
from house to house, the free trial offer, guaranteeing 
products about which the public is doubtful, giving cook- 
ing lessens to sell ranges—these are all merchandising 
ideas that have made men and companies and communi- 
ties and even countries immensely rich. 

They are ideas which create business. 

That, really, is what you are doing when you persuade 
a dealer to use one or more of the ideas published in the 
Sates Ipeas section. 

* & # 

The difference between the average successful dealer 
and the average semi-failure who’s just a jump ahead of 
the sheriff, is in this matter of creating business. One 
waits for business; the other creates it. One is an 
order taker; the other is an order maker. 

When you ask the near-failure to stock up on an item 
he says, “I don’t have no demand for it.” When you 
ask a success-getter to buy the same item he asks, “Can 
I sell it?” In the one case the dealer wants the cus- 
tomer to do all the work of buying. In the other case 
the dealer knows that it’s up to him to do a job of selling. 

About the most interesting recent example of creat- 


‘ing business is the kitchen light proposition you’ve been 


reading about lately. For the last umpsteen years or 
so, kitchens ordinarily have been lighted with a com- 
bination gas-electric single stem fixture holding a fish 
tail gas burner on one side and a 25 or 40 watt lamp on 
the other. Millions of kitchens have these fixtures. Some 
of the lamp people tried to sell the idea to the trade that 
the public would buy a bigger and better kitchen 
light. The trade couldn’t see it. They had no de- 
mand for a better kitchen light. Finally a central 
station man named Kennedy decided he could sell 
a better kitchen light—one that would consume a lot 
more current at the same time that it gave the housewife 
something like decent illumi- (Turn to Page 82) 
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The Electrical Dealer Has Always Been at a Disadvantage Through lack of Number of People Entering His Store. Radio is 
Still One of the Greatest Attractions for the Public at Large. By Emphasizing Radio He Will 


Draw People in and Stimulate Other Sales. 
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Progressive Work in Milwaukee 


Concerted Effort Being Made to Have Contractors Install Accounting 


Systems—Results Already Shown 


EVERAL months ago 
the jobbers in Mil- 


waukee, Wis., awak- 
ened to the fact that the 
credit extensions to contrac- 
tor-dealers were granted in 
a great many cases that 
were not justified. In an 
effort to correct this condi- 
tion, and also to make the 
contractor-dealer a_ better 
credit risk, it was decided 
to co-operate with the local 
association of contractors 
and dealers in an effort to 





F. W. Greusel have all the _ contractor- 


dealers in the community 


adopt some kind of an accounting system, which would 
enable them to realize their cost of doing business. 


In order to give the movement publicity at frequent 
and regular intervals there have been sent to each and 
every contractor-dealer propaganda letters, of which the 
three with this article are a fair sample. This work will go 
on until the end of the present year at which time it 
is hoped by those interested that they will learn defi- 
nitely whether or not the average contractor wishes to 
have the knowledge of the business which is available 
to him. 

One of the leaders in this movement is F. W. Greusel, 
president of the G-Q Electric Co., the well-known job- 
bing establishment in which Perry Boole is interested as 
vice-president and general manager and Sylvester Greu- 
sel as secretary and treasurer. 

F. W. Greusel in a letter to THe Jopser’s SALesMAN 
reports encouraging progress in this campaign of much- 
needed education of the contractor, and the following 
quotations from his statement are of interest. 

“By way of explanation, I wish you to be advised that 











SELL YOUR JOB AT A PROFIT 
Know Your Cost, Be Fair to Yourself As 
Well As Your Customer 


Dear Sir: 


You know your material costs, 
but are yw sure of your labor 
costs? 


Do you name your own figure on 
your jobs or do you allow your 
customers and your irresponsible 
competitors to name your price? 


Do you keep an accurate cost 
of labor 4nd material on each 
completed job, so as to profit 
on future bids by past experience? 


An understandable and workable 
accounting system will solve all 
of these problems for you, ang put 
yor business on a profitable basis. 
A system of this kind is approved 
and recommended by the local Con- 
tractor-Dealer Association, 


Very truly yours, 


Sell Your Job at a Profit -- Know Your 
Costs and Be Independent 





DANGER 
Some Wise Persons Once Said: 
"A Little Knowledge is Dangerous" 


Dear Sir: 


As applied to the electrical contract~- 
ing business,’ this phrase is both liter- 
ally and actually true, as too many con- 
tractors have too little knowledge of 
their costs of doing business, 


It is not necessary to be a college 
graduate or a financial wizard in order 
to conduct an electrical contracting 
business at a profit, but it is necess- 
ary to have a thorough knowledge of your 
costs in order to avoid the dangerous 
pitfalls that await the contractor who 
gropes in the dark without knowing what 
he is doing. 


An inexpensive but canplete account- 
ing system is available at the present 
time, which will give you the knowledge 
of your business that will enable ym te 
know your costs, and operate at a pro- 
fit, This system is approved and re- 
‘commended by the local Contractor-Dealer 
Association, 


Very truly yours, 


Know Your Cost, Sell Your Job at a Pro- 
fit and Be Independent 














First Two of the Series of Letters Sent Out to Milwaukee Contractors. 
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this movement is a joint movement of the local contrac- 
tor-dealers’ association and other electrical interests op- 
erating in Milwaukee. A substantial amount has been 
subscribed jointly for the purpose of guaranteeing a 
compensation to a competent auditor, who devotes his 
entire time to the installation of accounting systems 
among members of the local contractor-dealers’ associa- 
tion. This auditor receives his compensation direct from 
the contractor-dealer who accepts his services for the in- 
stallation and maintenance of accounting systems, and 
it is intended that his services shall be available at regu- 
lar intervals to all those who have opened up accounting 
systems, so that the auditor can give further informa- 
tion and see that the system is being properly maintained 
and used to its entire advantage. 

“It was hoped, and it is uite evident, that the guar- 
antee fund which was set up, will not have to be used, 
and eventually this fund will be disbursed to the original 
donors, in the event sufficient income is derived from the 
individual contractor-dealers to properly compensate the 
auditor, who is devoting his entire time to this work. 

“It is optimistically hoped that the services of addi- 
tional auditors will be necessary, because of the fact that 
there are approximately 120 licensed electricians in the 
city of Milwaukee, doing a contracting business. Of 
this number, according to the estimate of Edwin Herz- 
berg, acting secretary of the local contractor-dealers’ as- 
sociation, only 35 per cent have proper accounting sys- 
tems installed at the present time. 

“Seven accounting systems have already been installed 


since our movement originated, and six more are in line 
at the present time, awaiting only the services of the ac- 
countant to make the necessary opening entries and to 
properly introduce the system to those interested. 

“The above figures with which Mr. Herzberg has 
favored us are not exactly accurate, but he states they 
are close enough to show the interest which is evidenced 
in this movement at the present time. : 

“Speaking for the contractor-dealers and the benefits 
which they expect to derive from this movement, Mr. 
Herzberg is very optimistic and states that a good deal 
of interest exists among the remaining contractors, who 
are awaiting the results of the installations which are 
being made at the present time, and who will undoubt- 
edly adopt the system as a group later on, if the few 
installations prove satisfactory which have already been 
made. 

“It seems also that the local contractor-dealers feel 
that they are tied in more closely with other home inter- 
ests identified with the entire industry locally, and that 
in itself is a substantial benefit. 

“In conclusion let us state seriously that when we went 
into this proposition we did not look for. the results 
which have already been obtained, but with the interest 
which is evident at the present time, we cannot see why 
this movement should not spread into our country terri- 
tory, and why it should not be made national in its 
scope. It is a movement which is certainly a worthy one, 
and which is just as vital to the dealer and contractor, as 
it is to the other branches of the industry.” 





It Is Too Late, 


Dear Sir: 





Salaries Postage, Printing 
Rent of Store and Stationery 
Rent of Warehouse Advertising 

Lt. Ht. & Power Taxes 


Telephone 


than that of the firm whose price he cut, 


learn by experience after it is too late. 


consideration, 





A contractor was recently overheard to say: 
because I have no overhead expense to compare with theirs, 

contractor was operating from a store in om of the outlying districts, and when 
his statement was questioned, he found that he had all of the following expenses: 


ANALYZE YOUR BUSINESS MONTHLY -- IT PAYS DIVIDENDS 


Know the Condition of Your Business Before 
"An Ounce of Preven- 
tion Is ‘iorth a Pound of Cure." 


"I oan do the job cheaper than 
This 


Insurance Personal Prop, Tax 

Association Dues General Expense 

Depreciation Inspection 

Auto Truck Exp. Bad Debts 
Commissions 


and that on the volume of business he was doing, that his overhead expense was greater 


A contractor with an overhead expense of less than 20 per cent is operating 
efficiently, and the one whose overhead is 30 per cent should take steps to reduce 
it, but the contractor that does not know what his cost of doing business is may 


The Accounting system recommended by the local Contractor-Dealer Association 
will place you in a position to know what you are doing, and merits your serious 


Very truly yours, 


Know Your Cost, Selr Your Job at a Profit and be Independent 








Follow-up Letter No. 3 to Milwaukee Contractors. 
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Executives Invited to Buffalo 


Co-Operation With Principals of Manufacturers Welcomed 


UCH thought has been given by the executive 
M committee of the Electrical Supply Jobbers As- 


sociation to the problem of making the meetings 


as interesting as possible to the 
‘representatives of other branches 
of the industry as well as to its 
cwn members. This year special 
pains has been taken to invite to 
the Buffalo meeting the execu- 
tives of the electrical manufac- 
Since the 
representatives are the executives 
of their respective 
questions relating to co-operation 
between manufacturer and jobber 
could be discussed more intelli- 
gently and with greater results if 


turers. association 


companies, 


the executives of the manufacturers could be present. 
At press time of this issue the names of the speakers 
at the various sessions, and their subjects, could not be 


Nov. 


Nov. 
Nov. 


Nov. 


Nov. 


announced. 
ever presented. 


E. S. J. A. Program 


Buffalo Meeting 
Hotel Statler 

12— Executive Committee — Morning, 
Afternoon, Evening ‘ 
13— Executive Committee — Evening 
14— General Meeting (Executive Ses- 
sion) Morning, Afternoon 
15—General Meeting (Open) — Morn- 
ing, Afternoon 


16— General Meeting (Executive Ses- 
sion) Morning 


meeting. 


The program of scheduled meetings is how- 


Advance information as to committee activities indi 


cates some constructive work has 
been done in a number of direc- 
tions, particularly toward stand- 
ardization and simplification in 
the items constituting jobbers’ 
stocks. 

Selection of Buffalo this year 
as the convention city will offer a 


change. Location in Buffalo of 
two such large and _ influential 
jobbing establishments as _ the 


Robertson-Cataract Co. and 
McCarthy Bros, & Ford, the ex 
cellent facilities of the new Hotel 


Statler and the cordiality of Buffalo people generally, 
guarantee the proper background for a most enjoyable 





Executive Committee of the Electrical Supply Jobbers Association. 


Beginning with the top row and reading left to right.—G. 
E. Cullinan, Western Electric Co., New York; W. I. Bickford, 
Iron City Electric Co., Pittsburgh; G. W. Johnston, Mid-West 
Electric Co., Omaha, Neb.; O. Fred Rost, Newark Electrical 
Supply Co., Newark, N. J.; W. R. Herstein, Wesco Supply 
Co., Memphis, Tenn.;.N. G. Harvey, Illinois Electric Co., Chi- 
cago; E. C. Graham, National Electrical Supply Co., Wash- 
ington, D. C.; F. E. Stow, Roberts Electric Supply Co., H. C. 
Roberts Electric Supply Co., Philadelphia; Earle Alexander, 


We. 





Alexander & Lavenson Electric Supply Co., San Francisco. 
Low, Electric Appliance Co., Chicago; 
Wheeler, Wheeler-Green Electrical Supply Co., Rochester, N. 
Y.; F. D. Van Winkle, Post-Glover Electric Co., Cincinnati: 
H. F. Thomas, Northwestern Electric Equipment Co., St. Paul, 
Minn.; Percival Stern, Interstate Electric Co., New Orleans: 
J. L. Owen, E. B. Latham & Co., New York; F. M. Bernardin, 
B-R Electric Co., Kansas City, Mo.; V. C. B. Wetmore, Wet- 
more-Savage Co, Boston; N. W. Graham, Graham-Reynolds 
Electric Co., Los Angeles. 


Clarence 
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St. Louis Jobbers in Constructive 
Movement 


Five Leaders Take Action on Problem of the Standard Package 


MANUFACTURER of automobiles who invari- 
A ably delivered his product to the distributor in 

a standard package or box of 10, at a standard 
package price, would be at least working under difficul- 
ties. And the distributor who unpacked them and re- 
packed them in cartons of two and set up a price for 
the unit two quantity, which is not in accordance with 
the demands of the automobile trade, would also be 
seriously handicapped. This same thing is going on in 
the lines of electrical merchandise, although not, per- 
haps, in such exaggerated form. 

Announcement of this situation is nothing new. 
bers and manufacturers have discussed it from various 
angles and on as many occasions as there are standard 
package and unit package quantities that are out of line 

~and that means a good many. The question is, what 
progress is being made toward betterment of the situa- 
tion? ; 

In St. Louis, considerable has been done in a tangible 
way. Five jobbers there got together in a joint investi- 
gation, the results of which have been made available, 
each to all the others. These jobbers are: The Wesco 
Supply Co.; the Manhattan Electrical Supply Co.; the 
McGraw Co.; the Western Electric Co., and the Brown 
& Hall Supply Co. 


Job- 





The Heart of St. Louis Where Five Prominent Jobbers Are Located Who Are Broad Enough to Enter Upon 
Co-operative Work. 


By mutual agreement the following groups of products 
were assigned for investigation: Wesco—wire and cable; 
Manhattan—schedule material; McGraw—miscellaneous 
items such as friction tape, fuse plugs, solder, bell ring- 
ing transformers, iron brackets, glass insulators, etc., 40 
items in all; Western Electric—conduit fittings; Brown 
& Hall—outlet boxes and covers, bushings and lock nuts, 
Greenfield and Greenfield connectors, BX and BX con- 
nectors, 

This investigation covered a period from January to 
June of this year, approximately. While it does not 
carry over a long enough period so that all the factors 
affecting the sale of the various items are reflected in 
the records, sufficient data were collected to be very 
convincing. What they did was to list from stock rec- 
ords, all orders, giving the number of orders for each 
quantity called for, showing the relation of quantities 
that the trade is demanding to the present standard pack- 
age and unit package quantities of these items estab- 
lished by the suppliers. 

There are two important uses to which the results 
of this investigation have been put. In the first place, 


it has enabled these jobbers to quote intelligently upon 
quantities that are in accordance with the demands of 
(Turn to Page 88) 


their customers. After the analy- 
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Two Sales Crops a Year 


In the Store Lighting Market There Is a Possibility 
of Two Crops. How to Cultivate the Field 


By W. E. UNDERWOOD 


HE farmer who is blessed by climate and so favored 

i as to soil that he can raise two crops a year is cer- 

tainly one lucky guy. True, he has to feed a little 
more fertilizer into the ground and he has to work har- 
der and longer but he 
gets two money-mak- 
ing harvests a year. 

And the jobber’s 
salesman who is will- 

ing to put in a little 
extra time and effort 
can also harvest two 
profit crops a _ year. 
And he can do it on 
store lighting. 

Right this very min- 
ute is the peak of one 
harvest period—right 
now when merchants 
in most lines are get- 
ting set for Christmas 
trade. They are think- 
ing about making their 
stores attractive ; about 
window displays and 
interior decorations. 
They have probably 
already bought their 
Christmas stocks. 
Most of them are not 
thinking about light 
and the part it can 
play in drawing 
Christmas trade and 
the good work it can 
do in turning shoppers 
into buyers. But they 
will be glad to think 
about it and to buy it, too, if only some one right now 
could button-hole them and point out that better light is 
their way to more Christmas sales. 

Then, after the Christmas rush is over, your average 
merchant feels like letting down a little. He just wants 
“to set for a spell” and the usual few slack weeks in the 
retail business following the holidays give him that chance. 
In February, March and April comes the second store 
lighting sales crop—dark afternoons, rainy days—just 
the time when he can most readily appreciate that better 
lighting may have the power to perk up his store and 
boost his sales. 

Store lighting can, of course, be sold any time, but 
these two sales seasons represent the easiest pickings. 

There’s plenty of time to worry about what we will 
do next February, but there’s mighty little time to ponder 








upon what to do this November and if you are going to 
cash on November store lighting opportunities you had 

better be stepping right along. 
In this store lighting market there’s both cream and 
milk—both good and 








Try Playing ‘Follow-the-Leader” with Some of Your Dealers. 


rich; no skim stuff! 
The cream is repre- 
sented by some 65,000 
merchants each doing 
at least $35,000 worth 
of business a_ year. 
The milk consists of 
the balance of the two 
million stores in this 
country. 

Just how far a job- 
ber’s salesman may go 
in personally calling 
upon stores to sell 
them better light is a 
question each jobber’s 
salesman must answer 





for himself. Surely 
there must be some 
hours in each week 


which you would 
otherwise spend wait- 
ing for trains or in 
other ways which put 
no orders on your book 
that could be devoted 
to calls upon big mer- 
chants — fellows who 
come within the classi- 
fication of “cream”. 
And these fellows are 
not all in the big towns 
either, and they are 
more easily sold than the little fellows because they 
are progressive and because they have the cash money 
to pay for better lighting. Your batting average on 
such calls ought to be up around 700—seven sales out of 
every ten calls. That is some batting average, but there 
are a lot of men just like you who are doing that well. 
And they are not illuminating engineers either. They 
don’t have to be in these days of standardized store light- 
ing when an ounce of salesmanship is worth a pound of 
technical knowledge. 

A famous after dinner speaker, who has a reputation 
for impromptu stuff, admits that he thinks out all his 
good cracks before he reaches the banquet hall and he 
says, furthermore, that there are no good impromptu 
speakers—they simply are clever enough to make it look 
spontaneous. 
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If you are going to bat high in selling store lighting 


you simply must learn your piece before 
speak it. 


ing. You need to know some brass tack facts 


about what light has done for other merchants. You 
need to be able to tell him at least approximately, how 
many of his dollars it will take and you need to have 


a plan worked out to deliver the goods. 


You must be able to impress the merchant 
that there is a big profit for him in improving his light- 


lamps. 
you try to 


$52.50. 
and figures 


Ask if he doesn’t want “Daylighted’’ windows 
and explain the advantages. 
two is 48 150-watt Daylight lamps at $1.15 each, or 
Forty-eight window reflectors and holders at 
$5.00 apiece is $240. 
even approximately on 10-foot centers, it is simply a 
case of taking down the old units and replacing them. 
You find there are 20 units required. 


K. O., Twenty-four times 


Inside the store, if his outlets are 


And at nine 


dollars apiece, or whatever your particular store light- 

















(5 FOOT CANDLES 


40 FOOT CANDLES 


100 FOOT CANDLES 





























244 People Stopped Each Hour 
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The Kind of Facts and Figures that Impress the Merchant 


There is no better way than 
to work with the little book 
“Building Store Profit with 


—From the Monograph “Building Store Lighting 


and hanger 


ing glassware 





Light,’ which is issued by 

The Society for Electrical Development and 
which you can get for a thin dime. 
book is brief but it packs a hefty sales punch. 
It gives the results of actual tests on the 
value to the merchant of good lighting either 
in his windows or store interior and it tells 
what merchants in various parts of the coun- 
try who have invested in better light think 
of the worth of this investment. It also 
tells how easy and simple it is to replace in- 
efficient light with good modern illumination. 
If there has been collected anywhere in brief 
form the facts that will sell better light to 
store folks more readily than this small book 
the writer has not seen it. The book is 
handy, too, because it contains pictures of 
well lighted stores and pictures of approved 
types of store lighting units. Just take this 
book, go over it a few times, until you have 
in mind what it says, then carry it on your 
Open it up in front of the merchant 
and recite what it says. You will surprise 
yourself at how easy it is to get over. And 
then Mr. Merchant will want to know “how 
much money”. If you can’t tell him you 
certainly are not going to carry away the 
order. You ought to have planted in your 
memory the price of your two complete units, 
one for store window lighting and the other 
for store interior lighting. On top of that, 
memorize the price of a 100-watt clear lamp 
150-watt Daylight lamp, and a 200-watt 
clear lamp. 


calls. 
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40 RoGnis 
|7 cents per hour 
gain in profit to 
merchant. 
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200 Root Candles. 


32. cents per hour 


gain in profit to 
merchant. 

















Business,”” by the Society For Electrical costs, 20 times nine is $180. 
Development. Two hundred-watt clear 

: lamps, 20 of them at $1.15 
comes to $23.00. You total is $495.20. If 

The - ’ he already has some lamps of proper size, 
‘van . nit you can cut down the bill that much. If he 

~ 7m — ie has a man who can take out the old units and 
a install the new ones you won't quarrel about 

a that. If he hasn’t here’s a day’s work for 


somebody at $15.00. 

In case there is re-wiring to do, you'll need 
your local contractor-dealer and you can 
delay further negotiations while you reaci 
him on the telephone and get him to hot foot 
it over, pronto! 

In any event, it is pretty good policy to 
confine your effort in selling store lighting 
to communities where you have dealers and 
to turn over to them the orders you get. If 
you can walk into a dealer’s store and say, 
“There, dam you,” or words to that effect, 
“There’s a nice, juicy order I went out and 
got for you—take it, it’s yours,’ that par- 
ticular dealer is going to find it pretty hard 
to hate you. If he starts to thank you, stop 
him and tell him that it is just a sample of 
what can be done in his town and the only 
way he can thank you is to put on his hat and 
bring in half a dozen such orders on his own 
hook. 

Running a store has a lot of preconceived 
ideas, precedents and antecedents. A mer- 
chant is, to most people’s minds, a store- 
keeper—a man who stands all day behind a 
counter and dishes things out of his stock 
when and as asked for. To presume that he 


When Mr. Merchant asks about the cost, the first thing may step out of this established character and actually 


you do is to cast your eagle eye over his windows. 


mentally note that the outlets are about 
apart, which means that no rewiring is 
You find there are two windows 


each 


You 
12° inches 
necessary. 


with 24 custom. 


ask the customers to buy something or to be still more 
radical that he may possibly go outside his store to 
seek sales is little less than sacrilege of a time-honored 


(Turn to Page 88) 
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Five Ways in Which the 
Customer Is Always Right 


’ 
' eo 


if 


W 


from extravagant spending in business generally. 
silk shirt naturally lent itself 


HEN the silk crash came, the writer made the 
silk shirt and its liquidation the subject of a 
magazine article, showing the sudden reaction 


The 


In His Instinctive Appreciation of Quality 
By JAMES H. COLLINS 


was too good for her table, and that she would spend far 
more money on hospitality than rich people, in propor- 
tion to her means. The idea of serving a canned plum 
pudding hitherto bought chiefly by rich people ought to 
appeal to her. Therefore the 





foo —_ 


to humor. 

One reader wrote 
mously, expressing resentment. 
Far from criticising the down- 
trodden wage-earner for wear- 
ing silk shirts during his period 
of war wages, he thought he 
had earned his silk shirt, and 
was only human in wearing 
finer garments than he had 
been accustomed to, when he 
got a chance. The silk shirt 
stood for the American stand- 
ard of living, and far from be- 
ing condemned, ought to be 
continued as a national institu- 
tion. 

Maybe this critic is right. 
Certainly his viewpoint and 
the eagerness of wage earners 
all over the country (in fact, 
all over the world) to spend 
money upon luxury articles of 
every sort during the 
shows that the general public 
has a higher appreciation of 
quality in merchandise than it 
is usually given credit for. 

Three-fourths of all retail- 
ing methods seem to be based on the idea of cheapness— 
that the public is constantly looking for bargains, thinking 
of price, desirous of saving money. Price may be the 
biggest thought in the customer’s mind, but it is doubtful 
if it dominates to the extent that merchants think. Their 
own emphasis upon price unquestionably magnifies it, and 
leads them to neglect quality possibilities that might eas- 
ily be developed. 

A merchandising specialist some years ago had the job 
of broadening the sales for a canned plum pudding. It 
was the most expensive product of its kind on the market, 
and had always been sold to the “luxury” public. Its 
manufacturer thought that more sales could be made 
through high-class retailers, but the merchandising spe- 
cialist said this limited field was already covered, and 
suggested that new customers be found among people of 
moderate means—even poor people. He maintained that 
when Julia O’Grady in her cottage had company, nothing 


anony- 


war 





James H. Collins 


product was advertised in 
newspapers of popular circula- 
tion, in a way that emphasized 
the luxury quality of the pro- 
duct. The increase of sales 
that followed proved that the 
specialist was right. 

In more than one retail field, 
bargain merchandise dominates 
to such a degree that merchants 
hesitate even to stock quality 
goods liberally, and push them, 
although that is clearly the 
way out of the price-cutting 
jungle. This hesitation is due 
largely to their own under- 
estimate of the public’s appre- 
ciation of quality. If they 
would stop price bidding for 
the trade of the customer as 
they think he is, and appeal to 
the appreciation of nice things 
that he really has, the response 
would often be surprising. 

The price appeal is limited. 
It is directed at human selfish- 
ness and narrowness. It 
often deceptive. 

The quality appeal, on the 
other hand, is broad, diversified, directed at the best traits 
in human nature. 


is 


“This is the cheapest thing we have,” says the mer- 
chant, laying two identical articles of different quality 
side by side, “and this is the best—one costs just as 
twice as much as the other.” 

The only motive for choosing the cheaper article is 
money saving—and in many cases there would be no real 
saving. But the motives for choosing the better article 
are numerous. They appeal to good sense. The cus- 
tomer, very often, need not be convinced—he knows when 
the reasons are pointed. out. 

It is plain that the better article will often be the 
cheaper, because it lasts longer, gives greater service, 
costs less for operation, and so forth. But of course 
these are price appeals in another form. It is possible 
to lift the subject of quality above money considerations 
altogether, into higher strata of human nature. 
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Consider quality from the standpoint of good taste, 
personal ability, standing in the community. It will be 
found that far more than half the merchandise people 
buy indicates these things to others. They know it, and 
are anxious to maintain their standards, and susceptible 
of improving them if shown how. 

Clothes are only one handy example. The difference 
between men of different character, education, personal 


ability and earning power is marked by their clothes 
down to the last detail, and as men rise in the world, 
they dress up to their new associates and surroundings. 
Men below them observe and grade up to their standards. 
Everybody is constantly “guiding right” on somebody 
else in these matters, and the suggestion of something a 
little better in merchandise of every sort harmonizes with 
this universal human aspiration. (Turn to Page 92) 





The Unholy 


WAS very much interested in the article 

appearing on page 44 of your October 
issue, [““Where are we headed?”] particu- 
larly that portion of the article which tended 
to discourage granting of credits to irre- 
sponsible contractors by electrical supply 
jobbers. 

It may be taken for granted that no elec- 
trical supply jobber willingly extends credit 
to a contractor who is unworthy. There are 
times when this action is practically forced 
upon the jobber. The business of the better 
class of contractors is eagerly sought. Com- 
petition, therefore, is keen; not only among 
jobbers, but as between manufacturers 
themselves. Almost any contractor whose 
purchases are in considerable quantities and 
whose credit is A-1, can buy from manufac- 
turers at jobber’s costs. 

I do not mean that all manufacturers will 
sell to these customers at jobber’s cost, 
but almost every line a jobber handles is 
paralleled by manufacturers who have no 
jobber representation in his territory, and 
it is a comparatively easy matter for a con- 
tractor of high repute to find some manu- 
facturer willing to sell him on a jobbing 
basis. Contractors of this character event- 
ually become exceedingly shrewd buyers, 
and it is practically impossible to sell them 
at regular jobber’s prices. ‘The result is, 
that if jobbers are to secure their business 
at all it must be done very largely at cut 
prices. This leaves the reputable jobber in 
an embarrassing position. He must either 
resort to cut-price methods in order to se- 
cure business, or he must seek business 
among the less desirable contractors. 

We have here, then, rather an unholy 
combination; a combination which is opposed 
to all the ethical teachings of the business 
and which is diametrically the opposite of 
things as they ought to be; that is to say, 





By W. R. HERSTEIN 
Vice-President Wesco Supply Co. 





Combination 


we have the responsible contractors tied up 
with the cut-price jobbers, and the irrespon- 
sibles tied up with the reputable jobbers. 
The entire industry would be benefitted if 
the set-up could be reversed. 

It seems to me that the situation is entirely 
in the hands of the reputable contractors. In 
passing up the ethical jobber he is simply 
forcing such jobber to create and build up 
competition of the class which no one ap- 
proves or desires. If the responsible con- 
tractor could forget the slight difference 
between regular and cut-prices, and look 
forward to the result of his action, he would 
probably conclude that it is better to pay a 
little more and insure himself against the 
building up of illegitimate competition. 

I can assure you that there is no consider- 
able gratification to a jobber in being com- 
pelled to accept orders upon which the credit 
risk is abnormal, but. if we accept no orders 
at all it is a certainty that we cannot remain 
in business; whereas, by accepting orders, 
even with an undue credit risk, there is a 
possibility that we may get by, and of the 
two evils we choose the least. It is very dis- 
couraging to have our salesmen visit the large. 
towns in our territory month after month 
and report always that they cannot. sell the 
better class of contractors because our prices 
are out of line, when we know that our prices 
are strictly in line with those of our reputable 
competitors and that the prices we are ex- 
pected to meet are those issued by the mail 
order cash houses, who have no traveling 
salesmen and contribute little or nothing to 
the up-building of the industry; or else, are 
expediency prices made by some of our com- 
petitors whose own financial condition is 
notorious, and is brought about by this very 
tendency to seek business through the me- 
dium of price rather than upon the basis of 
service and quality combined with price. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 21 Key Products 
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*Fastern States include all between the Atlantic Coast and the eastern boundaries of Ohio 


, Kentucky, Tennessee and Alabama; 


Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 
homa and Texas; Central States all between. 
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Strictly Business 


By DR. FRANK CRANE 


HY IS there in all high-brow literature 
W and the alleged best society and among 

many religionists a covert sneer at busi- 
ness? 

The enthusiastic youth is quite liable to get the 
idea that there is some- 
thing soiling, or at least 
second-rate, about busi- 
ness. 

It seems to be quite 
grand and noble to be an 
uplifter or beautifier or 
loafer, provided none of 
these things is done for 
profit; but the minute a 
man makes a living out of 
anything he is supposed 
to lose cast a bit. 

The trouble is that we 
live in a haunted world. 
Our civilization is ghost- 
ridden by the specters of 
mediaevalism. All the 
nobles of the past were 
supposed to be supported 
by low-brow workers who 
got paid. When a man 
earned his salt in former 
days he lost standing 
among the best people 
and there is much of that 
sentiment abroad yet. 

As a matter of fact, business is the keenest, 
finest, noblest, most wholesome direction in 
which the energies of men can be exercised. 

Life itself is strictly business. Life is cer- 
tainly not a lark, as the wastrel thinks. It is 
not a tragedy, nor indeed is it play-acting of 
any kind, notwithstanding the views of Mr. 
Shakespeare as to all the world being a stage. 
And life is not a mere prelude to the hereafter, 
something to be gotten through with and gotten 
rid of, something unclean to be washed away 
by death and salvation. Life is business. 

Religion is strictly business. The best type 
of religion is certainly that which can be used, 
used to make life stronger, sounder and more 
worth while. The best religion is not a mere 
Sunday performance separated by a water- 


Copyright 1923 by 





tight compartment from the rest of the week, 
but if it is any good at all it is something to be 
employed constantly. 

Politics is strictly business. As a matter of 
fact, it is not, but it ought to be. We should 
get along a lot better if 
we regarded the govern- 
ment of the state and the 
nation to be a business 
matter conducted by busi- 
ness men for the benefit 
of the people. The great 
trouble with politics is 
that it is loaded down 
with unbusinesslike ideas. 

Even love is strictly 
business. Lovers would 
get along much better and 
families would be happier 
if they abandoned the un- 
businesslike idea of try- 
ing to get something for 
nothing, and if they 
adopted the business prin- 
ciples of fair play, good 
work and an honest wage. 

Business is not sordid, 
selfish and crafty. In 
fact, the sharper, the side- 
stepper and the smarty 
are the most unbusiness- 
like of people. The gen- 
uine business man is honest. His morality is 
four square. His conscience is on the job. And 
what religion he has consists in something that 
makes him do right. 

The business man is ideal. No man can go 
very far in business who has not vision. 

The business man is occupied in service. His 
claim upon the world is based upon the fact 
that he does something to help his fellow-man. 
He is not a parasite. 

Business is interesting. It calls into play all 
of the faculties. It enables a man to give some 
decent and intelligent answer to the conundrum 
“Why was I born?’ For if a man is engaged 
in feeding, clothing, transporting, informing or 
otherwise helping his fellow-man, at least he 
has some sort of excuse for living. 


Dr. Frank Crane. 
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Would you call this a bear of a radio? Bud White 
and his trained bear, “John Brown,” enjoy some of 
the radio concerts which are broadcasted along the 
Pacific Coast. The are both seen listening in to some 
jazz music which is the favorite of the bear. Singing 
and operatic selections are out of his class.—Kadel 
& Herbert. 


There is one decided advantage in fishing with the ear phones speakers, and then the fish gather round to listen to the music. 
on, for no matter whether you cash in, by catching fish, you are Photo taken at Atlantic City, N. J. shows several girl radio 
entertained at any rate. Some radio fishermen are using loud fishermen, waiting for a nibble-—Fotograms, N. Y. 


This great gathering represents the employes and their families of the Pettingell-Andrews Co., of Boston. The picture was 
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The Charles A. Coffin gold medal, emblematic of distinguished contribution to the 
art of electric transportation, was awarded to the Chicago, North Shore and Mil- 
waukee Railrcad Company at Atlantic City, October 11. The award was made 
before the executives of most of the electric railways of the United States, assem- 
bled for the annual convention of the American Electric Railway Association. 
The medal was received by Britton I. Budd, president of the North Shore Company, 
and the picture here shows him in unconventional pose strolling down the board- 
walk. This is the first time the medal has been awarded in the transportation field. 


taken September 15 at McPeakes Shore Gardens, Nantasket. It is not necessary to say that 


At the left is seen a monster hydro- 
electric generator of 87,000 horsepow- 
er capacity in the making. This will 
go to the plant of the Niagara Falls 
Power Co., and is the largest hydro- 
electric generator thus far made. The 
General Electric Co. is building it. 


“a good time was had by all.” 
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J. L. Buchanan 


President, Wesco Supply Co., St. Louis 
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MEN YOU SHOULD KNOW 


J. L. Buchanan 


. of C. & F. For Exceptionally Meritorious 
and Conspicuous Service at Mars Hospital, Mars, 
France. American Expeditionary Forces. In Testimony 
Thereof and as an Expression of Appreciation of These 
Services, I Award Him This Citation. Awarded on 
19 April, 1919. JOHN J. PERSHING, 
Commander-in-chief. 


C ITATION—Lieut. Colonel John Lee Buchanan, 
D 


In writing of Col. Buchanan 
it would seem to be appropri- 


President 
Wesco Supply Co., St. Louis 


big way and as a consequence he said: “Let’s get six.” 

As one of his close friends expresses it: “Buchanan 
has the knack of picking out the key log in a jam quicker 
than any man I ever saw.”’- Here were men laboriously 
mixing concrete by hand. Common sense told him that 
this was wrong and so he wasn’t on the job for more than 
a day before the proper machinery was on the way to en- 
able him to get results. 

He was discharged from the 
Army July 7, 1919, and re- 





ate to begin with this Citation. 
There are certain inherent 
qualities in the man that led 
to his rapid rise as a soldier. 
These qualities, upon his re- 
tirement from the _ service, 
placed him almost as quickly 
in one of the high positions in 
the electrical distribution busi- 
ness. Ablity to organize. Abil- 
ity to think in big figures. 
Ability to delegate work to 
others. Let the story be built 
around them. 

Entering the U. S. Army in 
1917 as a Captain in the En- 
gineer Corps, he was promoted 
to Major in December, 1917, 
taking the 512th Engineers to 


Ability to 


tributor. 


after. 





An Organizer 


BILITY to organize. Abil- 
ity to think in big figures. 


made a 100 per cent soldier and 
he makes the same kind of a dis- 
He never undertakes 
a job until he is first able to visu- 
alize the whole thing and knows 
just what it is that he is going 


turned to the employ of the 
General Electric Co., in Chi- 
cago, January 1, 1920. He 
was made president of the 
Wesco Supply Co. and en- 
tered upon a task as new to 


delegate work to. him in many ways as was 
others. These qualities of a good that of tackling of the big 
executive are possessed by Bu- civil ~ engineering job in 
chanan to a marked degree. He France. As he expresses it 


himself, he didn’t know the 
first thing about how to run 
an electrical distribution busi- 
ness. But it is characteristic 
of him that at the beginning 
he wanted to form a picture in 
his mind of what the business 
really was, and strange to say 
no one could give him a con- 








France. In a little over two 
years, in February, 1919, to 
be exact, he was made Lieut. Colonel of Engineers. He 
had charge of construction of Mars Hospital and another 
hospital of equal size, which would have been completed 
in December if the war had not come to an end. Mars 
Hospital had 44,000 beds. Under Col. Buchanan, 5,000 
men worked on this unit. In four months $5,000,000 
was spent upon it. They were short on everything but 
money, which was quite contrary to conditions as he 
found them later in the electrical distribution business. 
This hospital unit represented a city of 65,000 people, 
44,000 of whom were in bed. All of the equipment of a 
modern city was put in—electric lights, water, sewers, 
hard roads, 

This was, strictly speaking, a civil engineering job of 
very large proportions, whereas Col. Buchanan’s educa- 
tion and training had been along electrical lines. It was 
a work that could be accomplished, however, provided 
the man in charge was able to organize, to shift detail 
and to think in big figures. These characteristics he 
possessed, so in the very beginning he forgot ohm’s law 
and when he saw hundreds of men mixing concrete by 
hand he put in a requisition for six of the largest con- 
crete mixers there were available. It is seriously to be 
questioned whether or not he knew what a three-quarter 
yard mixer would do in a day or whether one or six 
would be required, but he had been trained in the General 
Electric Co.’s organization, where things are done in a 





nected, understandable expla- 
nation of what and why is a 
distributor and how one works, although he inquired dili- 
gently. 

It is also characteristic of Buchanan that he must get 
hold of a thing in its large aspect first, then if things 
seem to be jammed up he pounces on the key log with an 
uncanny certainty, puts a stick of dynamite under that 
and then things start, begin to correlate and then to 
move freely. 

In order, then, to get the proper perspective—to 
visualize the whole thing and help the salesmen realize 
their possibilities, a commodity classification was made 
of all the products which the company handled as a dis- 
tributor. There were approximately 7,500 items in stock 
which unscrambled divided themselves into about 55 
lines, or distinct businesses. These in turn could be 
grouped into eight major classes. 

This grouping was put into effect in arrangement of 
warehouse stocks, stock cards, cost cards, inventory, 
trade catalogs and salesmen’s catalogs. In short, they 
went about the business of selling and shipping goods 
according to what uses the goods were put to by the 
consumer, such as outdoor construction material, indoor 
construction material, tools and repair material, etc. 

The system was found to work exceptionally well from 
the start. In 1920, 83 people were employed, while to- 
day there are only 53, but they are handling a great 


many more transactions each day. (Turn to Page 78) 
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Catalogue 40-A and 
Folder 4466-A will 
help you sell good 
Industrial Lighting 





me 





The ae is Right— 
Push Industrial Lighting 


The shops and factories in your town are getting their 
lighting equipment ready for the short winter days. 
Industrial lighting contracts are in the making, so act 
now. Point out to your prospects the advantages of 
better lighting and how they can be obtained by instal- 
ling Westinghouse Industrial Lighting Equipment. 


The big feature in favor of this equipment is its ease 
of installation. One fixture can be installed in three 
minutes. Also, the lighting intensity and distribution 
of light may be altered quickly and easily by using the 
different types and sizes of reflectors. 


Then there is the Pulley-Socket Reflector with its many 
advantages: (1) Can be lowered for a quick and thor- 
ough cleaning; (2) the attendant is not exposed to elec- 
tric contact; (3) no dangers through the use of ladders, 
cranes, etc.; (4) aisles and passageways are not ob 
structed. 


Our Illuminating Bureau is at your service. Let us 
show you the big possibilities of the industrial lighting 
field and how you can capitalize this opportunity. Write 
our nearest office or jobber. Ask for catalogue 40-A. 


Westinghouse Electric & Manufacturing Company 
George Cutter Works, South Bend, Ind. 


Sales Offices in All Principal Cities of the United States and 
Foreign Countries 


Westinghouse 
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The absolute safety features and reliability provided by Westing- 
house WK 10 and 20 Safety Motor Starters afford you many talking 


points that will help you sell. Point them out. 


Protection to Operator—The operator is unable to touch live parts 
at any time. The door is so interlocked with the switch mechanism 
that it may be opened only when the switch is in the ““OFF’”’ position. 


Protection to Motor—Thermal cutouts or relays protect the motor 
from overload both when starting and while running. The switches 
are quick-make and quick-break. 


Simplicity—All WK 10 and 20 Motor Starters are of the Rotorary 
Snap Switch Type. The motor is started by turning the switch to 
the “ON” position and stopped by turning to the “OFF’”’ position. 


Ease of Installation and Repair.—The switches are small, of light 
weight and compact. Junction boxes and pedestals have been de- 
signed so that the starters can be mounted in pairs very near the 
Hoor. 


Our nearest jobber will be glad to show you where your market lies 
and how it can best be worked. Write us today. 


WESTINGHOUSE ELECTRIC AND MANUFACTURING COMPANY 
Mansfield Works Mansfield, Ohio 


Sales Offices in All Principal Cities of the United States and Foreign Countries 


Westingh 











Westinghouse WK - 20 
Safety Motor Starter 





Westinghouse WK . 10 
Safety Motor Starter 
mounted on pedestal 


ouse 
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‘The Westingh house 


S0L-LUXx 


and better business 


What a marked effect proper illumination has on the 
customer in the store, the clerk in the office, the guest 
in the hotel! The prospective buyer finds it easier to 
° F ° © 
appreciate wares displayed under the light of the proper 
quality. Light brings with it a warmth, cheer, and ele- 
vation of spirit, stimulating those who work under it. And 
merchants know this. 



























Where decorative effects are desired, the ornamental 
shades may be used effectively. 


The Westinghouse Sol-Lux puts good lighting within the 
reach of everyone. You can handle this business profit- 
ably. This is the time for you to in- 
troduce it. 


Write for Catalogue 40-B and Folder 
4519-A. 


Westinghouse Electric & Manufacturing 
Company 

George Cutter Works, South Bend, Ind. 

Sales Offices in A!l Principal Cities of 


the United States and Foreign Coun- 


tries. 
vy f eet 
Absa 


Westinghouse 

















November, 1923 


THE JOBBER'S(AJSALESM 


i) 
Or 


AN 





Death of Charles P. Steinmetz 


(Portrait on Page 17) 


Charles P. Steinmetz, A. M., Ph. 
D., chief consulting engineer of the 
General Electrie Co., and one of the 
world’s most famous engineers, died 
at his home in Schenectady, N. Y., 
Friday morning, October 26, of 
chronic myocarditis, Dr. Steinmetz 
had been indisposed for several days, 
following his return from his first 
visit to the Pacific coast, but death 
came suddenly. The funeral was held 
from his late home on Monday morn- 
ing, October 29. 

Interment was made 
cemetery, Schenectady. 


in Vale 

Dr. Steinmetz never married. He 
is survived by an unmarried half-sis- 
ter, who lives in New York, and by 
an adopted son, J. LeRoy Hayden. 


Charles Proteus Steinmetz was 
born April 9, 1865, at Breslau, Ger- 
many. He was educated at the gym- 
nasium (High School) and then at the 
University of Breslau, where he stud- 
ied mathematics and astronomy, then 
physics and chemistry, and finally, 
for a short time, medicine and national 
economy. 

Involved in the social democratic 
agitation against the government, he 
escaped to Switzerland in 1888, and 
there studied mechanical engineering 
at the Polytechnisum. 

In 1889 he immigrated to America, 
and found a position with the Oster- 
held & Eichemeyer Manufacturing 
Co., first as draftsman, then as elec- 
trical engineer and designer, and fin- 
ally on research work in charge of the 
Eichemeyer laboratory, in New York. 

With the absorption of the Eiche- 
meyer-Field interest by the General 
Electric Co., Dr. Steinmetz joined the 
latter, was attached to H. F. Par- 
shall’s calculating department 
Lynn, Mass. With 
the company’s headquarters to Sche- 
nectady in the spring of 1894, Dr. 
Steinmetz organized and took charge 
of the calculation and design of the 
company’s apparatus and of the re- 
search and development work. 

For a number of years Dr. Stein- 
metz was professor of electrical engi- 
neering at Union College, and at the 
time of his death was professor of 
electro-physics at Union University, 
at the same time retaining his con- 
nection with the General Electric Co. 
as chief consulting engineer. 

In 1902, Dr. Steinmetz received the 


in 
the transfer of 





honorary A. M. degree from Harvard 
University, 1903 the honorary Ph. D. 
degree from Union College. He was 
past president of the National Asso- 
ciation of Corporation Schools, vice- 
president of the International Associa- 
tion of Municipal Electricians, past 
president of the American Institute 
of Electrical Engineers, honorary 
member of the National Electric Light 
Association, past president of the II- 
luminating Engineering Society, fel- 
low of the Américan Association for 
the Advancement of Science, member 
of the (British) Institution of Elec- 
trical Engineers, member of the Amer- 
ican Mathematical Society, the Qua- 
ternion Society, the Society of Me- 
chanical Engineers, the Electrochem- 
ical Society, the Illuminating Engi- 
neering Society, etc., etc. 

Scores of mathematical papers and 
Some of 
the most obstruse and technical nature 


books came from his pen. 


and others in a more popular vein 
upon scientific subjects. In his last 
years he was often referred to as 
“the greatest living mathematician.” 

Dr. Steinmetz was a man of very 
simple tastes. His life centered 
around his work wherein he found his 
chief enjoyment. Capable, of com- 
manding almost any salary, it is said 
of him that he would accept none reg- 
ularly. He only asked for money as 
he needed it without any desire to ac- 
cumulate. He often said that he did 
not wish to think about money for 
when a man is thinking of money he 
cannot do his best work. Consequent- 
ly he died a poor man. 


E. W. Rice, Jr., honorary chairman 
of the board of directors of the Gen- 
eal Electric Co., on the death of 
Charles Proteus Steinmetz, issued the 
following statement: 


“The sudden death of Dr. Stein- 
metz comes as a great shock to his 
friends in the General Electric or- 
ganization, including the directors, of- 
ficers and every employe. He joined 
our ranks some 30 years ago and dur- 
ing all this time has rendered services 
of the most conspicuous character and 
extraordinary value. He had a world 
wide reputation a a scientist, electri- 
cal engineer, author and teacher. He 
was as well known in Europe, South 
America, Africa, Australia, and the 
Orient as here in his adopted Amer- 
ica. Universally acknowledged as one 
of the world’s greatest scientists, he 
was, if possible, a greater teacher. He 
was the author of many scientific pa- 
pers and of a large number of electri- 
cal books which have long been the 
accepted standard text books in col- 
leges, and workshops 
everywhere. He possessed marvelous 


laboratories 


insight into all scientific phenomena 
and unequaled ability to explain in 
simple language the most difficult and 
abstruse problems. Countless electri- 
cal engineers now occupying positions 
of greati importance in our company 
and elsewhere in the world, will glad- 
ly give testimony of their debt to 
him. 

“All those who knew him mourn the 
less not only of a great teacher and 
an inspiring personality, but of a 
cheerful and ever helpful friend.” 








Here’s a company which was almost too busy to have its picture taken. 


Metropolitan Electrical Distributors, of New York City. 


It is the 
From left to right, Dave 


Greenfield, F. W. Icken, G. S. Kane, Thomas Cole, Miss Helen Rakowski, J. Lyons, 


S. Paynter, A. Nack, Wm. Melia and R. L. Simon, the proprietor. 
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The Foreign Lady Saves the 
Day 


T IS quite a common occurrence 
for those who conduct the invoice 
department of our business to make 
the error of duplicating invoices. But 
do we, who are in the position of 
personal contact with the dealer, use 











our efforts to entirely satisfy the 
dealer that it is an unintentional mis- 
take, giving him the impression that 
we will do anything possible to pre- 
vent a repetition of the mistake? 

A short time ago I had barely en- 
tered a store when the buyer an- 
nounced his intention of discontinu- 
ing to do business with us on account 
of duplicate invoices that had oc- 
curred twice on recent dates. 


He said he was through, as he very 
nearly mailed a check covering a du- 
plicate invoice. 


I explained to him in great detail 
how it probably happened, and as he 
was manager of the office and store 
which is a central station, too, I 
asked him if in the course of time he 
had been with the company it wasn’t 
quite possible that they, too, had per- 
haps had the misfortune to have in- 
voiced in duplicate a light or power 
billing, and here is where the fun 
started. 


In walked a big, strong foreign 
woman with her light bill in one 
hand and her fist in the other, speak- 
ing three or four languages at once 
and demanding in broken English 
that he apologize at once for send- 


Little stories of 


unustal sales ~as 
told by salesmen. 





ing her two bills or take a “Jack 
Dempsey” on the “button.” 

He explained it very diplomatical- 
ly and we had a good laugh at his 
expense, and he simply had to give 
me an order and I am confident that 
I'll never hear anything about du- 
plicate invoices from him again. 


E. H. Hamster. 


* * * 


By Way of Doing Justice to 
“Uncle Jimmy” 


“Uncle Jimmy” Pomeroy was left 
waiting at the church so to speak, on 
page 88 of the October issue. The 
type of half the legend under the cut 
fell overboard without anyone notic- 
ing it. Same went on to say that J. 
G. Pomeroy is a manufacturers’ agent 
in the world’s most advertised city of 
Los Angeles. It is to be regretted 
that this occured after he had been 
kind enough to pose with Mr. Gough, 


* * * 


How Three Men Divide 
Their Income: 
In a recent pamphlet on “How 
Other People Get Ahead,” the U. S. 
Treasury Department sets out this 


tabulation: 
Tight- Spend- Thrifty 


wad thrift Man 
Living expenses... 37% 58% 50% 
Education .............-.. 1% 1% 10% 
CN Sie ok 1% 1% 10% 
Recreation .............. 1% 40% 10% 
Ea 60% 0% 20% 




















There Is No Such Animal 









The Lady, the Ford and the 
Order 

Y LAST trip I completed in my 

little Ford and one evening de- 

cided to while away an hour driving 

in the outskirts of the town with a 
lady acquaintance. 

Noticing the radiator cap’ had 








worked loose and dropped off, | 
meandered into a garage to purchase 
a new one, and upon returning to my 
car found the purchasing agent of one 
of the large department stores talk- 
ing with my lady fair. 

After putting him in mind of the 
number of times I had called to sell 
him, I asked her to advise him how 
the sweeper performed I had given 
her Christmas. 

If ‘the president of our company 
had heard the line she handed him 
a life position would have been hers. 
I packed away an order for a dozen. 

That was the time a Ford rattled 
off a part at the logical moment. 

D. P. WiviiaMs. 


ee | 


A. L. Tramel Is Cabell-Irby 
Salesman 

A. L. Tramel, formerly shipping 
clerk for the Cabell-Irby Co., Jack- 
son, Miss., has been promoted to the 
position of traveling salesman. His 
territory will be Eastern Mississippi. 
G. I. Lee, who formerly had the 
Eastern Mississippi and North Louisi- 
ana territory, will travel North 
Louisiana, only, in the future, making 
headquarters at Monroe, Louisiana. 
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No. 600 
For large windows 
of “high-trim.” 
Uses either a 100 
or 150 watt lamp. 


























































A SET | No. 610 
i re Sate bé For large 


ji? windows of 
{ “low-trim.” Uses 
i either a 100 or 150 
} watt lamp. 
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No. 66 
Color-Ray Attach- 
ts. 


if 


‘ 
‘ 






















































No. 33 
Show Window 
FLOOD Light. 

Uses a 200 
watt lamp. 
Sells on sight! 






No. 778 
For average 
sise window o. 
“high-trim,’ 








Small towns and big cities 
tors 


ae 

= iT Why? 
Vili Hee just lighting equipment. 

service—guaranteed satisfaction! 


X-Ray 
Show Window Lighting 
in the Wonder Store, 
Fresno, California. 






Standard For Show Windows 


E-V-E-R-Y-W-H-E-R-E! 








alike—accept X-Ray Reflec- 


as “The Standard for Show Windows.” 


Because “X-Ray Reflectors” means more than 
It means 2 complete lighting 





Wherever you go—you can make friends by telling peo- 
ple about X-Ray Reflectors! 





It pays to: 
Get Acquainted with the Whole X-Ray Line! 


National XRay Reflector Co. 


CHICAGO 


New York Los Angeles 











Uses a 75 
watt lamp. 

















































Reflector Co. 








ional X-Ray 
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No. 731 
For average size win- 
dow of “low trim.” 
Uses a 75 watt lamp. 


























No. 7 
Small reflector using a 
50 watt Mill Type lamp. 
For windows 5 feet or 
less in htight of “high- 
trim,”’ 





For windows 5 
feet or lessin Wo- 
height of ‘“‘low- 
trim.” Uses a SO Kod 
watt Mill Type W7- 
lamp 
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The Process of Broadening 
By OZARK RIPLEY 

If a man is satisfied to stay just 
where he is the first year, he can do 
it easily. But if he wants to go out 
for bigger things he must undergo a 
process of broadening. 

The first thing to be considered is 
the mental side of an _ individual, 
whether he is equipped right and has 
the determination to win. Two-thirds 
fail because they can see only them- 
selves and the goods of their competi- 
tors. This is a very faulty outlook 
to maintain. If the salesman centers 
his mind entirely on himself he is 
unable to see his weak points. When 
he reflects on his business and his op- 
portunities for advancing it is entirely 
in a critical vein about his competi- 
tor’s goods. He should realize that 
he is devoting just that much time to 
his competitor and detracting a like 
amount from his own interests. 

Nine buyers out of 10 scan with 
suspicion the salesman who calls at- 
tention to another line by pointing out 
demerits. Whether fanciful or real 
never does it do him any good. It is 
not within the scope of most buyers to 


be listening to the criticism of another 
line. When a salesman calls atten- 
tion to the defects of his competitor’s 
line he is letting the mind of the 
prospect run away from the very 
things he has for sale, and which he 
is doing his utmost to have the pros- 
pect consider by his talk. Also, 
many buyers take it as an insult to be 
told that they are not capable of 
judging defects. Many times, by al- 
luding to a competitor’s goods, you 
lose grasp of the psychological mo- 
ment that perhaps you have labored 
very hard to create. 

The first sign that the actual 
broadening process is taking hold is 
in evidence when the salesman begins 
to concentrate on his own line, and, ex- 
hibits only the politest interest in his 
competitor's, or what method his com- 
petitor is using in selling. He targets 
all his forces on his own goods; the 
quality, the materials used, the work- 
manship, the price. If he is forced 
through unavoidable discussion into 
récognition of another line, he re- 
sponds briefly, most courteously, and 
brings about a greater interest in his 
own by this very route. 


This thing of concentrating on your 
own line is an immeasurable asset. 
Nothing inspires more confidence, and 
when you have developed confidence, 
the going thereafter is smooth. 

Immediately, as the broadening 
process begins to work on a salesman, 
a general change in his deportment en- 
sues. No longer he plays with trifles 
in or out of business hours. He is in- 
spired by a new ambition, because he 
has a perfect grasp of his business, 
as well as of himself. Selling no 
longer is conjecture; it is something 
intensely vital. He senses a certain 
confidence in himself and his goods 
which never existed before, and this is 
reflected in all his acts. 

As soon as a man has a perfect 
grasp of intelligent selling, thereafter 
it is a vocation with him, and not 
merely a momentary diversion by 
which he can earn enough money to 
make a living. Big) incomes from 
selling never arrive until the work is 
regarded seriously and it is understood 
that salesmanship takes as much initia- 
tive, brain work and constant applica- 
tion as the executive or any other end 
of the business. 














Upper group—standing: Roswell Dome, county salesman; 
Machine Co., Chicago; 


Mr. Purvis, Hurley 


Bernard N. 


James Clark, Jr., Sales Conference 
All the road and city salesmen of the James Clark, 
Jr., Electric Co., Louisville, K. Y., were called in on 
September 24 to 26 for a sales conference. A repre- 
sentative from each one of the 12 factors with whom 
the company does business was also present. 
conference was held in the Louisville Old Inn Hotel. 


The 





salesman; Mr. Fitzsimmons, Bussman Mfg. Co., St. Louis; 
Walter D. Hunsicker, Colonial Electric Works; W. I. Beard, 




















Schulte, city salesman; E. M. Zapp, service department; 
Walter S. Clark, secretary and sales manager; Walter Mey- 
ers, Louisville Gas & Electric Co.; George Foreman, receiv- 
ing clerk; Wilbur S. Ball, city salesman. Second row: Wal- 
ter D. Hunsicker, Colonial Electric Works, Pittsburgh; Mr. 
Fitzsimmons, Bussman Mfg. Co., St. Louis; Arthur Gale, 
Benjamin Electric Mfg. Co., Chicago; W. I. Beard, city sales- 
man; Harry W. Long, county salesman; Frank F, Fleming, 
machinery department; C. W. Haggard, county salesman; 
Clarence J. Heise, specialty man. 

Lower left hand group—left to right: Walter E. Perry, 
bookkeeper; Mr. Purvis, Hurley Machine Co., Chicago; Frank 
F. Fleming, machinery department; Roswell Dome, county 


city salesman; Bernard N. Schulte, city salesman; C. W. 
Haggard, county salesman; E. M. Zapp, service department; 
George Foreman, receiving clerk; Wilbur S. Ball, city sales- 
man; Walter S. Clark, secretary and sales manager. 

Lower right hand group—left to right: Roswell Dome, 
county salesman; Bernard N. Schulte, city salesman, Jas. 
Clark, Jr., Elec. Co.; Mr. Fitzsimmons, Bussman Mfg. Co.; 
W. I. Beard, city salesman; Arthur Gale, Benjamin Electric 
Mfg. Co.; E. M. Zapp, service department; Walter S. Clark, 
secretary and sales manager; Wilbur S. Ball, city salesman; 
Mr. Purvis, Hurley Machine Co.; Frank F. Fleming, ma- 
chinery department; Geo. Foreman, receiving clerk; Harry 
W. Long, county salesman; C. W. Haggard, county salesman. 
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Salient 
Features 


1. 110-120 volts, 660 watts. 


2. Size 9% in. diameter out- 
side. 7 in. heating surface. 
4 in, high. 


3. Rolled steel base. 
4. Nichrome heating ele- 


ment. Guaranteed for one 
year. 


5. Heavily nickel plated and 
highly polished. 


6. Six feet heater cord— 
asbestos covered—two- 
piece standard attachment 


plug. 


7. Wooden handle. Makes 
handling easy. 


8. Composition terminal 
bushings. 


9. Net weight, four pounds. 


10. Packed in_ individual 
boxes—12 boxes to a carton. 











Gives You 
“OPENERS” 


to Greater 


Profits 


$3.40 west of 
the Rockies 


For TOAST-O-GRILL with its com- 
bination of unheard of low price, dis- 
tinctive appearance and correct design 
opens a new market for you. 


Every one of the more than ten mil- 
lion homes is a prospect, and its wonder- 
ful value appeals to the purchaser of 
electric appliances. 


And TOAST-O-GRILL is a product 
that at a glance, or after long use, be- 
speaks it the greatest dollar value in 
electrical appliances on the market. 


Write for details and discounts to 
jobbers. 


ATLAS APPLIANCE COMPANY 


647 W. Jefferson 


Detroit. Mich. 
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PERTINENT SALES FACTS AND FIGURES 











The information given on this 
page relates to no single manu- 
facturer’s atone ws —- no pref- 
erence is intended, urpose 
being to furnish Pt sales 
data of use to jobbers’ salesmen. 











What are the distinctive features 
of these transformers? 


As their names indicate, they are 


used chiefly for supplying low-volt- 
age current for electrical toys and 
for ringing electric bells. Separate 
transformers specially adapted for 
each of these purposes are almost 
invariably used. They have many 
points in common. They are com- 
pact, ruggedly built, small capacity, 
low-voltage transformers. The pri- 
mary always has leads for connecting 
directly to standard house lighting 
circuits. The ‘secondary may have 
only one low voltage or taps for sev- 
eral low voltages. 





For what other purpose are they 
used ? 

The bell ringers operate buzzers, 
annunciators, small pilot lamps and 
other electric signals of low voltage 
equally as well as electric bells or 
The transformers are 
used for operating toy electric trains 
and small signal lights in connection 
with them, toy derricks, 
motion-picture machines, 
postcard and picture slide projectors, 
sometimes also small Christmas-tree 
lighting sets that have all their lamps 
wired in parallel, instead of the more 
usual series| arrangement. 


gongs. toy 


motors, 
miniature 





What are their advantages and 
have they any disadvantage? 

They are far more reliable, more 
convenient and in the long run more 
than the primary bat- 
teries they usually replace. Batteries 
are commonly neglected or 
abused. Probably nine times out of 
ten, when “bell out of order” is re- 
ported, it is the battery run down 
and not the bell itself that is the 
cause of the trouble. It does not take 
many battery replacements to equal 
the cost of a bell-ringing trans- 
former. The latter should last in- 
definitely. Even its operating cost is 
very low, since the very feeble cur- 
rent it takes from the lighting circuit 
continually often does not record on 
the meter. It is easily installed and 
once in place it may be forgotten. 
Toy transformers are even more ad- 


economical 


very 


Toy and Bell-Ringing 


Transformers 


vantageous because children so com- 
monly connect batteries incorrectly, 
short-circuit and abuse them. 





When is each class mostly sold? 


As with all-toys, toy transformers 
are sold mostly before Christmas. 
Their demand during the rest of the 
year is rather small. Bell ringers are 
sold throughout the year, however, 
with an increase in demand when the 
building season is in full blast be- 
cause new houses and alterations are 
now equipped with them more com- 
monly then with batteries. 


What are the important features 
of their construction? 

‘They are classed as air-cooled. In 
many the core is exposed, 
whereas in other makes the entire 
transformer is enclosed in a sealed 
casing, usually of sheet iron or steel, 
though other metals and even porce- 
lain are used. Toy transformers are 
always enclosed. When iron or steel 
is used for the casing this is usually 
well japanned to prevent rusting. 
The casing is often filled with an 
insulating and sealing compound. 
This should be of such nature as not 
to cause damage if it flows out of the 
case when the transformer becomes 
heated from short-circuiting or long- 
continued heavy load. The coils are 
well insulated and, if an open con- 
struction is used, they are specially 
wrapped or treated and protected 
from moisture and mechanical dam- 
age. The casing usually has lugs or 
feet to keep, it about one-quarter of 
an inch from the surface on which 
the transformer is mounted or 
placed; this prevents overheating of 
such surface. 

The transformers are designed to 
have a high impedance which limits 
the short-circuit current and pre- 
vents damage to the transformer or 
blowing of the circuit fuse if the 
transformer secondary is “shorted.” 
Primary terminals are never ex- 
posed; where the primary leads, are 
bushed through the casing the word 
“line” is shown in the case of bell 
ringers, whereas the secondary termi- 
nals are marked “bell.” The latter 


cases 


In this department an effort 
is made to give to jobbers’ sales- 
as of in- 


men ummary general 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 











terminals are either binding posts or 
spring clip connectors; if there are 
several secondary voltages the corre- 
sponding terminals are marked with 
the voltage values. 





Why is the primary not con- 
nected through binding posts like 
the secondary? 

These transformers are properly 
step-down transformers; that is, they 
reduce the voltage from 110 to only 
a fraction of this value, but this is 
only when they are properly con- 
nected. If the primary and second- 
ary terminals were both exposed 
they might, even though marked, be 
carelessly connected so that the low- 
voltage posts would be connected to 
the 110-volt circuit; this’ would con- 
vert the device into a step-up trans- 
former, giving possibly 400 to 2,000 
volts at the binding posts that were 
expected to give only 6 to 30 volts. 


This serious hazard is prevented 
by continuing the ends of the pri- 
mary coil in the form of leads long 
enough to connect directly to the 110- 
volt line circuit. For bell ringers 
this connection should be made by 
soldering. For toy transformers the 
leads are brought out as flexible cord 
with a standard attachment plug at 
the free end. 


What are the customary voltages 
and wattages? 

The primary is almost always 110 
volts; several makers also supply 
220-volt primaries. For bell ringers 
the most used secondary voltage is 6, 
but values up to 30 are also supplied 
in single-voltage units. Three volt- 
ages are often made available by 
means of taps. For toy transform- 
ers several secondary voltages are 
usually provided for, either by means 
of binding posts or a sliding switch 
with its contact points connected) to 
taps giving steps of 1 to 3 or 4 volts 
between 0 and 20 or even 30 volts. 

In size the transformers are usu- 
ally supplied for 25, 50, 75, 100, 125 
or 150 watts maximum. If many bells 
or large gongs are to be rung at the 
same time, the larger sizes should be 
used, 
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“THE BEST GONGS MONEY CAN BUY” 





ENCLOSED TYPE FARADAY SIGNAL GONGS 
Nat. Code Standard 


Vibrating—Weatherproof—For Battery and D. C. Circuits 


FARADAY SIGNAL GONGS are the 
Standard of the world today! For impor- 
tant signal work they save far more than 
they cost for they never fail! 


We call particular attention to the following 
important points of superiority. 


1. “High-Power” Armature.—Patented ‘‘High- 
Power’ armature allows the keeping of armature 
in magnetic field up to the moment of striking the 
gong—twice the power of any other mechanism Model “A” 
made. 





2. Breakage of Springs Cannot Disable Bell. 


3. Insulated Mechanism.—Frame of bell carries 
no current at any time, as entire electrical mechan- 
ism is insulated from frame-casting. Bell may be 
mounted on metal without fear of grounding. All 


current-carrying terminals are mounted on Bake- 
Model “AT” “4 — 
lite Pads. 








Model “B” 


4. Locking Side-Contact Post.—Patented split- 
section side-contact-post compresses both sections 
arainst thread of contact-screw and positively locks 
with cone cap piece having taper thread; no in- 
juring of screw thread and adjusting to a thou- 
sandth of an inch assured at all times. 















5. Solid Trunnion Frame.—Solid trunnion frame 
cannot work loose or move in any direction. Im- 
proved slip-section, replacing old lock-nut or trun- 
nion frame, compresses against upper trunnion 
screw and no amount of jarring can loosen the 
upper bearing. 





Model “CW” 


6. Non-Turning Contact and Binding-Posts.—Non- 
turning and non-loosening binding posts equipped 
with split steel lock-washers prevent connections 
from ever jarring loose. 


7. Contact-Points.—Contact-points are of Plati- 
noid or Platinum, as specified, and are always 
plainly marked on both screw and spring. Platinoid 
Model “BT” Model “CWT” contacts furnished, unless otherwise specified. 


A. C. Transformer Single-Gong Faraday Enclosed-Type Bells 
For Operation on 18 Volt A. C. Bell-Ringing Transformer Circuits and 100 
to 250 Volt A. C. Light and Power Circuits, 25-60 Cycle 


For Sale by all First-Class Electrical Jobbers Throughout the Country 





MANUFACTURED BY 


STANLEY & PATTERSON 


250 WEST ST. ‘NEW YORK 
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Kennedy Webster Royal 


Entertainers 
October 11 was one full day for the 
Kennedy Webster Electric Co., of 


Chicago, and its guests. The occasion 
was the second annual sales promotion 
meeting. About 65 contractor-dealers 
and other lamp agents were present, 
one of them}; Z. B. Bird, coming all 
the way from Enid, Okla. 

This company, headed by H. M. 
Kennedy and W. H. Webster, with 
whom are associated H. Herman and 
C. P. Holton, represents the compact, 
efficient type of jobbing organization 
specializing in one product—lamps. 
The roomy offices and stock rooms at 
425 S. Wabash avenue, were cleared 
and attractively fitted up for the oc- 
casion. 


Among the displays was a booth by 


vanes 


Banquet of the Kennedy Webster 

















courtesy of the Illuminating Glass- 
ware Guild, showing in two compart- 
ments the old versus the new in glass- 
The kitchen lighting unit was 
emphasized. Other features were the 
demonstrating of stage lighting effects 
in show windows. The largest lamp 
was on exhibit, developed by the Re- 
Laboratories of the General 


ware, 


search 
Electric Co., to produce special light- 
ing effects for motion picture produc- 
tion—rated at 30,000 watts and giv- 
ing 100,000 candle power. Also the 
smallest lamp made, used for medical 
could be viewed under a 
magnifying glass. 


purposes, 


The program combined some. of the 
elementary essentials of better mer- 
few fields 
where the possibilities for better light- 


chandising, showing a 


ing seem the greatest. 
“Ted” Quinn, of the National Lamp 


Electric Co., Chicago, At Recent 








Works, speaking for C. O. Brandel, 
of the Peerless Brilliant Lamp Di- 
vision, had something to say on ‘““Com- 
petition.” P. B. Zimmerman, man- 
ager of publicity of the National 
Lamp Works, spoke upon the Four 
Star Campaign, and what the diploma 
means to Four Star dealers. H. Her- 
man, of Kennedy Webster, selected 
“Profitable Sales Activities’ for his 
subject. The “Untouched Treasure 
Chest’’—meaning store lighting—was 
taken up by J. J. Kirk, of the Com- 
monwealth Edison Co. “Stage Light- 
ing Effects in Store Windows,” by 
Edwin D. Tillotson, of the Common- 
wealth Edison Co., and “The Mazda 
Lamp Business—What Is It? Where 
Is It? How to Get It? by T. K. 
Quinn, completed the day’s program. 

Luncheon was served at Malloy’s, 
and in the evening a banquet. A 





Sales Promotion Meeting. 
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Tiplex tabl 


Show your dealer customers how they 
can sell Hubbell Triplex Table-Taps 
along with electrical appliances. Show 
them, too, how the Triplex increases ap- 
pliance sales by providing a means for 
conveniently connecting three appliances 


ELECTRICAL WIRING 


BRIDGEPORT 


ey EN UPEELY D 





































































ad 


~4Aap 


to a single outlet. We will supply your 
customers with attractive Table-Tap cir- 
culars for the Christmas trade, imprinted 
with their names. They'll increase your 
dealers’ sales — and in turn, yours. 








CONN. U 


In attractive individual 
black, red and orange 
cartons. 





, that make outlets Convenient” 





@ Remember its the Te Slo 
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The Prestige of 
Porcelain— 


EBSTER defines ** Prestige ” as *‘In- 
fluence or force derived from past 
success or from reputation. ” 













PORCELAIN The prestige that is attached to Electri- 


cal Porcelain has existed since the first old 
style knobs, cleats and tubes were used. 


PORCELAIN 
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That was thirty-eight years 
ago. 

It was the pioneer of modern 
insulation and today there is 
nothing that can compare with 


vitreous Porcelain for intrinsic 
PERMANENT SAFETY. 


Conscientious manuf acturers 
of Porcelain devoted years to 
the perfecting of the product. 
It has involved passing through 
and leaving behind the period 
of experiments. It has required 
indomitable determination to 
reject every short cut that 
would jeopardize the prestige 
of Porcelain. It has been a 
case of scruples being greater 
than surplus. 


There are numerous other in- 
sulations that may be safe, but 
Porcelain takes the MAY BE 
out of SAFETY and puts the 
POSITIVELY in! 





Porcelain is as near the per- 
fect insulation as human skill 


and ingenuity can devise. It is 
nature s own contribution and 
it will defy the most exhaustive 
attempts of chemistry to equal 
it. 


Evidence of its worth can be 
found in its unique dielectric 
strength, in its hardness and 
denseness, coupled with its be- 


‘ing almost non-porous, non-ab- 


sorbent of water, oils or vapors. 


Replacements are practically 
unknown. The elements have 
no terrors for it! 


Electrical Porcelain may be 
surrounded by a host of com- 
petitors, but it stands alone on 
the score of PERMANENT 
SAFETY. 





e 


—is PERMANENT 


—is DEPENDABLE 


—is ECONOMICAL 
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photograph of the latter is reproduced 
on the preceding page. 

Then all congregated in the com- 
pany headquarters to enjoy the play- 
let—-““Putting It Over’’—presented in 
the hope of showing A agents the ap- 
plication of the Four Star activities. 

Joe Putzitover, a smart lamp agent, 
was played by E. D. Stryker, of the 
Nation Lamp Works; O. Howe Dumm, 
Joe’s silent partner, by Fred William- 
son, of the Peerless Brilliant Lamp 
Division; Jack N. Bales, a young busi- 
ness man; Billy, a trouble shooter— 
Ray Brehan, of Kennedy Webster. 
Kennedy Webster men also took the 
part of who were dis- 
couraged from buying through the 
“ornery” tactics of O. Howe Dumm. 
A regular stage was set up, showing 
the interior of Joe’s store, and the 
“actors” entered into the spirit of the 
occasion in a way to bring out the full 
possibilities of the well-written play. 

* * * 


Great Lakes N. E. L. A. 
Convention 


The third annual meeting of the 
Great Lakes Na- 


customers 


Division of the 


tional Electric Light Association was 
held September 27, 28 and 29 at 
French Lick Springs, Ind. Those 
who attended last year certainly must 
have spread the gospel of the splen- 
did enjoyment to be had at this won- 
derful resort tucked away in the hills 
of Southern Indiana, for this year’s 
session in point of attendance and in- 
terest exceeded by a wide margin any 
previous convention held by this sec- 
tion. 

Papers which brought forth excep- 
tional comments were those read by 
R. F. Schuchardt, chairman of the 
Public Service Committee, J. C. 
Langdell, chairman of the Meter 
Committee and Mrs. P. W. Evans, 
chairman Women’s Public Informa- 
tion These reports 
brought home in a forceful manner 
the rapid strides made in these three 
important branches of central station 
life. 

Recognition of the well-planned 
and executed work of those on the 
entertainment committee must in all 
fairness be made. 


Committee. 


Our genial friend 
“Bob” Prather seemed to be every- 


oe ——— 


we 








At the Great Lakes N. E. L. A. Convention—“Liberty” is F. L. Carl of the West- 


inghouse Electric & Mfg. Co. 


Co. “Beauty” is Mrs. F. L. Carl. 


“Meditation” 


is F. R. Evers of the Utility Securities 





a ers 





J. H. Gleason, sales manager of the 
Western Electric Co., Chicago, and T. J. 
Rider, Jr., manager Sunbeam Lamp De- 
partment, holding their annual conference 
at French Lick Springs during the Great 
Lakes Section N. E. L. A. annual get- 
together. 


where at once in a successful effort 
to keep the “Joy Power Factor” 
about 99-+-. Golf, of course, was the 
main attraction with R. G. Walter of 
Wisconsin who won the President’s 
Trophy after being pressed to the 
limit by “Doc” Irwin of The Alu- 
minum Company of America who 
turned in a sensational 77 in an effort 
to catch him. First prize in the 
women’s golf tournament went to Mrs. 
Walter Johnson, wife of the president 
of the N. E. L. A. John St. John, 
J. Paul Clayton and E. J. Condon 
also walked off with prizes. 

Bridge, riding and dancing as well 
as “Browns” added to the enjoyment 
and it is safe to say that the 500 who 
attended this year’s session will be 
present next year with one or two 
friends. 


* * | 


New Jobbing Company in 
Springfield, Ill. 

The United States Electrical Job- 
bing Co., is now doing business at 208 
North Fourth street, Springfield, I11., 
having bought the assets of the Uni- 
ted States Electrical Supply Co., 
which had been operating in Spring- 
field and Peoria. The new company 
does a general wholesale business in 
electrical supplies and appliances, 
hardware and electric lighting fixtures 
—no radio or automotive. 

Officers of the company are: Presi- 
dent, J. A. Arenz; 
treasurer, C. J. Roach. 


secretary and 





as 
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to Pay for Your 
Thanksgiving 
Turkey 








Are You You Can Win 
| or Enough to Buy a 
Whole Flock of 
Are We es Turkeys 


They’re Off€ - the Big Story Follows - Read On 
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BENJAMIN Remarks and Other Things 


That Hallowe’en Two-Way Plug Window 
Trimming Contest we announced last 
month nearly took us off our feet.. The 
dealers swung in line in great shape. We 
have had other Two-Way Plug Window 
Trimming Contests, but never another 
that roused such enthusiasm and won 
such hearty support from dealers and 
jobbers everywhere. 


Now! Who Pays for Your 
Thanksgiving Turkey? | 


You remember the way we put it up to 
Jobbers’ Salesmen last month? Any J.S. 
was eligible to win a fine fat cash prize 
by sending us a list of his dealers who 
would use the Benjamin Window Mate- 
rial and send in a photograph. 


Well, Jobbers’ Salesmen, you did not come in like we 
thought you would for this big, easy money. 


Just think of it! We had to order and reorder window 
material to take care of thousands, yes, thousands of 
dealer entries. : 








And a shockingly low percentage was entered by 
Jobbers’ Salesmen. 


You can still get in on the October money by hustling 
around to your dealers and seeing that everyone who 
used the trim sends in a photograph by November 10, 
midnight. 
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Remarks and Other Things BEN/JAMIN 


Here Is Another Big Chance! 
Get Busy on Contest No. 2 








We will award the same cash prizes to 
dealers for the best windows during 


Thanksgiving Week 
November 24-30 


All you have to do is to line up your 
dealer, send us his name and address. We 
will furnish the Thanksgiving Window 
Trim and attend to all details. 


$50.00 to the Jobber’s Salesman who sends 
in the greatest number of entrants 
who use the window trim and sub- 
mit a photograph. 


35.00 for the second greatest number. 
25.00 for the third greatest number. 
15.00 for the fourth greatest number. 





In the event of a tie for any prize, the full amount offered 
for such prize will be awarded to each of any contestants 
tied for such prize. 


Now, go to it! Thousands of dealers have used the 
Hallowe’en Window Trim. They are your customers. 
Capitalize their enthusiasm and their progressiveness 
and win a prize for yourself. 
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Remarks and Other Things 











Benjamin Type R R Threaded 
Equipment 


Rugged, Easy-To-Take-Down, Hoods and Reflectors for 
Railroad Terminals, Yards, Foundries, Mills, Etc. 


The necessity for keeping lamps 
and reflectors clean, in order to main- 
tain the original efficiency of indus- 
trial lighting installations, has been 
accepted as a fact. Periodic and fre- 
quent cleaning of both lamps and re- 
flectors is now a part of the routine of 
thousands of industrial plants, both 
large and small. 

To keep the cost of cleaning down 
it is imperative that the reflector may 














Type RR ay Ry 4 Duty Threaded 
eflector Units. 


be easily and quickly taken down, for 
many industrial occupations develop 
dust and dirt of a quality that makes 
it necessary to give the reflector a real 
bath with a brush and soapy water. 
Not only must the reflector be easy 
to take down, but the whole equip- 
ment must be extremely rugged, for 
this is the kind of fixture that is in- 


variably required in railroad yards and 
shops, depot platforms, mills, foun- 





dries, and large shops everywhere. 
The service is severe and nothing but 
a heavy duty unit should be installed 
in places like these. 

The design and construction of the 
Benjamin Type R R Threaded Equip- 
ment makes it undeniably appropriate 
for work of this kind. The hoods come 
in both cast iron and porcelain enam- 
eled steel; the reflectors porcelain 
enameled steel. All the hoods are 


Cast Hood (Enameled), thoroughly rug- 
ged and weatherproof. Also made in por- 
celain enameled steel. Threaded to take 
reflectors. 


Sockets, both medium and mogul, use 
the same wiring terminal base. If medium 
base socket is used in the installation, 
mogul base lamps can be used by simply 
substituting the mogul base socket ele- 
ment, without disturbing the wiring. 


Reflector is porcelain enameled 
steel with threaded copper neck. 
The copper to steel contact in the 
threaded connection makes it easy 
to remove for the cleaning neces- 
sary to maintain the lighting at an 
efficient point. 


threaded, both pendent and outlet box 
cover types, and receive similarly 
threaded R.L.M. Standard Dome, Bowl 
and Symmetrical Angle Reflectors. 
Where required, Benjamin locking 
sockets may be furnished. With these 
locking sockets, the key which locks 
the lamp in the socket is inserted 
from below, instead of from the side 
and thus the weatherproof qualities of 
the fixture are not impaired, because 











= Philograms from s) 


A cordial invitation is given to all 
salesmen to join our second con- 
test for prizes, which will termi- 
nate the end of November. 


The last time we sent out a notice 
advising jobbers’ salesmen that the 
prize contest was on, and that sub- 
stantial rewards would be given for 
pi little work, the ‘*J.S.”’ did not 
wake up until it was too late. 

Of course, if none of you come in, 
we save some money. However, the 
as of these = ze contests is to 

nterest you fellows to the i“ 


tre will ar more g 4 
that ha s, I su you are 
afraid the S. M. will reduce your 


salary. 

We wonder how many of you fel- 
lows have taken out samples of the 
Benjamin Two-Way Plugs and 
shown them to dealers and ex- 
plained our merchandising idea; 
that is, explain how they are packed 
on display stands and how the 
material can be assorted. 


There is nothing like construc- 
tive selling to get a proposition 
across, 

Just as this is being written, we 
are in receipt of a wire from Salt 
Lake City, asking that we rush four 
sets of window trim material. 
These four come on top of the other 
1,600 and most certainly indicates 
that the Hallowe'en Contest is a 
huge success. 

Now, if any of you know of any 
dealer who has put in a trim and 
hasn’t thought to have a picture 
taken, just step in and tell him 
about the terms of the contest— 
which require that a picture of 
some kin sent in. You can 
help out a lot along this line and 
oahe you can get a substantial 
prize for one of your pet dealers. 

Now don’t forget the Thanks- 
giving Contest which follows im- 
mediately, and get your dealer 
entries in right away. 




















no opening is required in the side of 
the hood. The design of the locking 
socket permits interchanging with the 
Benjamin Keyless Sockets. 

The illustrations herewith show 
the rugged hoods and reflectors with 
the medium base keyless socket and in 
outline the relative position and di- 
mensions of the mogul socket, which 
has the same wiring terminal base as 
the medium base. Thus if a change 
to mogul base lamps is desirable to 
secure a greater degree of illumination, 
simply change the socket element 
without disturbing the wiring. 

The many advantages of these Ben- 
jamin Type R R Threaded fixtures, 
with their exclusive easy-to-take-down, 
simple, rugged and. weatherproof fea- 
tures, have made them extraordinarily 
popular and they are being installed 
in large numbers in many kinds of 
industrial plants in every part of the 
country. 

Specially prepared 4-page letter-cir- 
culars in colors are available to job- 
bers’ salesmen who may wish to inter- 
est their industrial plant customers in 
this equipment. 
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Johannesen Made President of 
Sibley-Pitman 

Theodore Beran, for six and one- 
half years president of the Sibley- 
PitfMan Electric Corp., New York 
City, electrical distributors, resigned 
from that position to take effect Oc- 
tober 8. Mr. Beran occupied this 
position in addition to his duties as 
New York district manager of the 
General Electric Co. The increasing 
business of the Sibley-Pitman Elec- 
tric Corp. requires the entire time of 
its president and Mr. Beran has with- 
drawn in order that the office may be 
tilled by someone who can devote his 
whole attention to the affairs of the 
company. 

At a meeting of the board of di- 
rectors, October 2, J. G. Johannesen, 
manager of the Southern Electric 
Co., Baltimore, was elected president 
to fill the vacancy caused by Mr. Be- 
ran’s resignation. Mr. Johannezen 
has been prominent in the affairs of 
the Electrical Supply Jobbers Associa- 









J. G. Johannesen, President, Sibley Pitman Electric Corp. 











tion and is well known in the elec- 
trical industry. He will continue as rz 9 
president of the Southern Electric AUTEX 
Co., although his activity will be in | 

New York and practically his whole | EXTENSION REEL 


time will be spent there. 
a. 2 


Philadelphia Electric Doubles 
Space 


Due to the rapid increase in their 


\ 


business, the Philadelphia Electric 
Co. (Supply Department) is enlarging 
its warehouse so that the present ca- 
pacity will be doubled. Jack Richter 
will be in charge. Edward P. Do- 
herty, formerly with the Arrow Elec- 
tric Co., of Atlanta, and the Square 
D. Co., has recently joined the <¢ales 
force of the Philadelphia Flectrie Co. 


* * * 
Schimmel’s New Radio Catalog No. 6 Type 
The Schimmel Electric Co., of 

Philadelphia, is putting out a new Note that its swivel 
radio catalog, which promises to be joint feature enables 
one of the most complete .catalogs of the lamp ‘to 2 taken 
this type ever published. shan Miter $reg 

vI E from the Reel with- 





out wear or strain on 
cord, giving you 


At})0Cvour§ light” exactly 


where wanted. 























“Autex” Reels 


Are used in the largest industriai 
plants in the world. Firms like 
Hupp Motor Car Corp. list them 
in their approval tool catalogue 
Western Union Telegraph Co. use 
them in all their main plants. Ap- 
proved by the Underwriters aiid 
The Hydro-Electric Power Com- 
mission. 








_—e ae, 


aid Bag Spe! = 4) 





The above illustration shows an interior 
sectional view of the Jonas-Cadillac Service 
Station. Milwaukee, where one hundred 
“Autex” Reels have given over two years’ 
satisfactory service. 


| 

| Pat: Oct., 1915; Jan., 1917; Dec., 1920 

Handled exclusively through Jobbers. 

| The Cincinnati Specialty 
Mfg. Co., Inc. 


MANUFACTURERS 
1915-21 Powers Street. Cincinnati, Ohio 
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What Cash Discounts Mean to 
the Contractor 


On today’s close margin of profit, 
failure on the part of the contractor- 
dealer to take advantage of cash dis- 
counts cuts the small profit down still 
smaller. Are his records such that 
he can tell at a glance just what his 
If he 


failed to take his cash discount does 


purchases were last month? 


he know how much his profit was cut 
down? 

The National Association Account- 
ing Systems endorsed by the National 
Electrical Credit Association and ap- 
proved by all other branches of the 
electrical industry help solve 
many of the contractor’s difficulties 
and serve as a_ stepping-stone to 
greater profits. This fact should be 
impressed on the contractor again and 
again by the jobber and his salesman, 
as they are doing in the successful 
campaign now going on in Milwaukee. 


will 


Here are figures to show the con- 
tractor that should be convincing. 
The various discounts, with the annual 
interest rates to which they are equi- 
valent, should open his eyes. 


1% 10 days net 30, equals 18% 











interest per annum for unexpired 
time; 

1% 25 days net 30, equals 72% 
interest per annum for unexpired 
time ; 

2% 10 days net 30, equals 36% 
interest per annum for unexpired 
time ; 

2% 25 days net 30, equals 144% 
interest per annum for unexpired 
time ; 

5% 10 days net 30, equals 90% 
interest per annum for unexpired 
time ; 

5% 25 days net 30, equals 360% 
interest per annum for unexpired 
time. 

Cash discount privilege the 10th 
prox. is equivalent to 25 days aver- 
aging dates—a handsome profit in it- 
self. 


* * %* 


Red Seal Marks Approval 


The Electric Service League, Toron- 
to, has developed a novel scheme of 
approving the electrical installations 
of new houses and setting its seal 
on those which are passed. When- 
ever the electrical work in a new 
house is up to the standard set by the 
League, a large red seal is placed on 

















the front of the dwelling and a 
smaller one is pasted on the service 
switch box. In this way the pros- 
pective purchaser is assured that if 
he buys. one of these houses it will 
be found to come up to the mark 
electrically. Owners of houses now 
completed may also obtain this ap- 
proval if the electrical work is up 
to Red Seal specifications. 
ae 


Kinds of Electrical Mica 


In the electrical trades, mica is 
divided into three classes: India, 
amber and domestic. Analyses of the 
various grades show slightly differ- 
ing chemical compositions, depending 
upon their source, and practically all 
marketable mica is of the white mus- 
covite (potash) or amber phlogopite 
(magnesia) types. 

“India” quality mica is also found 
in Mexico, Brazil, Argentine and 
even in the United States. 

Amber mica comes mostly from 
Canada, but is also found in Mexico, 
Madagascar and other countries. 

Domestic mica is found in greatest 
quantity in North Carolina, although 
mines producing fairly large amounts 
are scattered all over the country. 








G-Q Electric Co., Milwaukee, Wis., presents (left to right): 
Perry R. Boole, vice-president and general manager; S. C. 
Greusel, and F. W. Greusel. Yes, they are not going to unload 
this BX, although husky enough for the task. Perry Boole looks 
as though he had something to say to us if he could only speak. 
It is a pity that he cannot, for he is recognized as the humor- 


nice place to visit. 


Sweet, salesman. 





ist of the jobbing industry today. A speech from him anywhere 
always calls for the “cupped” ear. 
Three reasons why Electric Supply Co., Saginaw, Mich., is a 


Left to right: T. J. Carson, purchasing 


agent; R. L. Kimble, secretary and general manager, and V. E. 
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Mr. JOBBER’S 
SALESMAN 


Are you talking “High- 
er Standards of Mater- 
ial and Construction” 
to your Dealers and 
Contractors? 








Are you telling them 
about the Ejidlitz Plan 





——— and recommending 
more “Convenience 
Outlets” on each job? 
Fish Wire 


Constructive selling 
will increase your vol- 
ume and have a ten- 
dency to make the price 
question secondary. 


Are you diplomatically call- 
ing the attention of Dealers 
and Contractors to the 
“Standard Accounting 
System” of the Association 
of Electragists and to the 
necessity for simple records 
that will show at a glance 
if the Dealer’s or Contrac- 
tor’s. business is profitable 
or not? 


“Steel City” Products are 
of the highest quality. 


Write for your copy of our 
new Catalog No. 34—F 


Steel Cty ©) Clectrie Ca 
oe PENNSYLVANIA 


PITTSBURGH 





Floor Boxes 


















| 


















Electrical 
Supplies 








| Letters That Help Out the 


Salesmen 

F. N. Cooley, sales manager of the 
Western Electric Co., Seattle, Wash., 
has prepared a letter to dealers for 
the purpose of introducing a new 
| portable lamp. The name of the 

salesman calling on the dealers is 
| carried in the letter and emphasizes 
| to the dealer the personality of the 
salesman in addition to describing 

the new product. Following is a copy 
of the letter so used: 

W. E. Cheney, 

Couperville, Wash. 

Dear Dealer: 

I am Ed Riley’s silent assistant. 
I have my headquarters at Spokane. 
When Ed is real busy I shoot out and 
| give him a hand. 
| I have a new little article to show you 
this» morning. It’s called the Magnalux 
Portable. 
Examine its universal application. 
It will cost you $3.25 each in packages 
of one dozen. It will retail for $4.50. 
The portable takes a G-181, lamp (mill 
| type frosted is best). 
| The ball and socket joint can be tight- 
| ened with a coin. 

Special finishes, assorted, can be had at 
$5.00 list, instead of $4.50, such as nickel, 
ivory, verde, etc. (These special finishes 
will be available about September Ist.) 

The enclosed order blank is all ready for 
your signature. There are stamps at- 
tached to cover the return of this sample 
if you do not care to order’a dozen. If 
vou send in the attached order for 12, we 
will ship 11 and you may keep this sample. 

Do you smoke? Ed told me he usually 
extends this little business courtesy so I 
brought one with me, help yourself. 

Thanks for the time. 

Good-by. 











SILENT SALESMAN. 

































J. F. Clark, holding the fort at the 

Moock Electric Supply Co., Youngstown, 
| Ohio, sees something up the street. Prob- 
ably an order, as he has his pencil ready. 
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The » - sockets come in 
al. styles :oa cver re- 
quire. A {wv of the 
'-aders are lined up be- 
low; more are shown in 
the new Sock:t Booklet. 





The Socket Book!et com- 
pletes the story this page 
tells in part. Hits the 
“high spots” in socket 
history! It’s more then 
worth writing for. 












H&H 


SOCKETS 


The name never meant more, in product-features. Take 
the new Key Socket: Contact made by a revolving lug, 
held by pressure on both sides when the contact is on. 
Revolving action of lug keeps it clean and free of foreign 
matter which might foul contact. Porcelain sections of the 
interior fit tightly together to prevent clogging of mechan- 
ism. The key sockets (keyless and pull sockets, too) 
have one brass and one nickel binding screw. Nickel indi- 
cates shell side of socket to which grounded wire attaches. 
The center contact is riveted, not soldered; corrosion 
can’t break the connection. Key shaft is mounted as a 
unit with the mechanism. It fastens to but one of the 
porcelain pieces, so dislocation of the porcelain sides makes 
no difference. The handle turns in a steel saddle, with 
true alignment and easy action; no porcelain bearings 
to chip or grind :: :: :: The Pull Socket touches per- 
fection in ease of action — due to a difference in the angle 
of ‘‘make’’ and “break.” Design allows for a_ lesser 
angle to pull the revolving contact over on the make, than 
to pullit off the break. With the short make and long break, 
less friction is felt and less wear applies on the mechanism. 
Make-and-break occurs at the center contact, allowing 
shell side (as indicated by nickel binding screw) to be 
grounded to comply with local inspectors’ rules. An over- 
size ball on the chain just outside the horn prevents chain 
from snapping back into the socket, or obstructing free 
action of mechanism :: :: :: And so on to the great 


improvement of sockets, and the gratification of users. 


THE Hart & HEGEMAN Mrc.Co. HARTFORD, CONN. 
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Equipping High Schools with 
Appliances 

The Mississippi River Power Co., 
which operates the hydroelectric 
plant at Keokuk, Ia., has offered as 
its contribution to the educational 
plan to “Electrify America” to equip 
completely with all electrical de- 
vices the domestic science depart- 
ment of the High School there. This 
plan is one that could well be adopt- 
ed in every city because of its value 
in educating the coming home mak- 
ers to the advantages of using elec- 
tricity. What interest or interests 
will undertake to do this? . It is pos- 
sible that the leading jobber in a 
city might see in this sufficient ad- 
vertising for his house to warrant 
the move, not to mention the in- 
crease of appliance sales that would re- 
sult in the locality. 

* * * 


“Sell °em Something More”’ 

O. Fred Rost of the Newark 
Electrical Supply Co., Newark, N. 
J., has a very optomistic message for 
his contractor-dealers: “Fall busi- 
ness with you and us and everybody 
is going to be just about as good as 
you and we and everybody wants to 
make it. From week to week the 
public is becoming more and more 
sold on the idea to ‘Do it Electri- 
cally.’ Today it takes a quarter of 


the time to sell an electri¢ toaster or 
other electrical appliance compared 
to what it took a year or two ago. 
Every customer with whom you 
have ever had contact is also a po- 
tential customer for future sales on 
appliances. Try it out for one day. 
Approach every man, woman or 
child that comes into your store, or 
with whom you have business, with 
the firm resolve to ‘Sell "Em Some- 
thing More.’ It will surprise you 
how many sales you yourself can 
actually create.” 
a 


Electrical Appliances in Use 


Not long ago the Home Equipment 
Magazine published the following 
figures relative to the number of elec- 
trical appliances in use to each 1,000 
average wired homes. ‘The article 
further suggests “Doesn’t this look 
like real money and real profits?” 

Out of every 1,000 residence users 
of electricity, 

Only 360 have vacuum cleaners; 
640 have none. 

Only 112 have toasters; 888 have 
none. 

Only 295 have clothes washers; 705 
have none. 

Only 48 have electric sewing ma- 
chines; 952 have none. 

Only 11 have dish washers; 989 
have none. 


Only 360. have fans; 640 have 
none. 

Only 6 have electric refrigerators; 
994 have none. 

Only 125 have bell-ringing trans- 
formers; 875 have none. 

Only 720 have electric irons; 280 
have none. - 

Only 16 have electric ranges; 984 
have none. 

It is interesting to note how the 
above figures check up with similar 
ones compiled by the Milwaukee 
Journal for that city, for five of the 
appliances mentioned. Their investi- 
gation showed, per thousand families 
in wired homes: Vacuum cleaners, 
660; toasters, 368; electric washers, 
350; electric irons, 978; ranges, 11. 


* e748 
Applicance Distribution 

John F. Gilchrist, vice-president of 
the Commonwealth Edison. Co. of 
Chicago spoke before the twenty- 
third annual convention. of the Asso- 
ciation of Electrogists in Washington, 
October 8. He declared that it was 
time for some one to “get up nerve 
enough” to tell the industry that 
present methods of appliance distribu- 
tion are a joke. Conservatively, it 
should be possible to sell $700 worth 
of electrical appliances to the average 
consumer on central station lines. 
Since those who are selling these ap- 
pliances are only edging in with an 
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Make five sales out 
of ONE—this way 


A big bunch of jobber salesmen are entering retail store 
salesmen in the Buss Lamp Contest every day. They know 
what that means. to themselves in boosting their own sales 
reports. They know that 


ONE STORE with a retail salesman in the 
Buss Contest is worth, in sales, FIVE or 
more stores with no one in the contest. 





That’s the gist of the whole proposition. From actual records, 


we know that every time you get a retail salesman in this big - 


Buss Lamp Prize Contest, it is equal to getting five stores 
selling Buss Lamps. 


Get that! It isn’t just the fact that there are 


Two Automobile Prizes 
For Jobbers Salesmen 


And that these prizes to you are based on the sales of Buss 
Lamps by retail clerks who are entered in the retail sales 
contest by you. But it’s the fact that one store in the contest 
will make as many sales for you as five stores not in the contest. 


Can’t you see now how much it pays you, solely from the 
standpoint of your sales reports— regardless of whether you 
win an auto or not—to take the few minutes needed to enter 
the clerk or proprietor of the store in this big retail sales 
contest. 


Your Buss discount sheet gives you full information on this 
contest and how to interest retail store salesmen. You also have, 
or can get from your firm, retail salesmen entry cards pro- 
vided by us. Go to it! Only a few days more remain for getting 
retail salesmen in the contest. But those you do get now will 
boost your sales of Buss Lamps a thousand percent in Novem- 
ber and December. Remember, the Buss Clamp-o-Set Lamp 
is the 


Fastest Selling Lamp in the World! 


It’s not just an “item” in your line. It’s a star feature seller 
that pays your house, and pays you, to push hard. It’s being 
advertised in colors in the pick of the electrical trade papers, 
as you know, and the public is getting the dope on it fast by 
means of the big “Tell us how you'd use it” campaign— 
now going on everywhere. See full details of this at right. 


Now! if you’re sending in retail salesmen entries right along, 
all right. If you’re not, you’ll begin to do so now that you see 
its sales importance to you. 


Clamp-o-Set LAM B® 

























IMPORTANT! 


Be sure to call the retailer or retail sales- 
men’s attention to the big Buss “Tell us 
how you'd useit”$1000 prize contestcam- 
paign to the public—and how his store 
is tied in with it in a Buss Business way. 


The retailer is now receiving— 


Complete display material with every 
A package of ten lamps—posters, dis- 
play cards, lamp stands. 


B Big color posters every month on the 
“Tell us how you'd use it campaign.” 


Counter leaflets and entry blanks 
describing the Buss Lamp to the 

c public and giving the public full in- 
formation on how to enter the “Tell 
us how you'd use it” $1000 prize 
contest. 


All these things mean fast sales for any 
store. And it’s always the retailer or re- 
tail Salesmen whom you have entered 
in the retail salesmen’s contest that takes 
full advantage of the selling side and 
boosts your Buss lamp business for you. 


dete, to 


is BUSS the fastest selling lamp 
ba r e world? You'll ~~ when you 
SEE it. It’s the Lamp of a thousand 
uses. Tell us how you’d use it. Enter 
the big BUSS contest— 


$1000 Prizes 


to those sending in the greatest number 
of practicaluses. Nocost to enter. Noth- 
ing to buy. Simply ask any dealer for 
descriptive booklet and entry blank. If 
dealer is out of blanks write to Buss- 
mann Mfg. Co., St. Louis, Mo. 


Read poster in 


dealers windows 


The Artistic Stand 
’ Lamp thatalso hangs? 
or clamps. Only 

{bulb not included] 
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fferson {amps 


are in The Saturday 


vening Post 


E full page advertisement illustrated on the op- 
posite page will appear in the first available issue 
of The Saturday Evening Post; that of December 

Ist, 1923. 


It will inaugurate the largest national consumer adver- 
tising campaign ever undertaken by a manufacturer of 
portable lamps. 


Having secured representation in most all metropolitan 
districts and trading centers, we are gladly discharging 
our duty to our dealers; namely, that of stimulating the 
demand in those places where Jefferson Lamps are well 
and favorably known, and of creating demand for Jeffer- 
son Lamps where no demand existed before. 


To those dealers who have heretofore not been given the 
opportunity to carry Jefferson Lamps, and to those who, 
for one reason or another, have not found it advisable to 
order before, we will gladly send our new catalog (which 
is illustrated in actual colors), from which selections can 
be made; we have increased our stocks on hand and our 
production facilities, and therefore will be able to fill all 
orders for Christmas merchandise. 


Your customers will ask for and will demand Jefferson 
Lamps. 


Take, then, this opportunity to prepare for your share of 
the business which national advertising alone can build. 


Send for our new catalog, if you have not already done so. 


Ghee 
Ae fersiom Coa minyareun WA 


Makers of the Jefferson Lamp 
FOLLANSBEE WEST VIRGINIA 
7u7 Main Street 
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Type R Section 


This is the complete unit that 
forms the panel itself. Carries 
pair of fuses. Simple and strong. 
Fastened to bus bars or the 
mains, supported also by steel 
back of the cabinet. 


Type R Panelboard 


More than 
you expect 


in a residence panelboard 


The Frank Adam Electric Company's Triumph Safety 
Type Residence Panelboard is much better, of course, 
but here’s the final argument: it actually costs less, in- 
stalled, than the old-fashioned, porcelain fuse block 
assembly. 


That’s kecause it is made of standardized units, under 
standardized manufacturing practice. Immense econo- 
mies are effected in this way, to the benefit of the con- 
sumer. The Triumph Panelboard is absolutely safe; it 
can be placed anywhere in the house, therefore, at the 
logical center of distribution; it is ready for wiring and 
is stocked with jobbers, complete in a package, for quick 
delivery. We believe it to be the last word in residence 
panelboard engineering. 


Write for the Type R bulletin, “Wiring the 
Home for Comfort and Convenience,” con- 
taining complete specifications and wiring 
plans for a model residence job. 


ELECTRIC COMPANY 
ST. LOUIS 
District Offices: Manufacturers of 

Major System of Theatre Lighting Con- 
Detroit Chicago trol; Triumph Line of Safety Type, 
Dallas San Francisco Standardized Panel Boards and Cab- 
Minneapolis Los Angeles inets; knife switches; safety switches; 
Kansas City Seattle hanger outlets; reversible-cover floor 
Cincinnati Pittsburgh boxes; A. C. and D. C. Distribution 

New Orleans Philade!phia Switchboards. 





























Electrical 
Appliances 








average of $10 per consumer per year 
it means that 70 years would be re- 
quired to saturate the present field, 
forgetting all the residences that’ will 
be wired in the meantime in the 
‘ordinary course of building. 
In his opinion central station com- 
| panies must continue to sell appli- 
ances to carry on the pioneer work, 
but they must at the same time main- 
| tain policies that will help build up 
the prosperity of the contractor-deal- 
_er and establish the widest possible 
| distribution. 
| The following resolution was pas- 
| sed: : 
| Whereas: It is the object of our 
| Association of Electragists—Interna- 
tional to educate our members to in- 
stall electric wiring in the best and 
safest manner, having due regard for 
proper and economical installation 
costs, and 
Whereas: The installation standards 
adopted and practiced by the mem- 
bers of our Association are those given 
us in the National Electric Code, and 
Whereas: The present day practice 
for installing wiring within buildings 
of all descriptions are known to re- 
quire the greatest care in electrical 
installation methods which will safe- 
guard and protect to a maximum de- 
gree life and property from the stand- 
point of safety to life and fire hazard. 
Therefore Be It Resolved, that our 
Association does this day in conven- 
tion assembled go on record as ap- 
proving to the fullest extent the stand- 
ards given us by the National Elec- 
trical Code for an all metal installa- 
tion of wiring within all classes of 
buildings, and 
Be It Further Resolved: that we 
recommend to our entire membership 
a program which will provide in the 
future at as early a date as is prac- 
tical the installation of all electric 
light and power wiring in flexible 
metal armored conductors or a rigid 
metal conduit or metal raceway. 
To this end we urge our members to 
use their influence in securing legisla- 
tion by municapalities requiring all 
metal electrical installations _ in 
schools, churches, hospitals, ‘apart- 
ment buildings housing four or more 
families and in buildings used for 





public gatherings. 
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Motor City Switch Box Supports are 
made from 20 gauge steel, as well as 
the lath holders, thereby making a 
strong and substantiai support. The 
Lath holders are bolted to the bars, 
which keep the switch box perfectly 
straight and cannot be disturbed by 
the carelesssness of lather, plumber or 
heaiing man and when the job ts plas- 
tered the contractor knows that the 


2550 Hart Ave., 












packed 100 complete bars to a carton. 


MOTOR CITY STAMPING CO. 












a satisfied customer. 


Motor City Outlet Box Bars are 
stamped from 14 gauge steel, the same 
thickness of steel is used in outiet or 
switch boxes, thereby making them 
the strongest bar upon the market. 


MOTOR CITY SWITCH BOX 


Installation—Saves Time and Material 


MOTOR CITY SWITCHES BOXES are stamped from 14 gauge 
steel, and are made with removable sides for ganging. This feature 
eliminates the use of four machine screws when ganging switch boxes. 


The Knockouts in MOTOR CITY SWITCH BOXES are easily re- 


moved and can be furnished with loom clamps. 


Motor City Bars are simple and sturdy in construction and may 
be quickly and easily assembled on the job or in the shop. They are 
a complete and ready stock and are economical to handle and to in- 
stall, saving Time, Labor and Material. 


They are furnished in heavy rust-proof, black enamel and come 


Detroit, Mich. 























plate will be straight and saves him 
many useless trips back to the job, se 
consequently leaves the contractor with 
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Assembled in box 


he SPRAGUE 


arrow Unit Pane 


More Compactness 
Lower Cost 


Quicker Shipments 
Write for Bulletin No. 67900 


Merchandise Department 


General Electric Company 
Bridgeport, Conn. 


GENERAL ELECTRIC 
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G-E 
ARBORLUX JUNIOR 
LIGHTING SET 




































Something New in 
Xmas Tree Outfits 


This year you can offer your customers a real 
improvement in Series Christmas Tree Outfits. 
The G-E Arborlux Junior Lighting Set is a brilliant 
8-lamp series set providing 9 lamps, 8 sockets and 
all necessary wiring. 


This set has a feature not ordinarily possessed by a 
series set. If a lamp burns out it may be found 
immediately by means of detector located in the 
center of the set. 


Arborlux advertising in the Saturday Evening Post 


There is also a larger G-E 2 i : 
during December will tell your customers of this 


Arborlux consisting of a 


17-lamp string wired in new improved set. This will be supported by 
multiple for use with the window display suggestions and dealer helps. 

G-E Toy Transformer 

shown above. Order Arborlux now and be assured of an adequate 


stock. Leading trade papers are carrying announce- 
ments of Arborlux this month. 


General Electric Company 


Merchandise Dept. 
Bridgeport, Conn. 


ENERAL ELECTRIC 
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Cincinnati’s Fall Festival and 
Remarkable Illuminations 


The most successful features of the 
recent Fall Festival and Industrial 
Exhibition held in Cincinnati were 
the Tower of Jewels, the Electrical 
Show and the radio weddings, con- 
ducted under the auspices of the Cin- 
cinnati Electric Club, of which M. A. 
Curran, manager of the Western 
Electric Co., Cincinnati, is president. 
It will be remembered that Warner 
P. Sayers, secretary and sales man- 
ager of the F. D. Lawrence Electric 
Co., was president of the Fall Festival 
Co. 

Try and visualize the Tower of 
Jewels as it stood in all its splendor 
in the center of Washington Park. 
It was the most beautiful and gor- 
geous thing imaginable. Its actual 
cost was $500,000—including all ma- 


Cincinnati’s Tower of 


terial, etc. It was rented from the 
General Electric Co., so that the ex- 
pense to the Fall Festival Co. was 
principally in the cost of erection— 
about $50,000 all told. 
ample of the most modern conception 
of spectacular illumination effects. 


It was an ex- 


Through the untiring efforts of the 
following men the electrical show and 
radio weddings were made possible: 
M. A. Curran; S. D. Heed, general 
manager, Union Gas & Electric Co.; 
L. T. Milnor, president of the Milnor 
Electric Co.; F. D. Van Winkle, 
president of the Post-Glover Electric 
Co., and Warner Sayers. C. W. De 
Forest, electrical engineer, Union Gas 
& Electric Co., was chairman of the 
Park 
which park the Tower of Jewels was 
located. Tom Phillips, sales manager 
of the Union Gas & Electric Co., was 


Washington committee, in 


in charge of the radio weddings. 
Harry D. Rei, district sales manager 
of the Crouse-Hinds Co., director of 
the Fall Festival, was in charge of 
the sale of space and the management 
of the Electrical Show. 

Twenty-five per cent more exhib- 
itors were in this show than any 
previous show held in Cincinnati. 
The degree of success of the show can 
only be measured by the sentiment 
of the exhibitors. At its conclusion 
all exhibitors were interviewed and it 
was found that everyone was more 
than satisfied with the results and 
ready for another show next year. 
Merchandise to the value of $125,000 
was sold off the floor of the Electrical 
There were 285,000 paid ad- 
missions in 15 days. 


Show. 


Other members of the Cincinnati 
Electrical Club who did a great deal 


By Day and By Night 
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Tork Answers 
To Your Questions 


By A. Tork CLock 


ESTERDAY a city salesman of 

one of our New York distributors 
telephoned my home office to ask a tech- 
nical question. The Operator connected 
him with the Engineer. It may help you 
some time to know what was said. 


Salesman: “The Blank Company’s super- 
intendent says that a Tork Clock Time 
Motor ought to slow down during the 
hours when it is pulling the switch lever 
preparatory to tripping the switch. What 
can I tell him?” 


Engineer: “Tell him simply that 
any given pendulum swings in 
the same time regardless of how 
far it swings. All time keeping 
is based on that fact. A balance 
wheel is simply a spring opera- 
ted pendulum, made so that it 
will run in any position and 
mot occupy much space. For 
that reason, the balance wheel 
in a Tork Clock Time Motor 
ticks exactly the same number 
of times per minute whether 
it is pulling the switch levers or not.” 


Salesman: “But what becomes of the 
friction caused by the additional load?” 


Engineer: “You will be glad to know 
that in a Tork Clock the load decreases 
the friction in the gear train and escape 
mechanism, which is the time-keeping 
part. Let me explain it this way: the 
amount of friction in the time-keeping 
mechanism is proportionate to the 
amount of power applied by the spring. 
Therefore, when a portion of the spring 
power is applied directly to the switch 
levers, only the remaining power is 
transmitted to the time-keeping mech- 
anism and the friction is reduced in the 
same proportion.” 


TORK CLOCKS TURN ELECTRIC LIGHTS ON AND OFF REGULARLY 


Salesman:' “Do you mean to say that 
when the Time Motor is pulling the 
switch levers, the clock mechanism is 
doing less work than at any other time?” 


Engineer: “Exactly. Even if pulling the 
switch levers took enough of the spring 
power to slow the balance wheel to one- 
half revolution, the Time Motor would 
still keep the same time, because the bal- 














ance wheel swings the same 

number of times per minute re- 
gardless of how far it swings. However, 
Tork Clock construction permits the use 
of a spring with so much reserve power 
for pulling the switch levers, that this 
never happens.” 


Salesman: “Thanks—I guess that ought 


to settle it.” 
2). fie £84 s 


Today this salesman came into the office. 
He had made his sale and brought his 
“buddy” on the sales force to get the 
same instruction. So I gathered the story 
together, and am printing it here for 
your edification. If you want any other 
information, just write to 


TORK COMPANY 
8 WEST 40TH STREET, NEW YORK 
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NOW STANDARD PACKING 
FOR 
7/32 INCH ALPHADUCT 


OR 


IN INDIVIDUAL CARTONS 
IF PREFERRED 
AND SO INDICATED 
ON ORDERS 








ALPHADUCT COMPANY 


136 Cator Ave. Jersey City, N. J. 
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Illumination 











to make this show possible were: 
Charles Beltzhoover; W. D. Jack- 
son; E. J. Ertel; Percy Worth; W. J. 
Brett; P. G. Vondersmith; George 
Archiable; Garfield Winkler; E. W. 
Hake; Ed. Van Winkle; N. E. West- 
lake, and Claude Johnson. 

Some of the features of the elec- 
trical show were as follows: The en- 


| tire south wing of Music Hall was 


| decorated in beautiful new Chinese 


| decorations; a daily newspaper was 


published in the electrical hall by 


| electrically operated presses; West- 


ern Electric loud speaking equip- 


| ment was installed throughout the 


entire grounds. This was used to 


make the numerous announcements 
that were required in connection with 
a show of this kind, also to find 
parents of lost children and _ there 
were many cases of this kind. The 


. General Electric Co. has an automatic 








sub-station completely equipped and 
in operation at all times. The 
Southern Railway Co. had a min- 
iature exhibit in which were operated 
trains and electrical signals. The 
Warner Elevator Co. had an elec- 
trically operated elevator installed 
and operating. 











These men probably need no introduc- 
tion. They are J. Edward Hall and Jimmie 
Carr, of the Wetmore-Savage Co., Spring- 
field, Mass. Mr. Hall is the sales man- 
ager and Mr. Carr is ore of the star sales- 


| men, covering northwestern Massachusetts. 
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among B Agents’ salesmen in which each man competes only with him- 
self for new lamp business. It gives every jobber’s salesman handling 
National Mazpa lamps the opportunity to get a number of valuable souvenirs 
as his lamp business grows, and to spend a week at Camp Nela during the sum- 
mer camp season of 1924. It will give recognition to every B Agent salesman put- 


ting effort into the building up of large Mazpa lamp business for his company. 
Mileage may be secured in ON-TO-NELA in these ten ways: 





Or: ELA, “over the ten thousand mile trail”, is a sales campaign 


1. Every new Form E lamp contract ($150 or over) obtained directly 


, or through A Agents, counts . . . vk se Se ey eee 
( 2. And in addition the face values of one new contracts count, 
: mile for dollar. 


Se PANS AAS RES Sao 
i soda ERE ce ora 









3. Every new Form E lamp contract (less than $150) counts . . . 50 miles 

4. Every new Form A Agent signed upcounts . . . . . . . 100 miles 

‘ 5. Every new probationary A Agent signed up counts . . . . . 50 miles 
at 6. Every dollar’s worth of sales made by these new agents between 
‘: September 1, 1923, and February 29, 1924, adds an additional mile. 
ti 7. Every new subscription and every renewed subscription secured for 

bi the Twelve-Times-Trims window display service counts . . . . 25 miles 

| ; 8. Every sale of a National MAZDA lamp demonstrator counts . . 25 miles 

AE g. Every sale of a store-front lantern counts . . . ii « . —pelie 

10. Every Four-Star Diploma granted to A Agents counts . . . . 100 miles 


eT EASES 
SET, te 


ON-TO-NELA was begun on September rst. Already more than 600 sales- 
men of B agents for National MAzpa lamps are “somewhere on the ten 
thousand mile trail”. Indeed the latest National Lamp Works’ sales contest 
promises to be the most successful ever conducted by the company. National 
Lamp Works of General Electric Company, Nela Park, Cleveland. 
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How the Wesco on Co. — Service 


Routine Followed by the Service Department Which is 





Responsible and Has Full Authority 


Lk THE order routine work of the 
the Wesco Supply Co. of St. Louis, 
operations are facilitated by having 
everything under the direction of the 
service department, which is headed 


by Edwin Hein. The system itself 
has been carefully worked out to 
avoid unnecessary delay and by 


the service department re- 
sponsible for all routine, special cases 
that come up can be worked through 
without the 
That the customer is entitled to serv- 
theory they work on and 


what the 


making 


clogging machinery 
ice is the 
that is 
gets. 
When an 
from the mail department direct to 
the credit department for O. K. It 
is then handed to a clerk who pastes 
it onto a backer if it is a No. 1 or- 


exactly customer 


order comes in it goes 


der or one for which the material is 
in stock. It found that 
about 85 per cent of the orders can 
be shipped direct from stock. 


has been 


backer is a time-saver and 
eliminates the 
the order until it has gone through 
to the point of invoicing. Some 
say that the order may be lost in the 
routine and that there is no way of 
replacing it, but they have found by 
experience that this 
curred except in one or two cases and 


This 
necessity of copying 


may 


has never oc- 
then it is always possible to get a 
duplicate order. 

The backer also serves as an order 
blank for are 
written up in the house. 


cases where orders 

The clerk puts a register number 
on this backer order and enters the 
register number in a log book. 

The order then goes to the edit 
man and he puts the catalog number 
on it and also prices it. It is his 
also to keep a record of the 
their 


duty 
numbers of 


orders and 





—<, 








Edwin Hein, Wesco Supply Co. 
amount of each day’s work. If any 
of them amount to over $100 he spe- 
cifies who the customer was as well 
as the class of material sold. At the 
end of the day he turns in his report. 


The order then goes to the stock 
keeper who costs it. He also desig- 
nates on the order whether it is No. 
1 (in stock), No. 2 (awaiting ma- 
terial from the factory), No. 8 (di- 
rect shipment). 

All the stock keeper’s cards are 
kept in group formation employed 
by this company. Group No. 1 is 
for outdoor construction material; 
group No. 2 apparatus ; 
group No. 3 indoor construction sup- 
plies; group No. 4 tools and repair 
materials; group No. 5 lighting ma- 
terials; group No. 6 merchandise 
section; group No. 7 telephone sec- 
and group No. 8 automobile 


special 


tion, 
section. 

The order then goes to the assist- 
ant service manager E. Heggi who 
has full authority to give service and 
who tries to make No. 1 orders out 





of No. 2 orders by picking up ma- 
terial from other sources in St. Louis. 
If the order is a No. 1, that is in 
stock, it is sent to the warehouse su- 
perintendent who sends it to the 
stock clerk and gets the material 
The stock clerk gets out the 
material and puts it in a truck and 
sends it down to the packing room. 
On its way it passes the warehouse 
superintendent’s desk and it is im- 
portant to know that he personally 
checks every item and puts it in the 
packers’ bins as it comes from the 
truck. In this way they have been 
able to avoid most of the mistakes 
which are apt to occur in packing. 
If any of the material has to be 
picked up a separate pick-up order 
is made in triplicate. The original 
(white) goes to the shipping room, 
No. 2 copy (yellow) stays on file 
on the service man’s desk, No. 8 
(pink) is attached to the backer and 
goes to the superintendent. He holds 
it with the backer. When it comes 
in, the truck driver brings it to the 
elevator and it is taken direct to the 
superintendent and does _ not 
through the ordinary routine of be- 
ing taken in by the receiving de- 
partment. This saves considerable 
delay. The superintendent checks it, 
O. K’s the pink copy of pick-up or- 
der and puts the material in the bin 
for packing with balance of material 
for shipment to the customer. The 
pink copy he then gives to the lady 


out. 


go 


who receives factory invoices. She 
attaches it to the factory invoice and 
sends it to Mr. Hein for O. K. He 


then passes it on attached to the in- 
voice to the accounting department 
where this pink copy becomes a re- 
ceiving report. 

No. 2 orders which are orders be- 
ing held awaiting arrival of stock 
from factory go first to the service 
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The glow of the radiant heater, a comforting 
accessory in present day electrical homes is an- 
other service relying upon dependable wire. 
Dependable wire up to the convenience outlet in 
the baseboard is the responsibility of the wireman. 
Reliable heater cord from the outlet to the appli- 
ance should be provided by the dealer. Good 
heater cord stands the hardships of this service 
without calling attention to itself through failures. 
Other kinds of heater cord may last long enough 
to be worth the price, and then again, they may 
not. 


PARANITE heater cord is especially made for 
this service. The conductor is of No. 34 copper, 
where the average other cord is of No. 30. 
PARANITE is made in several sizes and with any 
desired covering. Be sure of the service from your 


heater cord by using the PARANITE standard. 


Indiana Rubber & Insulated Wire Co. 


Chicago Office, 810 Marquette Bldg. 


Jonesboro, Indiana 


New York, The Thomas & Betts Co., 63 Vesey St. 


«rs PARANITE:: x 
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New Bulletin No. 5 


Brings“Circle T” Literature Up-to-Date! 

























Your Customers 

Are Receiving 

Their Copies of 
This New Bulletin 














Here’s your latest selling asset—the new 
loose-leaf Bulletin No. 5 which brings all your 
Circle T Literature up-to-date. 


Your sales manager should have a supply— 
ask him for your copy for your data book. 


It is important that salesmen note the bulle- 
tin shows the new “Circle T” Type A safety 
switch, quick make quick break at the same 
list prices and discounts as the old type quick 
break only. 


They should also note that the new line of 
“Circle T’” Type A Motor Starting Switches 
with Overload Relays and Under Voltage Re- 
lease Coil are so designed as to give full pro- 
tection against single phase operation—at a 
reasonable price. 

Other important features, additions and 
changes will interest you, too. Be sure you 


have your copy of this important Bulletin 
No. 5. 






The Trumbull Electric Manufacturing Co. 
Plainville, Conn. 






New York Atlanta Chicago 
114 Liberty St. Boston 2001 W. Pershing Rd. Philadelphia 







San Francisco, 595 Mission St. 
THE INDUSTRIAL STANDARD FOR MORE THAN 20 YEARS 
























Purchases & 
Stock 


man as in the case of No. 1 orders. 
He has the order written up on a 
charge ticket. The missing item is 
written up on this charge ticket and 
is given the same number as the 
backer followed by an “A.” At the 
same time the typist makes a sales- 
man’s copy and an acknowledgment 
copy of the charge. The last men- 
tioned goes to the customer that day 
and states that any items covered by 
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All Goods Pass the Warehouse 
Superintendent 


his order not shown on the charge 
copy were shipped immediately from 
St. Louis stock. 

The No. 2 order (charge ticket) is 
then held by the service man in file 
in alphabetical order. 

A yellow copy of the charge ticket 
is sent to the stock clerk on the stock 
floor who keeps it in file in group 
formation. 

When the material comes in, this 
stock clerk gets it out and puts it in 
a truck with the yellow ticket and 
sends it to the warehouse superin- 
tendent who comes in to the service 
man and gets the charge, or No. 2 
order. This then becomes a No. 1 
order and is shipped immediately. 

Three copies are made of the re- 
ceiving report. One goes to the ac- 
counting department to be attached 
to the invoice and is put with the 
voucher, No. 2 copy is tacked on the 
box which is then sent immediately 
to the stock floor and checked with 
the receiving report. If it does not 


| agree with material contained in box 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
approval by Underwriters’ Laboratories 
and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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revotler 
Conduit Box and Fixture Switch _ 
Sturdy, small in size, and low in 
cost, the most satisfactory switch 
to give individual control to light- 
ing units. Each switch supplied 
with 6 feet of linen cord, short 
chain and composition ball. Washer 
for the knockout of the conduit box 


also. furnished without extra 


charge. 

Cat. Stem Stem List 
No. Diameter Length Each 
61 7/16 in. 3/16 in. $0.55 
61S 7/16 in. 3/16 in. 55 
62 7/16 in. 3/8 in. -60 
63 7/16 in. 3/4 in. -60 





rofit 


Approved by 
U nderwrit- 
ers’ Labora- 
tories. 


exTRA 80% FiTTER 
oe 


Witn each switch 





No. 61 
6A-125V 3A-250V 
r Switcu — 
. a 
mm FITS 
g | Conduit 
oe = | Boxes 
| Canopies 
= | Ceiling 
Pans 
dinnchy 9 





No. 61S for brackets and 
electrical appliances of all 
kinds where individual 
control is desired. 








Switch. 


No. 64 


7 


Made especially 
Levolier Conduit Box and Fixture 
Serves 
support and _ hickey. 
tached directly to the main support 
of the fixture, 
strain on the canopy. 


thereby 


Canopy Switch Hickey 


for use with 


both as a_ switch 
May be 


A chain guide is supplied with each 
hickey without extra charge. 


if! Cat. 
it No. 
64 ¥% in. x % in. 
64A ¥% in. x 4% in. 


_,¢ 
Vv 





relieving all 


the 


at- 


List 
Each 
$0.10 
-10 








Showing method 
of installation 
with Wakefield 
Hanger. 





News Note— 


November Trade Papers are carrying the above message to dealers. 
In addition, we are offering to send a free sample of the Levolier 
Conduit Box and Fixture Switch and the Levolier Canopy Switch 
Hickey to dealers. This offer holds good for any of your dealers— 


or industrial plants, as well. 


Just ask them to write for the samples. 








| PECGILL 


MANUFACTURING CO. 


Electrical Specialties of Quality 


ESTABLISHED 1904 


VALPARAISO + INDIANA 


v 


Port. yee be ef thoy AROS 


CHATTERTON Compounos 























Purchases & 
Stock 


it is taken up with the service de- 
partment. No. 3 copy is sent to the 
service man making a note of ma- 
terial coming in stock in order that 
he can have a check on the stock 
floor in the filling of back orders. 
After he is through with the copy he 
turns it over to the stock keeper who 
posts the stock card. After the 
stock keeper is through with it he 
passes it back to the receiving de- 
partment who file it numerically. 








No. 3 orders (direct shipment from 
the factory) are handled by the serv- 
ice man the same as No. 2 orders. 
The material is ordered out direct 
from the factory that night and the 
order is held by the purchase clerk 
until the invoice comes in. The serv- 
ice man follows all shipments from 
the factory and all information is 
kept on the charge slip. Finally all 
of the back orders etc., come into 
the shipping room. 


There are three kinds of orders 
recognized in this department where 
special service is given, namely; 
“quick service” “East St. Louis” and 
“city.” Quick service orders are 
those which are received by telegram 
and over long distance phone. All 
city orders that come in up to 11 
c’clock must go on the 1 o'clock de- 
livery truck. All East St. Louis or- 
ders up to 4:30 o'clock go out on the 
8:45 delivery truck the next morn- 
ing. They maintain two of these 
outside delivery trucks in operation. 

Billing in this routine is done four 
times a day. At 9 o'clock, 11 
o'clock, 3 o’clock and 5 o’clock. The 
clerk goes down to the shipping room 
and gets all backers for No. 1 orders 
and also for all No. 2 charges that 
have in the meantime become No. 1. 
These are delivered to the stock 
keeper who checks costs and selling 
prices on the order. He also prices 
the No. 3 orders. Then they are sent 
up to the Comptometer operator who 
extends costs and selling prices. The 
material is then billed and two of- 
fice copies are made of the invoice. 
They are attached to the backer. 

The first thing the following 
morning Mr. Hein checks them as to 
costs, selling prices, etc., and the or- 


(Turn to Page 66) 
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There’s Profit For You 
in Lead-All Box Bar and Switch Supports 


There are profits, goodly sized and frequent profits in the sale of The 
Lead-All Box Bar and Switch Support. 


Contractors like them. They offer the easiest and quickest method of 
installing all switch and outlet boxes and will take any and all sized 
boxes. 


Read What One Prominent Jobber Says! 


**The Electrical Equipment & Mfg. Co., 
Box 164—Central Station, Toledo, Ohio. 


Gentlemen: Your communication of July 28 requesting an expression of opinion 
concerning the Lead-All Bars which we recently introduced to the trade has been received. 


The trade in general seems to be very well pleased with this article, etc., etc. 


THE FRANK H. STEWART ELEC. CO.” 


You should place your order immediately for a representative stock. 
Simple, Efficient 
and Inexpensive—! 


The top of this illustration shows a regular Lead- 
All Bar with shallow type outlet boxes fastened 
with ordinary stove bolts. The lower section 
shows a Lead-All Bar after being broken apart 
and used as a switch box support. Lead-All Bars 
are made with a groove to provide for their use 
as switch box supports. The ears of the switch box 
and the ears of the lath holder fit into the groove. 


a This illustration is a Lead-All Bar broken apart 


and used with a Lead-All Box Plate. This shows 
the proper way to install a deep box. Note the 
sturdy, efficient and neat appearance of the bar. 
It lasts a lifetime and is dependable without ex- 
ception. 


The Lead-All Box Bar and Switch Support is 
easily broken apart. To the right and below is 
shown the proper method of breaking Lead-All 
Bars apart when for use as a switch bex and 
deep box support. Simply insert a nail between 
the sections, turn the section back and the bar 


comes apart easily and is ready rN 

for use. & : 

To the left is the new Lead-All "S, 
N 











Lath Holder which takes any 

sized lath without the necessity 

of trimming. This lath holder 

is a good selling companion for 

the Lead-All Box Bar and Switch Support. Lead- 
All Boxes come packed in cartons of 100 sets. 





A Jobber Item You Should Handle 





The Electrical Equipment & Manufacturing Co. 
1127 Champlain St., Toledo, Ohio 
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Another Vulcan Product 


A New Pin Type 
Flush Receptacle 
No. 104 


Another new Vulcan product—a flush receptacle 
superior in quality and workmanship.  Ter- 
minals are of extra heavy brass with long screws 
for wiring. Contacts are of spring phosphorous 
bronze and insure a perfect contact. 


The main feature of this receptacle is the ear 
which is made of extra heavy brass and can be 
inserted in the loom box by putting the screws 
in the box first and placing the receptacle in 
afterwards. 


A great time saver for the electrician—a money 
maker for the jobber and his salesmen. 


Flush Receptacle 
No. 1708 


Constructed of the finest materials and has extra heavy terminals. 
The ears are the same as in the pin type receptacle. 


Cleat Receptacle 
No. 50715 


A high grade cleat receptacle with heavy screws—carefully con- 
structed throughout. 


Cut Out Block 


No. 1935 


The cut out block has extra heavy terminals and screws. 
grade cut out block well made and easy to sell. 


A high 


Vulcan Products are the jobbers’ “‘best bet’’— 
quality products with a reputation. Talk them to 
your trade. Samples on request. neo 


The Vulcan Electric Mfg. Co. 


36 W. State St. Akron, Ohio 

















ders are put in formation for the ac- 
counting department. They are 
checked and invoice number is put 
on the backer, office copies of the or- 
der and invoice. It is important to 
note that the invoice is mailed to 
customer the day following ship- 
ment. 

The white copy of the 
showing cost goes to the clerk who 
separates according to salesmen. The 
yellow copy goes to the accounting 


invoice 


department to be posted. 


The order backer and all papers 
pertaining to it is filed according to 
states and towns. Under no condi- 
tion can any backer go out of this 


file. 
* * x 


Dewey Peterson Leaves for the 
Golden West 


Dewey W. Peterson,. who for the 
last eight years has been with the 








Dewey Peterson 


St. Paul Electric Co., St. Paul, Minn., 
has left the company to locate in Los 
Angeles, Calif. He started in as or- 


| der clerk and worked through various 


positions to manager of the supply 
department, which position he held 
for two years. To complete his edu- 
cation he spent the last year as city 


| salesman. 


He is not a stranger to California 
having lived there from 1909 to 1915. 
His mother and sister will accompany 


| him to the coast. 











FIN 
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Introducing the 
New IZ inch [LGAIR 


The standard 12 inch ILG Self-Cooled Motor Propeller Fan, proved by 
popular use for ten years, is now being offered as a Junior size in the 
residence kitchen field. Retails at $32.50. It’s distinctively an ILG pro- 
duct, has all the dominating Ilg sales features, including the famous 
ILG fully enclosed self-cooled motor. And it’s made, tested, sold 
and guaranteed as a complete unit. Yes! — it’s painted green. 














Important trade « Announcement now ready. 


Ask for Special 1924 Jobbers Bulletin re- 
garding the “Baby Ilgair’’. 


ILG ELECTRIC VENTILATING COMPANY 
2854 NORTH CRAWFORD AVENUE :: CHICAGO, ILLINOIS 























FOR OFFICES: STORES: . 
FACTORIES: PUBLIC BUILDINGS: 
RESTAURANTS -:THEATRES :HOUSES -ETC: 












































THE JOBBER’SMIJSALESMAN 









Jobber Explains His Radio Selling Methods 


Primarily You Must Be Interested in the Business—Then It Simmers 





Down to Straight, Aggressive Selling Methods 


BOUT $400,000 a year repre- 
sents the value of the radio busi- 
ness done by the Manhattan Electrical 
It is done 
through the exercise of intelligent ap- 


Supply Co. of St. Louis. 


plication of merchandising good sense. 
Radio is a part of their regular elec- 
trical business and is largely handled 


as such. Every one of the seven sales- 


men on the regular lines is also 
capable of selling radio. No brass 
band methods are employed: On the 


other hand there is never any let-up 
on a straight, aggressive selling pro- 
gram which month in and month out 
brings in a regular quota of business. 

This company has a radio depart- 
ment under the direct charge of E. C. 
Snowden, reporting to the general 
manager, C. H. Wilson. Under Mr. 
Snowden radio salesmen. 
These men are not regularly employed 


are four 
on outside work, as the company has 
a retail department and they devote 
the major part of their time to this 
branch of the business. But each one 
is an experienced all around sales- 
man, and they are frequently called 
upon to do outside selling. 

In addition, as stated above, all of 
the regular salesmen are required to 
sell radio and it was early found that 
their of the 
equipment need not, and preferably 


technical knowledge 
should not, extend beyond the most 
fundamental principles and a thorough 
knowledge of what various classes of 
equipment will accomplish in the way 
of operating results. 


Mr. Snowden, with one stenog 
rapher handles all mail relative to 


He 


has charge of the store and at times 


radio sales and makes quotations. 


does some outside work with the reg- 
ular salesmen on special cases. 

The company will sell any radio 
outlet, provided the dealer is individ- 


ually up to their requirements. But 








E. C. Snowden 














the bulk of its business is done through 
the electrical and radio dealers. It 
does draw the line on one outlet— 
the drug store—which will not be sold 
under any conditions. 

The dealer is invariably sold on the 
basis of the name and quality of the 
article. In so far as possible salesmen 
talk name—Radiola rather than Radio 
Corporation receiving set—Bradley- 
stat, etc. It is their aim always to 
establish of 
things in the minds of their trade 
rather than to talk potentiometers and 
use other terms that savor of tech- 


these common names 


nicalities. 

The Manhattan 
that much depends upon the efficiency 
of the dealer and that in most cases 


company realizes 


if he is to do good work it is neces- 
sary for him to have a radio man in 
his employ. And So they help their 
dealers to get radio men to head up 
the departments. In every case this 
radio department head is picked with 
his qualifications as a merchant put 
It is the Man- 
hattan theory that radio is a commod- 


above other things. 


ity to be sold as such without going 
into the technicalities of the internal 


construction. Radio equipment in the 


mind of the salesmen should consist 
of but four things—the complete re- 
ceiving set, head phones, batteries and 
tubes. All the little parts and in- 
tricacies are supposed to be right so 
long as the products of reputable man- 
ufacturers are sold exclusively and to 
enter upon a discussion of these in- 
tricacies with the customer only con- 
fuses the issue. 

All Manhattan salesmen have sets 
of their own at home. Much of this 
equipment is loaned them by their 
company. If a new loud speaker is 
to be marketed, for instance, each 
salesman takes one home for a few 
days and tries it out for himself to 
judge of its quality. 

As a_ general 
standardizes on one line as far as 
It is somewhat 


rule—Manhattan 


parts are concerned. 
different with receiving sets, of which 
three well-known makes are handled, 
and with head phones of which three 
makes are also carried. 

As far as possible the name of their 
institution is sold to the dealer cus- 
tomer, which is perhaps a slight ad- 
vantage that Manhattan has because 
of its having given much attention 
to radio for many years past in con- 
nection with radio telegraphy. 

Mr. Wilson expressed himself as 
believing that the principal business 
from now on will be in complete sets. 
He sees, furthermore, no likelihood of 
the strictly radio jobber becoming a 
large factor in distribution, prin- 
cipally because of the seasonal nature 
of the product. There is only about 
a nine months season in radio—the 
summer months will always be light, 
not because of static conditions so 
much as because people generally do 
not care to listen. 

Of the nine months, the first three 
are required to climb up to the peak 
and the last three are declining 
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“Built First to Last" 















Coto Compact 
Sales Leaders 


Salesmen who carry these 
find every dealer interested. 
Use them one ‘at a call on your 
hard prospects and ‘your list of 
good dealers will growamazingly. 


BSA LANE 











(1) Coto Compact (3) Coto Compact 
Variometer Vernier Condenser 


Size is only 314x134x3% Size only 274x274. Constructed 
inches. Range 200 meters to on metal frame plate for rigid- 
600 meters. Stator is honey- ity. Rotor plates soldered to 
comb wound. Pigtail connec- shaft. Stator plates soldered 
tions to rotor. Panel or base 4: three points. Delicate, posi- 


mounting. In highly polished ; . ons 
brown bakelite. Type 8000. ‘ive, Vernier, Capacities 0005 


$5.00. 
(2) Coto Compact Coto Special 
Variocoupler Audio Transformer 
Companion piece to the Vari- A tremendous seller. Turn 
ometer. Size only 314x3x334. ‘atio 3 to I. High grade in 


Range 200 to 600 meters. material and workmanship. 
Panel or base mounting. Sells Jobbers are ordering in 1,000 


on sight. Type 9000. $5.50. lots. Type 4500. $2.50. 


LILI LOLI LT TT EL Te aa 


Write Today for Latest Price and Discount Lists 


COTO COIL CO. Provisence, 2% 
Pacific Coast Branch, 
320 Union League Bldg., Los Angeles. 


Northwestern Branch, 
Geo. F. Dar!ing, 705 Plymouth Bldg., Minneapolis 
Southeastern Branch, 
Cc. P. Atkinson, Atlanta Trust Co. Bidg., Atlanta 


WH NITNITKIR TEM RRAW 
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SATISFIED CUSTOMERS 


are Fi rule when you, sell 





* Original 
, Ore BALDWIN 


7.09) (0 2: (0) 8 eg 


HE reception of any radio 

set is improved by the in- 
stallation of the ORIGINAL 
BALDWIN radio phones. 
In the United States and 
abroad they are recognized as 
superior to any receiver ever 
designed. 


Your customers will thank you 
for suggesting their purchase. 


Send today for descriptive 
circular, price list and 
dealer’s discounts. 


NATHANIEL BALDWIN, inc. 


Salt Lake City, Utah 


NEW YORK CHICAGO 
99 Chambers St. 1427 Michigan Ave. 
SAN FRANCISCO KANSAS CITY 


Call Building Chambers Building 











Radio 


months. So there are at best only 
three months of rushing business. 








As he sees it the radio business will 
stay in the electrical field. Their 
observations show that the music house 
as a retailer is practically out of it. 
He says that there is a marked de- 
cline on the part of the department 
store except at the best part of the 
season. The bulk of their business is 
through the electrical and the radio 
dealer and there is every likelihood 
that the electrical jobber will con- 
tinue to be their main source of 
supply. 

Finally, any jobber who is really 
interested in radio and will devote a 
reasonable amount of thought and time 
to it can do a good business in the 
line. If he is luke warm and has 
little interest naturally it will not be- 
come a large factor in his business. 
Interest is the main thing, for, as far 
as the actual selling is concerned, it 
is even now sufficiently standardized so 
that any of the men can sell it and 
quite the usual methods may be fol- 
lowed. 


Radio Pencil the Latest 


The very latest novelty is a com- 
plete radio crystal set made on a 
lead pencil by an amateur radio fan. 
It can easily be carried in a pocket 





| or purse. A> small inductance is 
| 








Photo by Kadel & Herbert 


Annette Bade Using a Radio Pencil 


wound around the pencil and the 
crystal fits into the cup that holds the 
pencil’s eraser. A piece of wire acts 
as a cat whisker. 

While not sele¢tive, this little device 
works over a range of 10 to 20 
miles quite satisfactorily. The photo 
shows Miss Annette Bade, of the 
“Nifties of 1923’’ and her radio pen- 
cil. 
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FROST-RAD 
Cok Your Neighbor 





A new FROST-FONE with 
drawn aluminum shells. 

No. 161, 2000 ohms. $4.00 
No. 171, 3000 ohms.$5.00 





No. 607, Maroon Bakelite 
Tube Control Unit, $1.75 





FROST-RADIO 
No. 654, Maroon Bakelite 
Potentiometer, 400 ohms 
ec ae RE ee $1.25 
No. 655, 200-400 ohms 
Bede ot chatete Sal ok rote mies $1.25 


of vital interest to every one of you men 

who call on the electrical dealer. First, be- 
cause it is a quality line. Second, because it is 
priced right for quantity selling. Third, because 
it is designed according to advanced radio 
standards. 
On this page we show the new FROST-FONES, 
and FROST-RADIO Rheostats. Next month on this 
page we will show FROST-RADIO sockets, adap- 
ters, switches, dials, and inductance and resist- 
ance units. 


FROST-FONES 


(Reg. U. S. Pat. Off.) 


For those who wish the economies of the metal 
shell type of headfone, we have developed the 
new Nos. 161 and 171 FROST-FONES with drawn 
aluminum shells and composition caps, and fitted 
with special headband. 

Our No. 172 Genuine Maroon Bakelite 3200 
ohm FROST-FONES are second to none in quality 
and performance. New principles of construc- 
tion with elimination of lead wires, and moulded 
terminal block, make these new fones the finest 
headfones on the market, regardless of price. 
Our No. 162 €ROST-FONES with composition 
shells and caps have been greatly improved. 
They still are the world’s biggest headfone 
value. 


FROST-RADIO 


Note especially the new FROST-RADIO rheostats 
and potentiometers shown here. Furnished in 
plain and vernier types, 6 or 35 ohm rheostats 
and 400 and 200-400 ohm potentiometers. Per- 
fectly designed, smooth-working and finely fin- 
ished. You can recommend these to your dealer- 
customers with perfect assurance of quality, 
satisfaction and quick turnover. 


HERBERT EH. FROSTinc. 


154 WEST LAKE STREET, CHICAGO, ILLINOIS. 


30 Church St., New York 10th & Grand, Kansas City, Mo. 


w ix new line of FROST-RADIO apparatus is 








FROST-RADIO FROST-RADIO 
No. 600, Metal Frame 
Rheostat, 6 ohms..... 60c 


No. 602, 35 ohms..... 60c 


No. 601, 


SS ae Oo et ee ee 


Metal Frame 
Vernier Rheo., 6 ohms, 75c 
No. 604, 35 ohms..... 75¢ 

















No. 172, a new FROST- 
FONE with Maroon Bake- 
lite Shells and Caps, 3200 
ohms.... . $6.00 
No. 162, 2000 ‘ohms (com- 
position shells and caps), 


ib uge Maik ees eee $5.00 





FROST-RADIO 
No. 650, Maroon Bakelite 
Rheostat, 6 ohms. ..$1.00 
No. 652, 35 ohms. ..$1.00 





FROST-RADIO 


No. 651, Maroon Bakelite 
Vernier Rheostat, 6 




















No. 603, 400 ohms, Metal Frame Potentiometer....60c iene GR ne INN oe ca atecn were cesenecsenes 60c 
SS on ee a ee ea eS ES =< aS SS SSS I 
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When You Sell Transformers, 
Get These Points— 


LOW LOSS STEEL 


WINDING 
D 


LAYER 
NO SHORT CIRCUITED TURNS 






Soldered 
Connections 





1ENT HEAVY LEADS UNBREAKABLE FEET 


There are just three things that the man you sell them to wants to be 
assured on— 
Efficiency 
Value of Manufacturer’s Guarantee 
Appearance and Price 


Sell your trade General Radio Type 231 Amplifying Transformers—they 
score 100% on all three points. 


For Efficiency, Check These: 


Core—of low loss steel and shell type construction with suitable air gap. This combina- 
tion keeps the losses at a minimum, eliminates howling and avoids distortion. 


Coil—layer wound and tested—not only for open circuits, but for a single short circuited 
turn—thus ensuring the maximum of amplification. 


Mounting—terminal leads are heavy and securely soldered to convenient binding posts. 
Readily accessible brackets make mounting on panel or table easy. 


The Manufacturer’s Guarantee to replace any General Radio Instrument or Part that is 
found, or which becomes defective, is backed by a concern which has specialized in the 
development and manufacture of special radio and laboratory instruments since 1915. The 
position of the General Radio Co., in its field, is evidenced by the fact that it was the first 
to supply commercially low loss condensers and closed core audio frequency transformers. 


The finish and appearance of General Radio Type 231 Amplifying Transformers is in every 
way worthy of their quality and of the reputation of the firm that makes them. 


Price complete, mounted, $5.00. Send for Educational Folder F, describ- 
ing these transformers. 


GENERAL RADIO CO. 


Manufacturers of Electrical and Radio Laboratory Apparatus 


Massachusetts Avenue and Windsor Street 


CAMBRIDGE MASSACHUSETTS 














Radio 


Receiving Set for a Bale of 
Cotton 

Edwin W. Wilson, of the Colin B. 
Kennedy Corp., St. Louis, reports a 
very interesting trip through the 
South. He states that while the pub- 
lic is more than a year behind in 
their understanding and appreciation 
of the benefits to be derived from a 
radio set, they are awakening faster 
this year and he is confident that 
large quantities of all types of in- 
struments and parts will be sold in 
that section during next winter. 

The high price of cotton is helping 
to stimulate all classes of trade, and 
the general impression among the 
dealers seems to be that a set which 
will approximately equal in price, 
the value of a bale: of cotton, will be 
the big seller. 

* os 


First Radio Show in Mexico a 
Big Success 

Mexico has had its first radio show. 
It was a most popular and successful 
show, which could, out of sheer bril- 
liancy and beauty, compare with 
some of the best radio shows in the 
United States last winter. 

The show was held in the “patio” 
of the School of Engineering in 
Mexico City. Booths were installed 
about the court, and in the center 
portion, the “Casa del Radio’”—the 
Home of Radio—was built. Many 
firms, including the Siemens Co., 
Hubbard & Bourlon, J. M. Velasco, 
R. L. Azcarraga, Beers Electric and 
Westinghouse Electric, placed on ex- 
hibition in attractive booths some of 
the most modern radio broadcasting 
equipment available. 

The exposition was officially 
opened by President Obregon of 
Mexico, and was the occasion of ex- 
tensive ceremonies and celebrations. 
Accompanying the president were 
members of the cabinet, prominent 
Officials, and engineers and M. Rol- 
land of the Radio League of Mexico. 

During the show, which lasted 10 
days, there were many unusual fea- 
tures. Among these were brilliant 
balls, attended by representatives of 
the government, officials and prom- 
inent society “‘senoritas.” A contest 











among amateurs, for the best home- 
made radio set was also staged, the 
prize going to two young boys of 
Mexico City. 


(Turn to Page 76) 

























rHE JOBBER’S[AJSALESMAN 






November, 1923 











Hoosick Radio 











24 Hour Service 


No. 152A—Bakelite Insulator , 





No. 104—U. V. 199 Socket 


and 


Quality Goods 


No. 152—Insu!ator a t 





V. T. Octagon Base Socket 
o. 102 


Popular Prices 








QUALITY 





Regular V. T. Socket 


No. 100—With Laminated 
Springs. 

No. 101—Less Laminated 
Springs. 











Hoosick Falls Radio Parts Mfg. Co., Inc. 
HOOSICK FALLS, N. Y. 











No. 200—2 In. 
No. 201—3 In. 
No. 202—4 In. 








Stackhouse & Allen Co. 
559-61 W. Monroe St., 


Carl A. Stone Company 
315 Foxcroft Bidg., 


Chicago, Ill. San Francisco, Calif. 
538 San Fernando Bidg., 
Wood & Lane Co. Los Angeles, Calif. 
915 Olive St., 1116 Minor Ave, 


St. Louis, Mo. 


Edward J. Beckley 
11-19 Moore St., 
New York City 


Walter 1. Ferguson & Co. 
14th & Walnut St., 
Kansas City, Mo. 


Scett Bros., Ltd., 
332 St. Catherines St., West, 
Montreal, Que., Canada 


Seattle, Wash. 
Hartzell Sales Co. 
1028 4th Ave., 
Huntington, W. Va. 
302 Flat tron Blidg., 
Atlanta, Ga. 
623 Victory Blidg., 
Philadelphia, Pa, 
705 Granite Bidg., 
Pittsburgh, Pa. 
1615 W. Genesse St., 
Syracuse, N. Y. 




















No. 154 Binding Posts (Plain Top—No. 153) 





Dials 
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New Radio Products, Illustrated 






































Below is pictured the latest tuning 
coil for use with single circuit re- 
generative receiving sets known as the 
*“Trip-L-Koil.” It is arranged for 
panel mounting and does away with 
the variable condenser, varicoupler 
and variometer. Spider-web rotors 
are used to vary the inductance. No 
shielding is necessary, as the alumi- 
num bracket is connected directly to 
the ground terminal. The arrange- 
ment, design and construction have 
been patented by the Wheeler-Green 
Electric Co., 29 St. Paul street, Roch- 
ester, N. Y., which is marketing the 
coil. 








Another item has been added to the 
line of graphite disk radio products 
manufactured by the Allen-Bradley 
Co., Milwaukee, Wis. The new de- 
vice is an adjustable grid leak known 
as the “Bradleyleak.” It is equipped 
with an adjusting knob which con- 
forms, in general design, with the ap- 
proved tapered knob now used in 
most radio equipment and matches 
perfectly with the adjusting knobs of 
the Bradleystat and Bradleyometer. 
The “Bradleyleak” can be adjusted 
between the limits of 250,000 ohms 
and 10,000,000 ohms. It is claimed to 
be an accurate and desirable addition 
to any radio set and makes possible 
the accurate adjustment of grid leak 
resistance for any tube used on a de- 
tector circut. The base of the “Brad- 
leyleak” is recessed to receive a small 
fixed condenser, which is furnished as 
an extra attachment, if desired. ‘The 
grid condenser is accurately adjusted 


to a capacity of 0.00025 microfarads. 


The products illustrated at 
the right are manufactured by 
Herbert H. Frost, Inc., 154 
West Lake street, Chicago. The 
upper left hand cut is a tube 
control unit, combining in one 
unit vernier rheostat and poten- 
tiometer. It has a moulded 
maroon bakelite base and fluted 
black bakelite knob. The head- 
set in the upper right hand 
corner is a new device of 3,200 
ohms. It has moulded-in_ ter- 
minal blocks and lead wires are 
eliminated. The lower left hand 
cut is a shock absorber socket 
for standard base tubes. Fus- 
ible lead wires, coiled, prevent 
direct contact with base and 
eliminate ringing. The “Frost- 
Fones” of 2,000 ohms shown in 
the lower right hand corner are 
of aluminum shell construction 
with composition caps. 





cco 


at 








The three coil geared type back of 
panel mounting shown at the right is 
compact and efficient. Bevel gears give 
smooth movement of coils and vernier 
It is made of genuine bake- 
lite and comes complete with flexible 


adjustment. 


leads. 


A number of new radio parts have 
been announced by Chas. A. Branston, 
Inc., 815 Main street, Buffalo, N. Y. At 
the left is the three coil geared type 
front panel mounting, made of genuine 
bakelite. It comes complete with flexible 
leads. Substantial gears give vernier 
adjustment; no danger of stripping 
gears, 











A new bakelite insulator known as No. 
152-A has been brought out by the Hoosick 
Falls Radio Parts Mfg. Co., Hoosick Falls, 
N. 
is that 
enable it to withstand any outside tempera- 
ture as well as a voltage of several thou- 
sand, 
average over 300 Ibs. 


Y. The main feature of this insulator 
it is made of bakelite which will 


It has a tensile strength which will 











with the highest degree of amplification may be secured. 
the important feature of seiective tuning of radio frequencies is accomplished 
through the control of the transforming electromotive force and the magnetic 
By controlling the iron flux the “Transinductor” is able also to 
broaden the band of frequencies received. 
Electric Mfg. Co., Menominee, Mich. 


iron core flux. 


The ‘Transinductor” combines the ad- 
vantages of both iron and air core trans- 
formers. By means of only one dial the 
magnetic inductance, the capacity and the 
iron may be controlled. The capacity con- 
trolled in the primary and secondary wind- 
ings selective tuning on any wave length 
from 100 meters to. 750 meters combined 
In the 360 deg. control 


It is manufactured by the Signal 
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MAGNAVOX 
Products 


VERY condition in the 

art of radio reproduc’ 
tion is most successfully met 
by Magnavox apparatus. 


Reproducers 


R2 with 18 inch horn 
$60.00 


R3 with 14 inch horn 
$35.00 


M1 with 14 inch horn; for 
dry battery sets . $35.00 





Combination Sets 


A1-R consists of Magnavox 
Reproducer with 14 inch 
horn and Il-stage Am: 
plifer . . . . $59.00 


A2-R same with 2-stage 
Amplifier. . . $85.00 


Power Amplifiers 
Al-One-stage . . $27.50 
AC-2-C-Two-stage 55.00 
AC-3-C-Three-stage 75.00 

Radio users will be sent 


new 32-page Magnavox Rav 
dio Catalogue on request. 











Magnavox Reproducer M1 requires 
no battery for its operation. 


AGNAVOX Dealers are able to meet with complete satisfaction 

every demand for Radio Reproducers, Power Amplifiers and Com- 
bination Sets—obviating the heavy cost of carrying duplicate stock and 
also losses due to slow-moving, unpopular goods. 


There is a ready and waiting customer orders will show splendid results on 
for every product shipped from the your books, with minimum selling effort. 
Magnavox factory, and our sales plan : 
brings this customer to the Magnavox THE MAGNAVOX COMPANY 


Dealer by the most direct route. Oakland, Calif. 


; ; New York Office—370 Seventh Avenue 
Make a drive on Magnavox Radio Prod- Perkins Electric Limited — Canadian Distributors 


ucts with your trade—the steady repeat Toronto, Montreal, Winnipeg 


MAGNAVOX PRODUCTS 


There is a Magnavox for every receiving set 
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Your Dealers Can Make Money 
Selling Nationally Advertised Branston 


















A complete line of Branston D. L. Honeycomb In- 


ductance Coils—all sizes. 


IN CANADA—CHAS. A. BRANSTON, LTD., 





| BADIO 


Radio Apparatus 


Their prosperity is yours. See that 





Finally, prizes were given to the 
various booths of the exhibitors, the 
first prize being awarded to the 
Westinghouse Electric & Manufac- 
turing Co. At the time of the dis- 
tribution of the prizes, Mr. Rolland, 
an officer of the Radio League of 
Mexico, made a plea for the exten- 







sion of radio activities in Mexico, and 
suggested that the secretary of com- 
merce appoint a commission to study 
the situation from all angles. The 





they stock this widely-advertised 
complete line of “Standard of the 
World” radio apparatus. 


Write fer complete catalog, folders, 


broadcasting service in Mexico is en- 
inadequate, the 
picked up being mostly from stations 
in the United States. 
* Ok 


Gearhart Meeting of Pacific 


tirely broadcasts 


* 





and sales helps for dealers. See how 
easy we are making it for the dealer 
to sell Branston Apparatus. 


Three Coil Geared 
R-61 Type, Front panel $500 
mounting. 
Substantial gears give vernier adjust- 
ment. Very neat appearance: made of 
Genuine Bakelite, complete with flex- 
ibla leads. 
Three Coil Bevel geared $90 
-6 type. Back panel ome 
mounting. 


Revel gears provide very smooth opera- 
tion and vernier adjustment. Made of 
Genuine Bakelite, complete with flex- 
ible leads. Arrow knobs show position 
of coils 


R-73 













Three Coil Bakelite $450 
mounting. efi 


Neatest three coil mounting on the 
market. Made of Genuine Bakelite and 
complete with flexible leads. 


R-71 Two-Coil mounting. $325 


Very neat and capable of smooth opera- 
tion Only two mounting screws re- 
quired. Complete with flexible leads. 


R-74 50c 
R-7 50c 
R-77 50c 


Bakelite Coil support 
mounting with clamps 
for fibre strips. 


Bakelite Coil mounting 
with screws and washers 
as illustrated. 


Bakelite Coil Mounting 
with Brackets instead of 
screws for mounting. 


Single movable Bakelite 
Plug with extension angle 
brackets and flexible 
leads. 


90c 
R-68 only 90c 


R-68 
R-6 


Same as No. 
stationary. 








CHAS. A. BRANSTON, Inc. 


Manufacturers of Branston Violet Ray High Frequency Generators 


825 MAIN STREET 


BUFFALO, N. Y. 


TORONTO, ONT. 


Coast Jobbers 
The electrical jobbers of Portland 
were the hosts at the quarterly meet- 
ing of the Pacific Division of the 
Electrical Supply Jobbers Associa- 


tion held at the new Gearhart 
Hotel, Gearhart, Ore., September 5-7. 
The attendance was well above the 


average so far as the Northwest dele- 
gates were concerned, but the attend- 
ance from the more distant points 
was somewhat less than usual. 

A. C. MeMicken, commercial man- 
ager of the Portland Railway, Light 
and Power Co. was in charge of the 
opening meeting at which John A. 
Laing, vice-president and _ general 
counsel of the Pacific Power & Light 
Co., Portland, delivered an address on 
state ownership of public utilities. 














A live wire organization—the Southern 
Electric Co., of Atlanta, Ga. From left to 
right are: A. F. Hammond, president; C. 
R. Hodgson, salesman; F. R. Forrester, 
salesman, and W. C. Garner, sales depart- 
ment. 
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Eveready No. 
764 biel hd Bat- 
tery, 22% 




















volts. 3% Sr 

inches long, H é y } j i 

2% inche; ee. ae 

wide, 55% ‘ A D ro A 

inches high, -. BAT ERY 

weight 2'4 lbs. 3 ce ‘2h vours 

Price $2.25 ; 

everywhere - 





Ca 
\eo 









The skyscraper B Battery is here! 


ew—this upright Eveready “B”’ Battery 


for cabinet or table where space is limited 










To the Salesman: The above advertisement will appear in the December issues of 
American Boy; Boys’ Life; Popular Radio; QS T; Radio Broadcast; Radio Digest; Radio in the 
Home; Radio and Model Engineering. Your house is ready to supply your dealers with this 
new Eveready “B” Battery No. 764. Our advertising will be sustained to promote your sales. 


Here is a new “‘B”’ Battery that 
stands on practically the same 
size base as the smallest Ever- 
eady “B”’ Battery, but towers 
above it in height and capacity. 


It is twice as high, and will last 
you more than twice as long. 


And you pay only 50 cents more 
for the added capacity. 


For portable sets, where small- 
est size and light weight are 


essential, the familiar favorite 
Eveready No. 763 is supreme at 
$1.75. But where weight is not 
sO important as space, buy the 
more than double service of the 
new upright No. 764 at $2.25. 


Fifteen vigorous cells give 221% 
volts. Two Fahnestock Spring 
Clip terminals. 


For compact capacity, buy the 
new Eveready No. 764. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc., New York, N. Y. 



















NATIONAL CARBON COMPANY, iea<, 
New York, N. Y. 
Atlanta Chicago Cleveland Kansas City Long Island City San Francisco 
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JOBBERS-- 


Here is a distinctively high grade 
VARIOCOUPLER at a competi- 
tive price. 
Check these points and verify 
this claim. 


(1) Spider web rotor. The only 
means of obtaining mini- 
mum coupling. 

(2) Pig tail contacts. 

(3) Bakelite tube. 

(4) Green silk wire. 

(5) No live brackets. 

(6) Improved taps. 

(7) Dead shaft and no capacity effect in 
tuning. - Patent applied for. 

(8) 180° dial adjustment without the ro- 
tor being submerged in stator field. 


VARIOCOUPLER 


RETAILS AT $4.50 
SOLD ONLY THRU THE JOBBING TRADE 








Write for proposition on this and other radio products. 


THE HARTMAN ELECTRICAL MFG. CO. 


MANSFIELD OHIO 





PRODUCTS 

















a 
(vo New Items 


UNITED 
Radio Line 


United Radio Frequency Trans- $°350 
former & Tube Socket Combined = 


Never before have such high grade Radio Frequency Amplifying 
Transformers been offered at anything like this price. Dealers 
everywhere are ordering these two quick-selling money-makers. 

















The enviable reputation United Condensers and Audio Frequency 
Amplifying Transformers have made has justified dealers in plac- 
ing their orders at once for these two new products. Send your 
order in today. 





$950 United Radio Frequency 


Transformer 


Write for illustrated folder and discounts. 


United Mfg. & Dist. Co. 


9707 Cottage Grove Ave. Chicago, III. 


New York Office: 50 Church St., New York, N. Y. 
San Francisco Office: 709 Mission St., San Francisco, Cal. 






















J. L. Buchanan 


(Continued from Page 21) 


than in 1920. It is not to be ques- 
tioned that the Wesco Supply Co.'s 
machinery for distribution is well 
designed, smooth acting and well 
oiled. Credit must be given to 
| Buchanan for planning it, and sur- 
| rounding himself with capable execu- 
‘tives who are always on the alert to 
make improvements and who _ take 
pride in the clock-like regularity with 
| which the machine operates. And there 
‘is no doubt that his Army training 
helped him immeasurably in his work 
of organization. 





Last June announcement’ was 
made in THe JopBer’s SALESMAN of 
the consolidation of interests between 
the Wesco Supply Co., the Electric 
| Supply Co. of Memphis and the Gulf 
States Electric Co. of New Orleans. 
Through this economic move on the 
|part of three such large organizations 
‘there is bound to come abundant op- 
portunity for the exercise of Mr. 
Buchanan’s abilities as an organizer. 
He and Mr. Herstein of Memphis to- 
gether form a team from which the 
jobbing industry as a whole may ex- 
pect many activities of a constructive 





janteny 

It is said of Buchanan, by his asso- 
ciates in business, that he will always 
go 90 per cent of the way with his 
| men if they will go 10 per cent with 
‘him. The success that he so mani- 
| festly has with his people is that he 
'gets them to like their work. He 
‘likes it himself immensely and he 
‘seems to instill the same feeling in 
'those that are around him. Also, 
‘common with all good executives, he 











| This is Ed. W. Smith, vice-president and 
sales manager of the Tafel Electric Co., 
Louisville, Ky., with his wife and nephew. 
The picture was taken at Atlantic City, 
where they had motored in their new Hud- 
son for a three weeks’ vacation. 
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Have you seen 
the 
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A New Allen-Bradley Product 


To meet an insistent demand in the radio 
field for a dependable and accurate adjust- 
able grid leak, the Allen-Bradley Co., 
manufacturers of the Bradleystat, have 
introduced the Bradleyleak. 


This unique device provides an unbroken 
range of control from '4 to 10 megohms 
which is more than double the range 
required for the radio tubes now on the 
market. 





for jobbers’ catalogs y Price $1.85 
is now ready. Condenser 35c 


The Bradleyleak must not be confused 


; with the many types of variable grid leaks 

Sp ecial Pages for offered to the radio public. The Bradley- 
9 leak is a high-grade product built by an 
Jobbers Catalog established manufacturer of radio parts. 


While the application to radio is relatively 
Standard jobber catalog sheets have been _ new, the construction of the Bradleyleak 
prepared and distributed to jobbers in __ is based on twenty years’ experience in the 
radio supplies covering the Bradleyleak, design and construction of graphite disc- 
Bradleystat, and Bradleyometer. These  ‘¥Pe theostats. 
sheets will fit into your standard _— Jobbers everywhere are adding the Brad- 
books and contain list prices and dealers leyleak to their established line of Allen- 
discounts. If you have not already fur- Bradley radio products. Get your share 
nished your salesmen with these price of radio sales this season by stocking the 
sheets, be sure to write for them, today. Bradleyleak. 








7 
a Kis 
Electric Controlling Apparatus 


492 Clinton Street 
Milwaukee, Wis. 


The Allen-Bradley Co. has built graphite disc rheostats for over twenty years. 
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Clew eland 
Type’ 6 charges 
6 Volt charges: 


Battery from any 
110 Volt 60 Cy- 
cle lamp socket 
at average rate of 
6 amperes or over 
if battery needs it. 














ts) 


Profits! Ready | 
| | 


To Fall In 
Your Pockets 


Ten _ years’ specialization 
building only F-F Battery }| 
Chargers, has resulted in a 
product so notably perfected 
that you and we can _ back 
them to the limit. 


Distinctive features embod- 
ied in each F-F Charger have 
established their enviable repu- 
tation as the most satisfactory 
charger. 


Many, many thousands of 
satisfied customers gained over 
a period of ten years, have 
created a tremendous good will 
for the 

- BATTERY | 
} CHARGER | { 
| 

The importance’ to you of the {| 
extensive national F-F advertising 
of the present, coupled with the ac- 
cumulated effect of many past 
years advertising, needs no com- 
ment. 

All these—in a product that has 
the most attractive retail price, and 
the wide utility, and the assured re- 


liability, demanded by discriminat- 
ing buyers— 





| to receive the handsome returns 
that are yours for the handling of 
F-F Battery Chargers? 


Wire or Write Immediately 
For Full Particulars. 


The France Mfg. Co. 


10437 Berea Road, 
CLEVELAND, OHIO 


Oldest Manufacturer of the first Successful 


| Are your pockets open? Ready 











gives a man a job to do and then lets 
him alone. 


For those interested in the grim 
details of life: 

Buchanan: 

Born January 29, 1884, in Lacon, 


Ill. His father, still living, is a drug- 
gist and has been behind the counter 
60 He can tell some good 
stories about the coming and going 
of “jobbers” in drug business. This 
is the first and last time that the 
word “jobber” will be used in this 
narrative, for Col. Buchanan does not 
like the word and insists at all times 
“distributor.” 


years, 


being called a 


around the 
Drew 


first blood in money making as a line- 


Boyhood days _ spent 


light plant in the home town. 
man when 15 years old. 
Went to the University of Illinois 


in 1900, graduating in 1904. (B. S. 
in E. E.) Obtained E. E. degree in 
1909. Member Honorary Society 


Sigma Xi. 

Entered General Electric testing 
department in 1904—transformer en- 
gineering department 1906 to 1908, 
transformer sales department 1908 to 
1909. 

Went to the Chicago offices of the 
Electric Co. as transformer 
July, 1909. Made 
assistant manager supply department 
1913. 


General 


specialist in 


Chicago office in December, 


Entered the Army in September, 
1917, and came out Lieut. Colonel 
July 17, 1919. 


Went back to the General Electric 
Co. and was shortly after made presi- 
dent of the Co., 


January 1, 


on 


Wesco Supply 
1920. 


Lance Builds Up Sales Organi- 


zation 


Among the latest additions to the 


Lance Electrical Supply Co., St. 
Charles E. Pickert, Harry 
and Frank A. Brooks. 
All of the gentlemen were formerly 
with Wesco Supply Co., St. 
Mr. Pickert for 15 years being man- 
ager of the telephone department. 
From 1918 Mr. Gearhart was with the 
Central Telephone and Electric Co. 
and its successor, the McGraw Com- 


Louis, are 


T. Gearhart 


Louis, 


pany, St. Louis, covering Oklahoma 
and Northern Missouri. Since 1917, 
and until his connection with the 





Mechanical Charger. 


ws 
ee ae | 


| Lance company, Mr. Brooks has been 


engaged in the automobile business. 


rapidly expanding sales force of the | 














SCHINDLER 





Patent Pending 
Radio Frequency Transformer 


Insures highest type of amplification, e*iminates 
i 


noise and static disturbances, and brings the dis- 
tant stations within your reach. 

Type A 150 to 500 Meters............ either Type 
Type B 300 to 659 Meters............ Price $2.00 





Patent Pending 
Enables the operator to obtain any definite ca- 
pacity from .00025 to .006 by simply adding extra 
plates of mica and copper to Build-Up Base. 
List prices from .00025 at 50c to .0(6 at 75c. 
Envelope of 20 each extra Mica and Copper 
Plates list price, 25c. 


CHARLES SCHINDLER 
1407 W. Delaware Ave., TOLEDO, OHIO 
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BROCKWAY 
VARIABLE 
CONDENSER 








features of the 
its increasing 


These special 
Brockway explain 
popularity and sale. 

Easier to adjust than a vernier, 
low R. F. losses, occupies no space 
behind the panel and is attractive 
in appearance. 

We have a special jobber’s prop- 
osition which will interest you. We 
would like to submit it for your 
approval. 

BROCKWAY LABORATORIES CO. 
Toledo Ohio 
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Profits 


Registered Trade Mark 


for Radio Week 


---and all the Year 


Mounted Variocoupler 
A standard Day-Fan_instru- 
ment; bank wound, with stator 
taps connected to switch points 
on a mounting dial. 


Balanced Vernier Condenser 


big improvement over the 
common Vernier Condenser. 


The most enduring profit—the profit that 


comes from satisfied customers—can 
best be had by standardizing on Day-Fan 


products. 


Every item in our complete line has been 
developed, perfected and tested in our 
laboratories and is guaranteed to be the 
best of its kind on the market. There 
are no “come-backs” when you recom- 
mend to your trade a product of this 


character. ° 
Jobbers—write for our co-operative ad- 


vertising plan and general sales policy. 


Everybody—-write for our 1923-24 


catalog. 


The Dayton Fan & Motor Company 


Established 1889 


DAYTON 


DAYTON MOTORS 


OHIO 





DAYTON FANS 
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Batteri 





For All 








The Valley 
Type A BC Charger 


The 


be 


one charger which 


can used for all radio 


storage batteries— 


2-volt Peanut Tube 
Batteries 


6-volt A Batteries 
12-volt Batteries 
1 to 4 B Batteries 


Bakelite panel, glass top. 
Made so that it harmonizes 
with any radio receiving set. 
Plugs into regular electric 
Uses a negli- 
gible amount of current—a 


light socket. 


dime’s worth for an average 
charge. 


Our Advertising Helps 


We are helping you by an 
campaign to 
We have 
attractive counter card 


advertising 
users and dealers. 
an 
for you to hand to the deal- 
ers who buy from you. 


But, best of all,—we have 
a mighty good charger for 
radio use—one which sells. 


Unfortunately, production 
is limited. There will be 
plenty for those who order 
now. Don’t let your cus- 
tomers miss out; and, what 
important, don’t 
miss out yourself on any 


Sell it now. 


is' more 


sales. 


VALLEY ELECTRIC CO. 
3157 S. Kingshighway, St. Louis, Mo 























Digging Down After 
Merhandising Ideas 


(Continued from Page 10) 


nation in “the workshop of the home.” 
As a result of this idea, plus the sales- 
manship necessary to put it over, 
Kennedy sold high-powered kitchen 
lights to one out of every four elec- 
tric users in the seven towns his com- 
pany Today all over the 
country the industry is selling these 
hum-dinging kitchen lights by the 
thousand. There is no demand—but 
the lights are being sold. That’s the 
secret of modern merchandising—to 
create business, 

Creating business time and again 
has been a matter of getting a sim- 
ple little sales idea—and then put- 
ting that idea to work. In Sates 
Ipeas section we hand you a sheaf 
of such ideas. THey’re simple ideas 
—they’re successful ideas. A mighty 
important part of your job is to sell 
ideas like these to your trade so that 
they, too, will put them to work and 
extract from them the and 
profits. For you can’t sell goods to 
the man who doesn’t sell those same 
goods to someone else. That’s flat! 

And don’t hide behind the alibi that 
your dealers are too stupid and dumb 
to appreciate and use these ideas. Of 
So am I—at 
some times and on some subjects. So 
are you. We’re all appallingly stupid. 
The main point is that we must all 
work together toward more intelli- 
gence in merchandising. 


serves. 


sales 


course they’re dumb. 


When you start out to preach this 
gospel of progressive, creative mer- 
chandising, a lot of your dealers are 
going to think you’re bughouse. Don’t 
let that worry you. The thing for 
you to dodge is when the Big Boss 
says, “Bill’s trade isn’t holding up 
the way it ought to.” 








“All for one and one for all,” or how- 
ever it goes, but not having any reference 
to the play ‘The Three Wise Fools’— 
Herman E. Kirchner, new business man- 
ager of the Old Dominion Power Co., P. J. 
Williams of the Post-Glover Electric Co., 
and Paul J. Cornett of the Welch Hard- 
ware & Supply Co. 








RELIABLE RADIO FREQUENCY 
TRANSFORMER 

Reduces static and increases range. Furnished 

in adjustable types from 150 to 1750 meters. 

Quick sellers. List price $2.75. 

RELIABLE SELLERS AND SERVERS 
(Also see our ad on Reliable Condensers— 
this month’s issue Sales Ideas.) 

RELIABLE AUDIO FREQUENCY 

TRANSFORMERS 
Overcomes distortion and clarifies messages. 
Furnished in three stages of ratios—6 to 1, 
4 to 1, 2 to l. In great demand. 
List price $4.50 and $5.00. 



















Advertised in popular radio m ines 
THE RELIABLE PARTS MFG. co. 
2819 Prospect Ave. Cleveland, Ohio 
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MEHUN CONDENSERS 


Once adopted always used. 
All sizes 3 plate to 43 plate. 
High grade design and work- 
Accurate alignment, 


Per- 


manship. 
convenient adjustment. 
fect bearings. 


Send for circulars. 


We stand back of our product 


MEHUN MANUFACTURING CO. 
405 Penn Ave. 


Pittsburgh, Pa. 
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St. Louis Jobbers in Con- | 
structive Movement | 


(Continued from Page 10) 













































sis was made it was found that fre- | 
quently on their published sched- 
ules of standard merchandise, if not 
in the majority of cases, they had 
been showing a minimum price on a 
quantity in which their customers 
were very seldom interested. 

Take as an example brewery cord. 
Wesco has been showing in the “Red 





Shield” 100 ft., 250 ft. and 1,000 ft. | OTH Jobbers and Deal- 
lots. After the analysis had been : = ers are given thorough 
made it was found that the 1,000 ft. | as advertising support in the 
lots did not attract and might just | " leading trade and consumer 


as well be removed from the price | - | ee lv j i 
list. By far the most popular quan- | §j- > ceneteany sereens 
| demand for Eisemann Pro- 


tity turned out to be the 250 ft. lot. | ¥ Sunts.ie hut natarel. The 
Exactly the same condition held true | ——* many unusual features, which 
for packing house cord. Both were | 3 fa| distinguish Eisemann parts 
purchased in 500 ft. coils. | fm) fromothers, appeal to all who 


Reinforced portable cords came to ed) «CDuildtheir own receiving sets. 
ihsaet: teialiedh ox SARE dail achi oy Attempts to substitute are 
@| futile. Itis obviously more to 
the interests of Jobbers and 
Dealers to keep apace with 
the latest developments and 


coils. It was found that sales were 
made in 1,000 ft. quantities. There 
was no demand for the 2,500 ft. 


quantity—it might as well be off the | 4 spe yy. \. improvements. 
resale schedule. Pm. 
. ” . s. ey Ne ee ° e . d 
Insofar as the price set-up is con- | y’ F lectricida 


cerned, individual jobbers can use | f ~ 
the results of an investigation of this | x enAmerica 
nature and take action immediately | 
for a better arrangement. But the 
other phase of the problem, the man- 
ufacturer’s standard package is not 
so easily changed. Constructive work 
along the lines of this investigation 
instead of mere talking is the only 
thing that will bring it about. ath NEES : 
Citing again the example .of the 
brewery cord and packing house 
cord, the investigation proved to the 
satisfaction of the manufacturer that 
























Illustrated catalogue 


of Eisemann Radio Products upon request 






EISEMANN MAGNETO CORPORATION 


William N. Shaw, President 








BROOKLYN, N. Y. 












Detroit Chicago San Francisco 





“I can’t show you our new building” 
said Sam Spiro, manager of the Electric 
Supply Co., Toledo, Ohio, “but come on 
over and I'll show you the hole.” 
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INSIDE COIL MOUNTINGS 





Type 3-A 
$5.00 


Patent Applied For. 
‘Honeycomb Tuners” will soon mark the 





difference between the old style short wave | 
variocoupler-variometer receiving set and 
the newer more efficient all wave instru- 
ment. The chief reason is because of the 
inevitable necessity of changing the wave 
lengths now used for broadcasting due 
to the ever increasing interference between 
stations. When this is done it will be 
impossible to hear much that is going 
on with the ordinary set having a wave 
length range of 250 to 500 meters, whereas 
with the “Honeycomb Tuner”’ it is simply 
necessary to “plug in’ larger coils. 
Furthermore, ‘Honeycombs’”’ have always 


found much favor with the amateurs and 
are considered the most efficient form of 
inductance. Closer tuning, greater selec- 
tivity, greater range, no dead end loss, 
and ease of operation are some of their 
outstanding qualifications. 

The WIRELESS ELECTRIC Inside 
Mounting makes. it possible to use 
“Honeycombs” to the greatest advantage. 
Mounting the coils inside the panel elimi- 
nates body effect without the necéssity of 
shielding, besides adding considerably to 
the convenience and appearance of the set. 
A vernier adjustment is. obtained by the 
slow moving cam, allowing positive and 
effective operation. The bearings are made 
adjustable so that any desired tension on 
the dial may be obtained. ~ A standard, 
three-inch, dial may be used. 

The type 2A mounting may be used as 
a single circuit tuner with ‘‘tickler’’ while 
the 3A _ provides a _ separate inductively 
coupled primary coil making what is 
commonly called a three circuit tuner. 

These mounti@gs are especially well 
adapted for use in new circuits such as 
Flewelling, Super Regenerative, Neutrodyne, 
and others. , 


Sold through Jobbers Only 
Send tor Circulars 


Wireless Electric Co. 


204 Stanwix St. Pittsburgh, Pa. 



























Patent Applied For. | 





the 250 ft. length was the most pop- 
ular quantity and the packing was 
accordingly changed in this instance 
by the manufacturer from the 500 ft. 
to the 250 ft. length. 

In the case of the reinforced port- 
able cords, packed in 259 and 2,500 
ft. coils, in box containers. there is 
no demand whatever for the latter 
unit and the large box has to be 
opened invariably and represents so 
much wasted time and the result is 
kindling wood. 

The investigation also threw much 
light upon the unit packages of vari- 
ous commodities, as now established, 
in relation to the popular demand. 

In the case of No. 61988 sign re- 
ceptacles, the standard package is 
250, unit package 25. Orders for the 
item were in this relation—for stand- 
ard package 24, for unit package 25, 
for lots of 100, 6, for lots of 10, 43. 
It can be seen at a glance that the 
lot of 10 has by far the greater pop- 
ular demand and that the unit pack- 
age might better be 10 than 25. 

In every jobbing establishment to- 
day, the packing department repre- 
sents a sink hole. Unpack and re- 
pack, count and recount, destroy and 








N. R. Norman, who recenily became 
sales manager of the Schimmel Electric 
Supply Co., of Philadelphia. Mr. Norman 
is a native of England, anJ in his younger 
days took an active part -in such sports 
as rugby, cricket and hockey. During the 
war, he spent four years in the Royal 
Flying Corps. Before coming to Philadel- 
phia, he was connected with General Elec- 
tric, at Montreal, Northern E'ectric Co., at 
Halifax, and the Robbins & Myers Co. 














TAPER 
BEARING 
SLIONNATES P 
SIDE-PLAY 















BALL 
BEARING 


BINDING 





PAT. APP FOR 


A New Dependable, Positive 


\Vernier Variable Condenser ! 


This new Vernier Variable Condenser is made in 
the popular sizes with aluminum plates, 
aluminum brackets with a 1-inch insulting bush- 
ing. 

This new condenser is built to obtain the best 
results. The tension as well as the adjusting is 
accomplished by tightening end thrust plug 
which has a spring plunger causing a thrust of 
proper tension between a hardened steel ball and 
a 45-degree tapered brass bushing. 


With the Lombardi Rheostat and Vacuum Tube 
this new Vernier Variab'e Condenser makes a 
real money getting line for the jobber. Place a 
stock of each. 


LOMBARDI 
RADIO MANUFACTURING COMPANY, 
67-71 Minerva St. 
Derby Connecticut 











Only $7.00 List 


for this complete Electric Soldering 


Outfit 


There’s only one complete electric 
soldering outfit—the B-D_ illustrated 
above. This outfit contains: a real 
soldering iron, made of copper from 
accurate dies, with a heating element 
contained in a unit of one piece con- 
struction. Careful workmanship with 
the highest grade Nichrome wire in- 
cures long life. The iron is complete 
with cord and plug.’ It comes in an 
<ttractive box with Allen soldering 
paste and solder—all ready to use. 


Write today for special quantity prices 
and discounts. 


BLEADON-DUN CO. 


213 So. Peoria St. CHICAGO, ILL- 
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This smiling countenance belongs to 
none other than R. F. ‘vobin, who has 
been jobbing electrical supplies since the 
first of the year at Worcester, Mass. Mr. 
Tobin was formerly a contractor. 





rebuild again is the order of the 
day. Not 
there, but percentage is tacked onto 
the overhead with every stroke of the 


alone nails are driven 


hammer. Constructive action such 
as that taken by the St. Louis job- 
bers is one answer to the problem 
and it fits in logically with the find- 
ings of the Joint Commission of Ag- 
ricultural The following 
paragraphs quoted from the report 
of this commission on the subject of 
“Marketing and Distribution” 
interesting in this connection: 
“The solution of the problem of 
distribution must be secured through 


a betterment of methods and an elim- 


Inquiry. 


are 


ination of wastes and uneconomic 
practices. A better system of dis- 
tribution can only be hoped for 


through a more intelligent study of 

metheds, facilities and purposes.” 
“With a maintaining a 

great volume of production, manu- 


view to 


facturers have urged wholesalers and 
retailers to buy in the largest quan- 
tities with little regard for the con- 
suming capacity of the communities 
served by the distributors handling 
their goods.” 

“New economies can be brought 
about through the development of 











Mr. Jobber: 


Kellogg Radio Apparatus— 
Kellogg Sales Bulletins— 


Make Money For You 


It is the effort of the Kellogg Switchboard & Supply Company, 


not only to build and place on the market a line of radio equip- 
ment, second to none, but to co-operate with our distributers who 
sell Kellogg radio apparatus in the most efficient way. possible. 
We distribute illustrated catalogs, bulletins, folders and leaflets; 
cutouts, window cards, etc., all expressing the idea of efficiency 
in radio, which is the idea we all aim for. 
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\ little thought. as to the proper cireularization of this ad- 
vertising material means dollars in the pocket of the distributor. 
Its neglect means a mutual! loss. 


Kellogg radio catalogs illustrated in colors are attractive and 
accurate and exceedingly helpfui to the live prospect in radio. 
See that they reach this type of prospect. 


We have circulars which can just as well and 


far 


eccnomically be distributed to passers-by, and pecple who pick up 
anything handed to them, out of curicsity. 
Surely, it is just as important that all of this literature be dis- 


tributed. 
only with a rubber stamp. 


See that it is used, with your name printed thereon, if 


A pile of catalogs in the cellar is a 


direct loss to every person involved. 


To the man who is practically interested in 


the success of his business in radio equipment, 
will see to this proper distribution of 
these various sales helps, he can feel assured 
that with the hacking of the Kellogg publicity 


if he 


campaign and the twenty-six vears of manu- 
facturing experience of the Kellogg Switch- 


SAS 





hoard & Sunnly Company. and our complete, 
up-to-date manufacturing plant, success will he his. 


With every piece of Nelle 
Use—Is the Test. 


ge apparatus, 


KELLOGG SWITCHBOARD & SUPPLY COMPANY 
1066 W. Adams St. 


CHICAGO, ILLINOIS 


COLUMBUS, O. 


KANSAS CITY, MO. 


PORTLAND, ORE. 


more 


SAN FRANCISCO, CALI. 
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Here’s a Pair of Winners 








The Carco Coupler 
Just the thing for the popular re- 


The Wimco Condenser 
Made to meet a demand for quality 
—highest efficiency, 3 plate, 23 ceiving set. Bakelite tube and 
plate and 43 plate sizes. rotor. Silk covered wire, perfect 
contacts. 


We invite Dealer and Jobber Inquiries. 
Send for literature and prices on Wimco socket for W D 11 tubes. 


The Wireless Mfg. Co., Canton, O. 
Manufacturers—Distributors 






































POCKET 
METERS 











Ir 7 Sale Tati Sows ‘‘No Grief”’ 


‘6 OO much grief’’—the colloquial expression of that unpleasant after- 

math to selling—has killed many a salesman's aspirations and expec- 
tations. 
The jobber with vision selects such merchandise as will keep his men satis- 
fied and his house's good-will intact—not to mention the grand finale spell- 
ing net profit. 
Sterling prides itself in producing goods that sow no grief with the sale. . . . 
products of refinement . . . . made correct at a correct price... . shipped 
properly and promptly .-. . . backed with the manufacturer's prestige of 
18 years’ standing. 

STERLING 
Ammeters — Voltmeters — Voltammeters 


Portable Rectifiers Filament Rheostats 12-Point Rotary Switches 
Audio and Radio Frequency Amplifying Transformers - 
“B” Battery Attachments for Recharging Filament Meters 








THE STERLING MANUFACTURING CO. 


tum, 2831-53 Prospect Ave. Cleveland, Ohio | 
World’s Largest Manufacturers of Dash and Pocket Meters 
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greater uniformity of products, 
grades, standards, and containers, to- 
gether with an improvement in meth- 
ods of handling by agencies in local, 
primary and terminal markets which 
will tend to create greater certainty 
on the part of the receiver and the 
part of the producer as to the sala- 
bility of products.” 

“It seems probable that the great- 
est factor of waste in distribution is 
in idle merchandise stock on the 
shelves of the retailers and the ware- 
houses of the wholesalers. Idle mer- 
chandise accumulates a burden of in- 
terest, insurance, rent, taxes, depre- 
ciation, shrinkage, and obsolescence, 
in addition to tying up an unneces- 
sary amount of capital ‘and credit. 
When this burden is permitted to de- 
velop, it must be passed along to the 
consumer if the retailer is to remain 
in business. 

“The policy of overpurchasing re- 
flects the practice of manufacturers 
who make inducements to retailers to 
purchase in larger quantities than 
they can dispose of quickly. Mer- 
chandise investment reaches its 
highest point of efficiency when stock 
turns exactly correspond with the 
merchandise requirements of the 
community and the facility for pur- 


chase without exhausting stoek.” 
‘2.2 


Parker E. Simon Locates in 
Appleton 


Parker E. Simon has recently sev- 
ered his connection with the St. Paul 
Electric Company, St. Paul, Minn., 
to go with the Langstadt-Meyer Co., 
Appleton, Wisconsin. In his new 
connection, Mr. Simon will act as 
manager of the supply department. 








A group from F. D. Lawrence Electric 
Co., Cincinnati, Ohio. Left to right: How- 
ard Holtkamp; Howard Holiday; Glenn 
Jordan; Emil Schmitt; Roy Howard; Chas. 
S. Nolloth; Eddie Ziegenhardt, and Al. 
(“Rusty”) Rost. 
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Display a few Moon Clamp Lamps in odd positions and see the folks stop 
and look! People who had no idea of buying a lamp will come in for a 
Moon—it’s so different, clever, useful and such a bargain. 


It brings you new customers. Many buy more than one. And regular 
customers coming for, say a few Mazdas, see the Moon and buy. 


It attracts attention like an interesting novelty. It sells fast because 
of its wonderful clamp, adjusting features, instant operation and re- 
markable variety of uses. 


Get this lamp on display while it is still new. Make these extra sales 
and get these extra profits. Dealer price is 


Only $] 2 


Each lamp packed in individual carton, 12 to a 
shipping package. 


J O B BERS: ‘lr Guede te 


Wilson 
Utensil Co. 


Dayton Ohio 















“and now our national advertising 
will bring in more people asking for+-~ 
This Popular, Efficient, Low-Priced 


ol tio My) 94.44; 





SN 


j A Made of hea 


aluminum wi 


The Most Successful 
Non-Magnetic Instrument 


It makes a big hit with users. They pass the 
good word along. Thousands have been sold in 


that way. Dealers who have ever sold any Moons, 









fine indestructible sell many. Their sales increase rapidly. Now, even 
black finish— wider demand will be created by our advertising in 
ceneren national magazines. Be ready for inquiries---with the 
a article to sell. Get the Moon Speaker business. It 
high. A beauty pays in more ways than one. Send for sample. 
and efficient. Mention your jobber. Write Now. 





WILSON UTENSIL CO., Dayton, Ohio 


JOBBERS:-—A PROFITABLE JOBBING PROPOSITION. WRITE FOR SAMPLE AND TERMS. 
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What Is the Sales Voltage 
of Your Catalog? 








































Measure the value of your catalog, whether it be for 
salesmen or general trade use, in sales voltage, Loose- 
leaf catalog—5000 volts. Permanently bound catalog 
—110 volts. One produces a powerful, steady flow of 
business month after month. The other hasn’t the 
proper strength for the job—it can’t do the work. 
This is the difference in catalogs. 


Put some sales voltage into yourcatalogs. Makethem 
loose-leaf. Buy Heinn Binders, the kind that are 
being used by electrical manufacturers and jobbers 
everywhere, for both salesmen and general trade re- 
quirements. 


Then your catalog will always be new. It can be 
changed every day if you desire. Merchand’se and 
prices can be instantly listed, changed or removed. 
Sheets are in perfect alignment—their insertion and 
removal is done in a jiffy. 


Write for complete information and prices on Heinn 
Binders today. Send your catalog specifications. 


We'll gladly tell you how to put a 5000 sales voltage 
into your catalog 


The Heinn Company 


Originators of the loose-leaf system of cataloging 


351 Florida St. Milwaukee, Wis. 

















| 


| 





Two Sales Crops a Year 


(Continued from Page 12) 


You cannot blame the electrical 
dealer if he has this entirely natural 


| attitude, but unless he can be exhorted, 





| 
| 


| 
| 
| 


persuaded or finally dynamited away 
from his counter to sell lighting to 
stores or factories, he is never going 
to get the best two-thirds of the busi- 
ness that should rightfully be his and 
his failure to get it cuts down his sales 
and, therefore, yours. 

Just recently a lighting manufac- 
turer who has been widely advertising 
store lighting in magazines and news- 
papers and writing letters to dealers 
urging them to call on merchants, sent 
out investigators to call on these deal- 


ers to find out why many of them were 





not cashing in on the opportunity. 
Here’s a sample—-An electrical con- 
tractor-dealer, doing a large volume 
of business, located in a good sized 
city—he has several clerks. While 
talking to the investigator he waited 
on no trade, merely signaling this or 











In the land of alligators and oranges 
this picture was snapped and shows Clyde 
D. LaMee, sales manager of the Florida 
Electric Supply Co., Jacksonville, Fla., in 


front of the “Hotel De Box Car.” 
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Heater Cord Set 








Send for Our 


Merchandising Literature 


<= 


An educational service concerning the adaptability 
and advantages as contained in MAGNUS PROD- 
UCTS was introduced to the public during the period 
October 17th to the 27th at the MAGNUS ELECTRIC 
CO., Inc., Booth 39, The New York Electrical and In- 


dustrial Exposition, Main Floor, Grand Central Palace, 
New York. 


An average of 4,000 pieces of advertising matter per 


day was distributed, and among the features that received 
prominent recognition were :— 


MAGNUS HEATER CORD SETS, with Cord 


Coilers— 


MAGNUS No. 43 TABLE TAPS— 


The new, latest RADIO creation, MAGNUDYNE, 
Single Vacuum Tube, Radio receiving sets, which per- 


mit an unlimited number of circuits. 





No. 43 Table Tap 


MAGNUS ELECTRIC CO., Inc. 


Electrical Specialties—Wiring Devices—Radio Products 


451 Greenwich Street, New York 
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“Notice the Lighting Equipment” 


Queen Quality and 
Denzar DeLuxe 


Who could ask for a finer store interior 
and finer lighting than that in the Queen 
Quality Boot Shop pictured above? It 
is located at 214 Post Street, San Fran- 
cisco, California, and is equipped with 
six 500-watt De Luxe Denzars—a mag- 
nificent unit finished in white porcelain 
enamel and gold—and three compact 
ceiling type Denzars. The photographs 
of the interior were taken at night with 
no other light than that of Denzar, yet 
notice the ample, glareless illumination 
on the chairs and the thousands of boxes 
of Queen Quality Shoes. The store 
manager, Mr. A. F. Buermann, says the 
Denzars have been greatly admired. 


Every day more and more merchants are re- 
alizing the sales value of an attractive store 
interior and adequate, glareless illumination. 
It is the dealer’s job to hunt out the stores 
that are likely prospects and to convert those 
who are not sold on attractive interiors and 
good lighting. In this the jobber’s salesman 
can be extremely helpful. His contact with 
many electrical dealers and other merchants 
should give him a knowledge of the real mer- 
chandising value of good illumination in 











Wherever you go, whether 
to chureh, club or _ store 
“Notice the Lighting Equip- 
ment” and get your dealers 
to do likewise. It will re- 
veal lighting prospects for 
them—create new fields for 
sales—and let the _ world 
know that they sell Denzar. 


store. Consequently 


he ought to be a better merchandiser of light than many of his dealers 
and to build up his own sales he should help them sell the idea of better 


lighting. 


Many jobber’s salesmen has found the Denzar D-7 Catalog a good source 


of information on both store and office illumination. 


copy if you will just write for it. 


You, too, may have a 


Beardslee Chandelier Mfg. Co. 


218 South Jefferson Street, Chicago, Illinois 

















that clerk to take care of each cus- 
tomer who came in. 

He had received several nice store 
lighting jobs within two months, 
some from his jobber and several 
from the central station, yet his an- 
swer to the question as to why he did 
not himself go out after this sweet 
business was that “I simply don’t have 
time.” The fact is that he has ample 
time but not the inclination to go out 
and sell. This condition is quite typ- 
ical of many large dealers as well as 
small ones. It is one of the unsolved 
problems in the sales of electrical 
goods and one which cannot appar- 
ently be solved) by writing letters or 
by besieging such dealers with liter 
ature. It can only be done by per 
sonal contact, and that means contact 
with the jobber’s salesman. Whether 
the dealer will finally go outside and 
beyond his store for business is up to 
you, however you may accomplish it. 
You may have to appeal to his pride 
by betting him that he is afraid to 


try it, or by offering to bring in a 
| store lighting order if he will match 


ir 


or you may have to lead him by 


| the hand and show him how it is done. 








If he is not given an inclination 
towards outside the store sales, he is 
going to sell only about one-third of 
the lighting equipment that is really 
needed in his town and that means 
less business for you. 

When you were in knee pants you 
must have played “follow-the-leader’’ 
—a game where some adventurous 
youth does all the dare devil tricks lx 
ean think up and every other lad in 
the gang has to follow suit or admit 
a yellow streak. Every single boy 
did his best—often did things he 
never would have tackled on his own 
initiative and frequently he did things 
he had never dream he could do. 

If you can possibly spare the time, 
and it will be time well invested, tr) 
playing ‘‘follow-the-leader” with some 
of your dealers. Make ’em agree to 
go out and sell a store lighting job. 
if you promise to go out and sell on: 
first. ‘Take the dealer along with you 
so he can see how it is done. And 
you can guarantee to turn the trick 
in an hour or two, because it simpl) 
isn’t possible for you to call upon as 
many as five good store lighting pros 
pects without selling at least one. I! 
lady luck is with you at all you ough‘ 
to sell at least three and to sell th: 
whole five would be nothing out o' 
the ordinary. 











November, 1923 THE JOBBER’S 











TE 
FOR USE IN If STALI H AS 


FACTORIES LOFTS /_ EPARTMEN QRES HOSPITALS 
R. R. BUILDINGS a RISE: CE BUIL SCHOOL BUILDINGS 


No. $7 No. 702 Ne. $708 No. 500—-TWO WIRE SIZE WIREMOLD CONDUIT 0. 7 No. $7 
SUPPORTING CLIP BUSHING BASE COUPLING No. 700—FOUR WIRE SIZE WIREMOLD CONDUIT GROUND CLAMP 
STRAP 


No. $717 
90° FLAT ELBOW - INTERNAL ELBO 


Note: The new Large Size Fittings are for use with both No. 500 or 
No.700Wiremold Conduit,the base plates of the fittings being 
provided with long tongues for slip joint connections and the 
covers with double twistouts. 























No. 5728 L peor BOX 
UTILITY BOX 


Sa hoa ch both Ne $0000 
just as a base tor all ato 
covers k 


BOX CONNEC TOR 
No. 5781 —‘, 
No. $781A—\ 


No. $719 
CORNER BOX 


No. $731 ——_« site , Ne $736 
* BLANK COVER 4° BLANK COVER 
For use with boxes Nos. $737, 5738 ar 
where they are ond as pull * | unchon 
of drop 


No. $739 
6% FIXTURE BOX 
* cencers. For extend D Trew spa 2's" and 3°." centers. Base has for bxture 
wae emold Conduit from exist ane § ut Gee 06 Se panectors as woe ith back 
cover are Geisibwpamntenl ng > ot No 200 Ww item: std Condua in a hanging fixtures with canopies up to 
by angie dean clea 6" in diameter but can aleo be used with any device which may he hung on 
13%" of 

















ADAPTER PLATE AND COVER 
500 or No 700 W! Ad Con atin tlie FLUSH SWITCH AND RECEPTACLE = Ne. $7 ——— No 5752-2 Gang No.5 
os end = my tony « f vena Web or use’with both No SQ) or No 700 Wer For 


“ or r existing Gutlets with b 
»” pipe BX connector wy Ae hy bose ot Call of Signal System: installing any standard flush switch of receptacle No 70° Weewe ic 














AMERICAN V WIREMOLD COMPANY SeMAND PRICE LIST 
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HARTFORD 
Time Switch 


The Hartford Time Switch of today is a better, a more 
rugged time switch and more costly to manufacture, than ever 
before. 

The special Seth Thomas marine type, eight-day movement 
has been strengthened, yet prices have not been advanced ; 
while your resale profit has been increased. 


The Hartford Switch has been standard practice for a 
quarter of a century and the better Hartford of today will fully 
meet the most exacting requirements of the electrical in- 
dustry. 


A wide range of capacities and types enables you to select 
just the right Hartford, and that Hartford will be the best 
time switch you can get for your customer’s particular purpose. 

My long-established policy of close co-operation with job- 
bers will be rigidly maintained. 

Hartford Switches in type and capacities that meet 98% 
of the demand, shipped from stock. 

Talk Hartford Time Switches to your 
contractor-dealer customers and urge them 
to go after the profitable business now avail- 
able. 

Get the latest Hartford Time Switch 
bulletins. 


A. HALL BERRY 


Sales Representative 
71-73 Murray St., N. Y. C. 








Five Ways the Customer 
Is Right 


(Continued from Page 14) 


Everybody likes “nice things.” It 


_is as definite a feeling in the mechanic 
who chooses as the housewife who 


chooses silver or drapery. Both are 
connoisseurs in these things, and re- 
spond to the appeal of fine merchan- 
dise. 

Side by side in every customer’s 
mind lie these two ideas of the cheap 
thing and the nice thing. Among 
other lessons, the war demonstrated 
that there is really no such element 
in population as “the cheaper class of 
customers.” Suddenly increase the 
income of people who have been lim- 
ited in means and they will instantly 
forget the price and turn to the finest 
merchandise. Give the three-dollar-a- 
day laborer half a million dollars, and 
in three months he will be living and 
dressing up to his new position. Even 
people of moderate incomes, undis- 
turbed by abnormal war conditions, 
are steady consumers of quality mer- 
chandise in things like food, as any- 
body familiar with butcher expendi- 
tures will testify. 

Quality goods are not something 
for a limited class. They have their 
attractions for everybody, even those 
who cannot afford them. The admir- 


| ation and hunger for quality is one 


| 


of the deepest human instincts, and no 
business man can go wrong in appeal- 
"yt 04 Sur 








Unfortunately, H. C. Downing, president 
and S. V. Alltmont, sales manager are 
missing from this picture of Downing 
Electric Co., Des Moines, Iowa. They 
were absent from the city. Left to right: 
C. G. Ross; Mrs. Hart; A. A. Frame; 
George Monroe; L. W. (Swede) Oleson; 


| Miss E. Hanson; P. F. Hart; Mrs. Grill: 
| M. Anderson, and V. L. (Happy) Craw- 
| ford, sales manager, Ever-Stick Anchor 


Co., St. Louis. 
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Here’s the line that’s 
called for when quality 
material is specified— 


NATIONAL RIGID CONDUIT 
For high grade wiring 


SHERARDUCT ECONOMY 
Protected by both zinc and enamel Protected by enamel only 


FLEXSTEEL ARMORED CABLE and FLEXIBLE 
METAL CONDUIT 


For high class work at minimum cost 


FLEXTUBE NON-METALLIC NATIONAL OUTLET BOXES 
CONDUIT A box or cover for every need 

For knob and tube wiring and the like 
LIBERTY WIRES. CABLES and 


NATIONAL METAL MOLDING CORDS 
and FITTINGS For 600 volts or less 
For circuit extensions and surface 
wiring LIBERTY AUTOMOBILE WIRE 
AUTO-STEELFLEX METAL 
NATIONAL INSULATING CONDUIT 

BRACKETS For the electrical circuits of motor 

For service entrances and similar uses vehicles 


NATIONAL CONDUIT and CABLE NATIONAL CARBURETOR, HEAT- 


FITTINGS ER and EXHAUST TUBING 
Locknuts—Bushings—Box connectors For motor vehicles 
and other items 


NATIONAL PRESSURE TUBING 


For conveying steam, oil, etc. 


. 





NATIONAL PRODUCTS 





National Metal Molding Company 
FULTON BUILDING—PIT TSBURGH 


Represented in all principal Cities 
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Watthour Meters 


Knowledge Means Sales 


No matter how full of quality the products, their 
salesmen must be conversant in a convincing manner 
with their points on construction and operation. 








Salesmen who know their products are generally the 
better salesmen; their knowledge being reflected in 
their sales records. 




















| | One of the points you should know about Duncan 

Watthour Meters Model M2 is that they give accu- 
rate current consumption measurement constantly. 
Another point is their ease of adjustment. 


A truthful generality is that they are without su- 
periors. 


Your sales manager can give you more pointers on 
Model M2 or we will gladly give them to you first- 
hand. 


PUSH THE DUNCAN LINE. 


DUNCAN ELECTRIC MFG. CO. 


Lafayette, Ind. 


Builders of Electricity Meters since 1902 











} 
| 
| 
| 
| 
| 


| 


' 
| 
| 























The Time Came That We 
Needed a “Filler’’ 


Ross D. Cummings, enclosing the 
accompanying picture, explains as 
follows: 

“The gentleman with the ears 
standing out at an angle of 40 degrees 
is Wallace L. Fleming, formerly pres- 


— 









Fleming and Cummings 


ident of the Standard Electrie Sales 
Co., Chicago and the handsome gen 
tleman with the ‘Harold Lloyd’s’ 


| sitting beside said Fleming, is your 


humble servant, Ross D. Cummings, 
formerly Sec.-Treas. of the Standard 


Electric Sales Co.” 


“Both of these handsome gentlemen 
are now connected with the great 
Western Electric Co., Mr. Fleming 


| as appliance specialist with the Phila- 


delphia house, and yours truly in the 


|general sales department at New 
| York, doing promotional sales work, 


temporarily assigned to Philadelphia. 


| You know that Chicago’s loss _ is 


| 


| 
| 
| 


| 


Philadelphia’s gain, as the poet aptly 
expresses it. In company with a lot 
of other ex-Chicagoans, we are trying 
to take a nickel or two away from the 
‘effete East!’ 

“In case you ever need any fill-in 


| space for the ‘Jopper’s SALESMAN,’ 


you might make use of this picture, 
for which we wouldn’t think of charg- 
ing you for!” 
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You Get Three Profits 





Most salesmen are satisfied with a single profit on a 
single sale. 


But with “Union” Renewable Fuses you get three 
profits. 


Of course, you get the regular profit for making the 
sale. 


You get a second profit by making additional sales in 
the time you save in selling “Union” Fuses. For you can 
sell dealers these fuses with fewer calls and in less time 














on account of our extensive advertising and the satisfac- 
tory service “Union” Fuses are known to give. 


Your third profit comes from making the dealer a satis- 
fied customer who will buy your other lines. 


The dealer who buys from you also makes more money 
UNION because he can sell “Union” Fuses with less effort and sell 
Pee | 


ees greater quantities. Therefore, he is in a better position to 


f your lines. 
00 buy more of y 


So, all along the line, ‘““Union’’ Renewable and Non- 
Renewable are the most profitable fuses to sell. 


Get in line for your three profits by writing for our 
Catalog No. 29 and full particulars. 


Chicago Fuse Mfg. Co. 


Manufacturers also of Switch and Outlet Boxes, Cut- 
out Bases, Fuse Plugs, Fuse Wire and 
Automobile Fuses. 


Chicago New York 


= eS eS 


9 RENEWABLE & 
NON - RENEW- 
ABLE FUSES 
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ROGERS ELECTRIC 
CURLING IRON 




















Every 


Don’t compare this iron with the 
cheap irons on the market. 
Dealers everywhere have 
come to regard the cheap 
irons with scorn. Com- 
pare the Rogers iron 
with those listing for 
$5.00 to $7.00 and 
then note its list 
price $3.00. 






Jobbers Salesman 
and Sales Manager 


Should Know— 
WHETHER OR NOT HE SELLS 


The ROGERS Line 


We understand you fellows read this magazine, ed- 
itorial matter and ads (some of them). ‘ 
Of course we have no means of knowing tangibly how 
much response our own message will bring. The salesman 
may write his manager that he has had calls for the line, or 
that he likes the Rogers idea, and the sales manager ma 
directly decide to write us. ; , 
Now, we can definitely prove there is more profit in sell- 
ing Rogers electrical appliances. We can show you 
where you can out-compete competition. We can 
make it more interesting to the salesman and more 
as” “ageacmtaee to the jobbing house to handle our 
ine. 























Rogers 
Economical 








































Household ie can’t tell At all unless you write.. 

1ere’s no obligation involved Even 
Ts ° ™ 

Heate though we may not get together you may 

To the aver- find out something worth while in the 

age person, an. way of increased business. 

electric emt is It’s your move. 

an electric heater, 

that’s all. One books The ROGERS ELECTRIC 

like the other. ere’s 

one that is constructed LABORATORIES CO. 


differently and full of good 
talking points. Unequalled in 
heating power. Highly polished 
copper. Nichrome element. Eco- 
nomical. Price $7.50. 


2015 E. 65th Street 
CLEVELAND, OHIO 









THE EMERSON ELEcTric Mec. Co. 


Main Office and Factory: 
2018 Washington Avenue ST. LOUIS, MISSOURI 


Eastern Office: 


50 Church Street NEW YORK CITY 


Fans Small Motors 














Charleston Supply After X-mas 
Business 

The Charleston Electrical Supply 

Co., Charleston, W. Va. is alive to 

the necessity for starting dealers 

early on Christmas selling. They 

sent out about the first of October a 


“OUR FIELD OF SERVICE” 


ENVILE 
~) 
Pi E Ny 
Se wavnes) Ro 



































Charleston Supply’s Territorial Map 


very attractive eight page booklet of 
“Christmas Suggestions” done in red 
and green and illustrating no less 
than 40 items in their line that will 
make appropriate Christmas gifts. 
On the back cover of the booklet 
is map showing the territory repre- 
sented by their “Field of Service.” 
With Charleston as a center circles 
with radio from 50 to 150 miles are 
drawn, including all the towns served. 
A thing like this when put into 
dealer literature interesting— it 
gives the dealer, in whatever town 
he is located a feeling that he per 
sonally and his community are in 
cluded in a carefully thought-out 


service plan on the part of the jobber. 
oo * 


Scott Represents Georgia Elec- 
trical Association 

R. H. Scott, advertising manager 
of the Carter Electric Co., Atlanta, 
Ga., attended the meeting of the So 
ciety for Electrical Development at 
Association Island in September. He 
went as the representative of the 


Georgia Electrical Association. 
* * * 


Paul Ebersole Now With Com- 
mercial 

Paul Ebersole has severed his con 
nection with the Empire Electric 
Supply Co., of Muskogee, Okla., to 
become eastern Oklahoma represent® 
tive for the Commercial Electric:! 
Supply Co., of St. Louis, Mo. H 


had been with the Empire compan) 


is 





} for 10 years. 
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What Interests You? 


Is it the theatre, the twinkling 
lights, the dancing soubrette? 


Is it the golf course, the crisp, 
zippytang of an Autumn day, a 
couple of good clubs and the 
thrill of an occasional decent 
shot? 


Is it the grim visaged, coatless 
poker game with untamed 
deuces and friendly enemies? 


Perhaps it is none of these. 


But we'll bet that you’re inter- 
ested in interest. The real 
thing. The kind that comes 
trailing home after your hard 
earned dollars have been put 
to work. 


Sure you are. 


So is the electrical dealer and 
contractor. 


That’s why our story will inter- 
est them this month. 


{That’s why they will hustle to 
cash in on sales of Bryant 
Wiring Specialties to their 
Christmas trade. 


That’s why you ought to line 
’em up for early delivery. 


We can’t do everything. Go on 
out and collect the orders. 


This advertisement appears 

in the November issues of 
Electrical Merchandising 
Electrical Record 
Electrical Retailing 
Journal of Electricity 

National Electragist 
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He put in a st 


He talked No. 6 





Mr. L M 
- Cawshus Wanted [0 saye mon 
ey, 


He put it in the bank. 


This is what he got. 


He saved Money, 


ugs, 


He Made money, 










NEW YORK 
342 Madison ‘Ries 


CHICAGO 
044 Wen Adams S. 


51 s to eve 
° his Store, 


ELECTRIC 
BRIDGEPORT. 


ck of Bryant No. 651 A; 


’ grill, a 


TY One of 


COMPANy 
CONN. 


SAN FRANCISCO 
New Montgomery Se. 


the cord and 


the Christmas shop- 


Epliance Sw: tch 


toaster, an iron 


charged 
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Announcing the 


SCHAUMBERG’S 


ELECTRIC HAIR WAVER 





Here is an appliance that fills a long felt want and will find a 
ready sale. 

It is a scientifically designed waver that the woman herself oper- 
ates and that enables her to reach any part of her hair with 
one hand. Can be used just as conveniently with hair dressed as 
with hair down. 

Simple and durable in construction with guaranteed heating ele- 
ment and standard make cord, plug and connector. 

Sold only through recognized jobbers. Write at once for 


details. 
A Wonderful Christmas Seller 


KEN 


AN) Robbins = ¢ i 


Electric Company ‘S—* 


830 Liberty Ave. Pittsburgh, Pa. 
ESTABLISHED 1890 


ei tisicit 
LECTRIC 





| 
| 
| 
| 



































2-STERLING 


ELECTRICAL 
PRODUCTS 


Ready For 
Eleventh Hour % 
Xmas Orders 


You'll Find Many Dealers Waiting Until he 
Last Minute But You Can oy ney 
Prompt Sterling Shipments” 

To Help Out Your Trade. 






Sterling Electrical Devices are always ready. 






Our surplus stock is maintained for that pur- 
pose, Sterling quality is preferred by your 
trade and their customers who have compared 
these appliances with others costing more in 
price. 






STERLING HEATING PADS 
A heating pad in which beauty stands second 
only to electrical perfection. Definite yearly 
guarantees. Single and Three Heat control. 
Can be folded without short-circuiting. Prices 
astonishingly low, 

STERLING VIOLET RAY OUTFITS 
Several styles, all beautifully designed and 
thoroughly efficient. Also ozone generators. 

DU CHARME ELECTRIC CHEFS 

A waffle mold with a hot plate top prepares 
practically all food that the average gas range 
does—¢ cept baking. 
We also manufacture pes “Tri- State’ 
Electric Irons, “Triple Hea Electric 
Blankets, and other Electrical Heating Ap- 
pliances. 


‘Bhe Sterling Electrical 
West 28 2 Church Své Zp 
Gleveland-OKio=— 























STERLING 
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Credit Delinquencies Greater in 
Number But Total Less 

The accompanying tabulation 

shows the number of accounts report- 


'ed to the National Electrical Credit 
Association by member manufactur- 


ers and jobbers during August, 1923, 
and September, 1923, as compared 
with the same months the previous 
year, together with the total amounts 
and average amounts of the delin- 


quencies. 
Number of 
Branch Delinquent 
and Accounts Total Average 
Month Reported Amount Amount 


Central Division 

Aug., 1922........778 $104,433.30 $153.94 
Aug., ee 739 114,261.15 154.61 
Sept., 1922.. 882 98,818.90 112.04 
Sept., 1923........ 760 95,252.94 125.33 


: New York 


Aug., 1922........578 79,764.00 188.00 
Aug., 1928........380 70,770.00 186.00 


 Sept., 1922.......530 78,789.00 149.00 


Sept., 1928........ 365 61,731.00 169.00 
Philadelphia 

Aug., 1922....... 258 37,018.70 143.47 
Aug., 1923........ 176 20,660.96 117.39 


‘Sept., 1922........264 39,060.19 147.96 
 'Sept., 192B.....:.. 246 27,955.15 113.64 


New England 


Aug. 1922....... 63 9,491.30 150.65 
Aug. 1928... 54 5,117.10 94.76 
Sept., 1922........124 13,045.48 105.20 
Sept., 1928... 56 8,156.49 145.65 
Pacific Coast 

Aug, 1922....... 21 3,450.28 154.77 
Aug, 1923....... 17 2,588.80 151.99 
Sept., 1922... 19 3,002.57 157.95 
Sept., 1923... 26 6,998.20 269.16 

* * * 
Interstate Provides Novel En- 
tertainment 


The Interstate Electric Co., of Bir 


_mingham, offered about 250 of their 
friends the advantage of “ringside 
seats” for the Dempsey-Firpo fight 
'on the evening of September 14. 
Their attractive offices were convert 
-ed inte a miniature auditorium and 










returns were received by radio over a 


‘new model Radiola Grand. The only 
_regret of the evening was the short 
‘ness of the entertainment as offered 
| by Messrs. l'irpo and Dempsey. 


* * * 


‘Van Winkle and Bickford Ap- 
pointed on Committees 


Two jobbers were appointed on 


important committees by the board 
of directors of the Society for Elec- 


| 
| 
| 


| 


trical Development at Association 
eee in September—F. D. Van 

Winkle, president of the Post-Glover 
| Electric Co., Cincinnati, to report on 


‘trade survey and statistics; W. J. 
| Bickford, secretary-treasurer of the 


‘on the wiring committee. 


Iron City Electric Co., Pittsburgh. 
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The Catalogues that are Being 
Built for the Leaders 


The character of the forthcoming Donnelley series of electrical supply cata- 
logues will be indicated by the names of the jobbers that will appear on the 
covers. 


The jobbers who become the leaders in an industry are those who look beneath 
the surface to fundamentals in values, and who would no more think of award- 
ing contracts for the building of their catalogues on the indefinite basis of 
mere quotations on “a 500-page catalogue,” than they would think of award- 
ing a contract for a year’s coal requirements on the basis of quotations on ‘100 
truck-loads of coal” without knowing how many tons each truck contained— 
and what the quality of the coal was. 


Can you afford to buy your catalogue representation less carefully than you 
buy your coal? 


No part of your investment in sales promotion sustains so close a relation to 
your profits as the money you invest in your catalogues. And the difference 
in cost, if any, which secures the best catalogue representation is the most prof- 
itable part of your investment. 


It is worth remembering in this connection that Donnelleys are not asking a 
single manufacturer to pay for a page, but are building the catalogues entirely 
from the jobbers’ standpoint, keeping in mind that the jobber should have ex- 
actly the same freedom in selecting the articles to appear in his catalogue as he 
has when he buys the goods themselves. 


Only a limited number of editions can be built during the coming season 
beyond those already contracted for. Contracts will be entered in the order 
in which they are received. 


We shall welcome the opportunity of having one of the members of this depart- 
ment go over your requirements with you, without obligation. 











R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Department 
731 Plymouth Court Chicago, II. 
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Build Sales With SEMCO 


SEMCO Meters will build up a safe meter 
market for you out of your satisfied Central 
Station customers. Send today for our 
descriptive Bulletin No. 20. 


Sewickley Electric Manufacturing Co. 
Sewickley, Pennsylvania 
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A Lamp Coloring That Will Not Fade! 


—and a profitable item to push! 
A quick-drying—non fading—brilliant lamp coloring for incandescent lamps. 
Comes in over-sized cans so that bulb can be dipped directly in can. 
Large assortment of colors. All coloring guaranteed. 
Mr. Sales Manager—Drop us a_ Iie. 
Mr. Jobber’s Salesman—See that he does tt. 


Crown Coloring & Chemical Co. 
327 Columbus Ave., New York City 


Middle West Representative 
American Manufacturers’ Agency 
208 N. Wells St., Chicago, Ill. 











What Phase of Credits Do You 
Wish Discussed? 


The twenty-eighth annual meeting 
of the Central Division of the Elec- 
trical Credit Association will be held 
on November 20 and 21, in the Red 
Room of the La Salle Hotel, Chicago, 
for the business meetings and in the 
ball room for dinner, the night of the 
twenty-first. 

The morning session of the first day 
will be taken up with the reports, 
election of officers, and transaction of 
necessary business. Possibly the 
afternoon of that day will be devoted 
to group conferences depending upon 
whether sufficient attendance of vari- 
ous trade groups is secured to make 
this worth while. he second day will 
be devoted to a general discussion of 
timely and helpful themes. 

Frederic P. Vose, secretary, sends 
out from his office, 1343 Marquette 
building, Chicago, an urgent request 
for members to make suggestions as 
to subjects for the general discussion. 








Three guesses as to who this gentleman 
is. Right the first time! Samuel A. Jenks, 
secretary and purchasing agent of the 
Union Electric Supply Co., Providence, 
ae a 
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STING LABORATORIES 


NEWELYORK 





| ELECTRICS 















i i SOME OF THe. gaoOD F 
ee re a ee 





ee) 


DURING THE PAST TWELVE MONTHS | 
ELECTRICAL TESTING LABORATORIES | 






E. T. L. Exhibit at New York Electrical Exposition 


HAS TESTED 
| 804000 feet of high voltage underground cable 
| 5690000 feet of bare and insulated vire 
_ §105000 incandescent lamps (actually inspected & tested) 
$2821 high voltage insulators 


AND | 33610 linemens’ rubber gloves 
18,632 linemens’ insulated tools 


2292 linemens rubber overshoes 
MAGNITUDE i cle 
| 969 samples of paper and cloth 


692 automobile headlamp reflectors and lenses Jf 





392 indicating electrical instruments 
FROM PAPER TO AUTO HEADLAMPS 254 globes and reflectors 
210 samples of steel and alloy metals 
oil 





| 191 samples of coal and 


128 samples of transformer oil 


i 


| and in smaller quantities, 96 other kinds of materials | 
The Electrical Testing Laboratories | DURING THE SAME PERIOD | 




















is equipped to render a test service _ ET.L.HAS STANDARDIZED AND ISSUED 
on practically any electrical device | 500 standards of candlepower i 
made and in almost any quantity be | 
to manufacturer, jobber, dealer and en 





central station alike. 


ELECTRICAL TESTING LABORATORIES 
80th and EAST END AVE. NEW YORK CITY 
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Herwig Outdoor Lighting Fixtures 


Dominate the Field in Sales! 
In Quality, Too! 


MWUQE < 


Ui 
NY) 
CA‘s 


Yj LLL NY if K\ 


ITH their high quality it is easy to understand | 


why they dominate the field in sales. Their 
quality is known and is depended upon, that’s why 


Bunn Heads Newark Com- 


pany’s Special Department 

The Newark Electrical Supply Co., 
of Newark, N. J., has established a 
special department to promote the 
sale of electrical specialties and ap- 
pliances. It will be the particular 
| function of this department to secure 
| for dealers the possible 
amount of newspaper advertising, co- 
operative advertising material, win- 


greatest 





jobbers realize such a neat profit at the end of their 


fiscal year on the line. 
Complete Line 


Herwig Outdoor Lighting Fixtures include fixtures | 
suitable for apartment buildings, residences, churches, | 
aati | der ordinary conditions, reflects itself 
| only to a small degree in the business 


Big stocks are not needed by the jobber—your orders | q 
| done 


institutions, industrial plants, garages, etc. 
is unusually complete. 


will be filled quickly and accurately. 


We have prepared 4 new catalog sheets, 
printed on both sides, for your catalog. 
Ask your sales manager to get a set for you. 
Catalog No. 12 will be sent on request. 


HERWIG ART SHADE & LAMP CO. 


_ 2140 N. Halsted Street 
Chicago 





Illinois 


dow display matter, etc. Dealers 
_ will be enabled to cash in to a much 
| greater extent on the sales effort 
which manufacturers of specialties 
and appliances put forth, which, un- 


by the electrical contractor. 
The department will be in charge 

of our Mr. D. N. Bunn, who throu7h 

vears of association with the ccom- 

pany and with its customers, is par 

ticularly well qualified. 

* * * 


Lannin With Stanley & 
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To an outside insulating job, wherever it 
is, Hydro-Proof Tape brings real insula- 
tion, protection from water and protection 
from all kinds of weather. 


Hydro-Proof Insulating 
Tape is dependable and 
durable. It makes an age- 
proof joint. It’s a fast 
seller and a repeat order 


tape. 


Sold only in wholesale 
quantities to distributors. 


ELKHART RUBBER WORKS 
ELKHART INDIANA 




















Patterson 
J. H. Lannin, formerly purchasing 
agent for New York and Harlem R. 
R. Co., has decided to do a little 


selling. This will account for his new 


_ connection with Stanley & Patterson, 


'Ine., New York City. 


It is to be 
hoped “J. H.” gets treated as nicely 
when calling as he treated those who 


, called upon him. 





T. M. Warren, manager (on the right) 

and F. J. Becker, purchasing agent, are 

| making the electrical department of Mor- 

ley Bros., Saginaw, Mich., a business bee- 

| hive. Sorry we couldn’t snap some of 
| their salesmen—all out snaring orders. 
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DURADUCT 


was the first non-metallic conduit to 
be packed in boxes for your conveni- 
ence. Wecan furnish it either 1,000 
feet to a box, or 250 feet to a carton, 
whichever you prefer. The small 
cartons are rugged enough to stand 
rough handling without any additional 
protection. 


Duraduct itself can be treated rough 
too, without fear of injuring it. 


Don’t order just Loom, but specify 


DURADUCT 


Other DURABILT PRODUCTS you 
should ask for, if you want Quality 
material, are 


DURACORD 


Heavy Duty Portable Cord 


DURAFLEX 


Armored Conductor 


DURAWIRE_ 


Rubber Covered Wireand Flexible Cords 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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- | Erner & Hopkins Now Sell 
The RiteWave 180° The RiteWave 180° Residence Fixtures 


with ‘Now 22 prey beg wlling mane The Erner & Hopkins Co., 0: 
SS a a. — Columbus, Ohio, for over 20 year 
ing. have stayed away from the residenc: 
fixture business, due to the fact tha‘ 

in the past, fixtures were not regular 

electrical shelf goods merchandise 
There comes a change, however, in 
all policies and methods, and feeling 
that the time has arrived when fix 
tures are no longer the unused parts 
and unassembled pieces of the past, 
but that they are now pieces of mer 
chandise, shelf goods, they have 
The wave length of es ! The RiteWave Vari- stocked a box line of modern fixtures 
ae Be ragged = ”_ om nag yng 28 and are going after this business 


meters. Retail price variocoupler. Also actively. 
$3.50. retails for $3.50. on 


New York’s Free Instruction for 


You WillSell RiteWave 180° Variocoupler Lighting Men 


You can and will sell the Ritewave 180° \ ariocoupler if you talk it. The Department of Education, New 
Its high quality makes your first order easy to get. Your second is ob- z 
tained still more quickly. Quality tells. York City has taken a forward step 
The RiteWave 180° Variocoupler gives the best of results to the user. by conducting free evening classes in 
It makes friends with its simplicity of construction and efficiency of artificial lighting in the Murray Hill 


operation. Dealers like to sell it, too. , —s : * 
Along with this high quality and efficient operation are unusually attractive prices Evening Trade School. This course 1S 
that aid you get the orders—repeat orders. strictly practical and specially in 


An equally good selling companion is the RiteWave Variometer. These two RiteWave ‘ ; 
a amen tended for electrical contractors, wir- 


products mean big business for you—talk them—sell them. 
ing men and lighting fixture salesmen. 


RITEWAVE MANUFACTURING COMPANY 


2167 E. 55th STREET CLEVELAND, OHIO F. J. McGuire, supervising general 


inspector, light and power, public 
buildings, department of water supply, 
gas and electricity, who has rendered 


> great service to the industry in the 

The Fastest Selling “Central Black”’ past, will supervise the “eels 
Switch - Box “Central White” 
Support 


PATENTED 











Rigid Steel 
CONDUIT 


End view of bar show- 
ing slot to receive 
lath holder and _ box 


amie: “‘Central”’ 
Lath holder. Ends _ slip Conduit 


into slots in bar. 


may be bent 


4° 
The Kruse! ica 


A package product in 18 inch lengths out flatten- 
that over 300 jobbers re-order regu 


larly. ing, buckling, cracking or flaking 





Soft metal, easily snipped. Lath The ductility and finish are exclu- 


ends enter holder easily without whit- . : ’ ° 
tling. Short pieces can be used with- sively *“*Central.”’ ‘Central Black’ At the left is R. L. Simon, owner of 


out waste. Saves hours of time, both . . > > > it: Mectrics istpi . 
omy, Ppa gh 8 is enameled; ‘‘Central White’’is the Metropolitan Electrical Distributors, 

iil ° New York City. He likes his customers 
gaivanized. to keep him busy. At the time this pictur: 


Mid-West was taken he was busy,—and then son 
At the right is Wm. F. Melia, offic: 
Metal Products Co. | Central TubeCo. ; 


manager of the same company. M1: 
Muncie Indiana PITTSBURGH, PA. 


| Melia recently transferred from _— th 
| 








Nugent Electrical Supply Co., of New 
York, where he had served in the sam: 
| capacity. 
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ELECTRIC SUCTION 


CLEANER 


ELECTRIC SUCTION 


CLEANER 





The FOUR ACES 


of the Electrical Appliance 


Industry 






RSTAREX Kook-Rite 


ELECTRIC 


THE APEX ELECTRICAL DISTRIBUTING COMPANY, 1061 E. 152nd ST., CLEVELAND, OHIO 


FACTORIES AT CLEVELAND, O., MUNCIE, IND., AND TORONTO, CANADA 
Copyright i923, The Apex Electrical Mfg. Co. 
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THE SE-AR-DE BROADCASTER 











Edited by “SE-AR-DE” himself 


Price 000 
Pay No More 


A Few Happenings at the New York 


Radio Show 








A Few Pointers Regarding Our 
Variometers 

Most of you are familiar with 
this type of tuning unit but do 
not realize what points to look for 
or accentuate when selling this 
type of variable inductance. The 
following points should be re- 
membered when selling units, effi- 
ciency design, flexibility, whether 
pigtail or friction contact, ratio of 
inductance, change from minimum 
to maximum and material and 
workmanship. 

Tests made at Harvard College 
of fifteen standard variometers, 
which were purchased on the open 
market, showed that the SE-AR- 
DE was 15% more efficient than 
its nearest competitor. The ap- 
pearance and workmanship is ap- 
parent to all who see the instru- 
ment. 

Some new circuits brought out 
recently show the rotor circuit 





separate from the stator and also 
the two halves of stator are 
separate circuits; all of the 
changes are possible in our units 
and can be made without expense 
and with little trouble. 

The inductance ratio is twelve 
to one, the unit is made of genu- 
ine bakelite and is adapted to 
either panel or base mounting. 

We will be pleased to send you 
our catalogue describing this and 


| other products that we manufac- 


cure. 





How We Are Trying To Help 
You Sell Our Goods 


Realizing perhaps that you are 
not familiar with what we are do- 
ing to build up a demand for our 
products, will tell you in a brief 
way. 

We carry advertisements in the 
following journals, “Jobbers 
Salesman,” “Radio News,” “Pa- 
cific Radio,’ “QST,’ “Popular 
Radio,” “Citizen’s Call Book,” 
“Electrical Merchandising,” 
“Electrical Record,” “Electrici- 
dad en America.” 

Our catalogue costs us sixty 
cents each plus mailing charges, 
and we have sent out so far over 
ten thousand copies free of 
charge, besides we furnish our 
jobbers or dealers with envelope 


stuffers with their name im- 
printed on them. 
Won’t you help us out by 


asking your boss to back up this 
campaign by sending us a sam- 
ple order? 





I suppose in a way I am only 
outlining the experience of a 
great many of you who sell radio 
every day to those who are not 
familiar with all of its details. If 
a person and particularly a dealer 
or jobber in radio parts wants to 
get the amusing side of selling 
radio let him get behind a show 
case at a radio show and 
“JUDGE” will be a dead issue, 
you can have more fool questions 
fired at you in one minute than a 
two-year-old can ask in a week. 


The Radio Corp. had an _ educa- 
tional exhibit near our booth and were 
showing models of the antenna towers 
at Broadcast Central, a well-dressed 
and apparently educated gentleman 
stepped up and said, “I have a radio 
set, but don’t know a whole lot about 
it, but would appreciate it if you 
would tell me if those indoor towers 
are more efficient than an outdoor 
antenna?” There were numerous 
questions like this fired at us from 
time to time, they help, however, to 
break the monotony of standing first 
on one foot and then on the other 
and repeating the same thing over 
and over again until your jaw re- 
sembles a_ perpetual motion machine. 
After a few days we could tell what 
ill the demonstrators were saying by 
the movement of their mouth. 


I believe a salesman and_ par- 
ticularly a jobber’s salesman should 
familiarize himself with the funda- 
mental principles of the various parts 
he is selling and what their relation 
is to other parts, this knowledge helps 
him more in selling than to know 
radio in general, as there are so many 
points in this science that is over the 
heads of most of the dealers. 


I will be very glad to write each 
one of you personally and answer all 
vour questions and hope you will not 
hesitate to write. 








R. MITCHELL CO. 
255 Atlantic Ave. 


For 47 years Manufacturers of Scientific and other equipment 


Pacific Coast Office: 


Look for trade mark on every piece 





Boston, Mass. 


709 Mission Street, San Francisco, Calif. 
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_& Dealer 











— 2 = Deman 





—Haelt Proves the = Salability of 
el “FOCALITE” 


OE We are encouraged and overwhelmed! We 
— knew that we were launching a big commercial 
SS enterprise when we placed “‘Focalite’’ on the mar- 
oS ket. We knew that Dealers would be quick to 








——— |——— = grasp the significance of our externally adjusted 
= focusing device,—to secure just the proper light 





Sas distribution by the mere turning of a set screw. 


—— We expected, however, that it would take sev- 
= — eral months to reach capacity production. But 
- | , orders from Jobbers and Dealers have been pour- 
ing into our factory at an alarming rate, so we have 
already had to enlarge our plans and equipment. 


Have you placed your order? Are you prepared 
to secure the commercial lighting business in your 
EE community this fall with a more efficient Fixture, 
i which actually costs less than an ordinary one? 
——————————— If not,—write us today for our attrac- 
SSS tive Jobber’s proposition. 
= ‘‘Focalite’’ is finished in Statuary 
Bronze and Brush Brass. Packed 
individually in neat, compact, at- 
tractive cartons,—convenient to 


handle. 


& 


WY 







Lamp filament below 
focal center of unit. 





wresecae Wrong 


ere anne re By ; \ ; Lamp filament above 
‘ focal center of unit. 








Any lamp and any unit. 
= perly focused by ex- 

ernal set screw adjust- 
pe nt of ‘‘Focalite.’ 


| MOE-BRIDGES ( CO. 


4 MILWAUKEE 






— 





LE 
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Each month a new act with new 

scenes will portray a consecu- 

, tive step in the manufacture of 

Jala ACE Radio A, B and Cc Bat- 


<n 


rl 
C£Ins an 
rmance 


The C 
arb 


THE CARBON PRODUCTS et @) 
ACE Dry Cells 
ACE Hot Spark Batteries sons 
ACE Flashlights and Flashlight Batteries ” v4 “le 
ACE Wireless Batteries ACE Carbon Brushes / 
ACE Welding Carbons VICTOR Telephone Cells 
DICKEY Projector Carbons 
Complete line of Carbon Specialties of the 

highest quality 


Seasasvuccennsmsvconee 
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SHELF \y/GOODS 
s 0 I am Editor of these jokes. I'll build 
Guo 4 new ones long as I can, then dust off some | Jo bbers ! 
old ones. No explanations or diagrams. 
7 Laugh at ’em as they are, or give ’em the | 
Electric razz if you must; I can’t be bothered with | 
Curling Iron making repairs. 
& Waver-Rod Harptuck Sam. OC 


A Thriving New 
Addition to the 
‘“Wavette Family” 

















lvory Wavette selling at $4.00 has set a 
It | 
is a superior’iron in every respect—as | 


new standard of quality and value. 


distinctive in appearance and construc- 
tion as the famous Wavette and Wavette, 
Jr., with their black ebonized handles, 
listing at $3.00 and $2.75 respectively. 


lvory Wavette is made to match Milady’s 
finest white toilet articles. The handle 
and its plug (detachable) are both of 
The cord and con- 


The | 
iron is beautifully nickeled and polished | 





composition Ivory. 
nector-plug are white to match. 


and has guaranteed heating element. 


Place Ivory Wavette with your customers 
and watch the “repeats’’ come in! 


RR IIE 5 OO 
The FRANK EWOLCOTT MFG.CO. 


Hartford, Conn. 





Pacific Coast Agents, Western Agencies, Inc., 
San Francisco, Calif. 
Southwestern States, The Folsom Co., 

las, Texas. 
Southern States, The Robertson Sales Co., 
Birmingham, Ala. 


* &# & 


He: “That pitcher is very wild.” 
She: “How interesting! Do introduce 
me.” 


* & & 


An old darkey took great pains to tell 
us that he didn’t beat his wife any more, 
since the police judge had fined him for 
that offense. 

“No sah, I jes kicks her good, den she 
can’t show de judge no evidence.” 


* * # 


Lies PICTURE BELOW 
(3 OF DEAR LITTLE FLO 
YOU'LL HAVE TO ADMIT THAT SHE'S CLASSY 
(T'S PLAIN THAT HER GouRD 
WOLDS THE WORKS OF A FORD 


. 


BUT, OH. WHAT A BEAUTIFUL CHASSIS — 7% 
4 





* & # 
Temperance Lecturer: “Look at the 
homes whiskey has wrecked.” 
Drunk: (Hic)—‘Yesh, but just look at 
she ships she water hash (hic) wreckshed.” 


* * & 
“What’s the name of that piece you were 
playing?” 
“*Bungalow Blues’ .” 
“And what was the prolonged, melancholy 
strain you repeated at frequent intervals?” 
“That represents the installments.” 
* *# 


A city boy wrote his brother on the 
farm as follows:— 

“Thursday we autoed out to the Country 
Club where we golfed until dark. Then 
we trolleyed back to town and danced 
until dawn. Then we motored to the beach 
and Fridayed there.” 

The brother on the farm promptly wrote 
back :— 

“Yesterday we buggied to town and 
baseballed all the afternoon. Then we 
went to Ned’s and pokered until morn- 
ing. ‘Today we muled out to the corn- 
field and gee-hawed until sundown. Then 
we suppered and then we piped for a 
while. After that we staircased up to 
our room and bedsteaded until the clock 
fived.” 

* *” * 

The black-haired waitress, very much 
out of sorts, sailed haughtily up to the 
table at which sat the grouchy customer. 
She slammed down the cutlery, snatched a 
napkin from a pile and tossed it in front 
of him. 

Then striking a furious pose— 

“Watcha want?” she demanded. 

“Coupla eggs,” growled the customer. 

“How ye want ’em?” 

“Just like you are.” 








Atherton 
Amplifying 


_ Transformers 


| Jobbers! Here is the highest grade 
‘amplifying transformer manufac- 
}tured. It has powerful amplifica- 
| tion—gives clear and perfect re- 


production. 


Every Atherton Transformer rigidly 
tested and carries a broad guaran- 
tee. 


“Every Atherton Audio Frequency 
Amplifying Transformer is unre- 
| strictedly guaranteed free from all 
defects 
terials and operation. 


in workmanship, ma- 
Dealers are 
authorized to replace any trans- 
| former which proves unsatisfactory 


| bearing the Atherton name.” 
| 


Your dealers will welcome trans- 
formers bearing this type of guar- 
antee. Place your order for a 


‘stock, immediately. 


With a guar- 
‘antee such as this, selling Atherton 


|Jobber’s salesmen! 


| . 
‘Amplifying Transformers becomes 
a pleasure and brings big orders. 


Wolverine 


| Manufacturing Co. 
| 603 E. Water St., 
| Milwaukee 


Wisconsin 
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MANUFACTURERS 














“Money Talks” 


A “Money-Talks” sales contest is 
being staged by the Apex Electrical 
Distributing Co., of Cleveland, open 
to Apex-Rotarex retail salesmen, 
field managers and jobbers’ salesmen. 
It ends December 31. Credit is given 
for the amount of cash, or “money 
down,” On Cleaner 
and Kookrite sales the credits are: 
Cash in full, 20 percent; $20.00 or 
more, 15 percent; $10.00 or more, 10 
percent ; $5.00 or more, five percent. 
On washer or ironer sales they are: 
Cash in full, 40 percent; $40.00 or 
more, 30 percent; $20.00 or more, 20 
percent; less than $20.00, 10 percent. 
The main prizes are nine Chevrolet 
Three 


on each sale. 


sedans, besides cash bonuses. 
of the automobiles are assigned to the 
division of jobbers’ salesmen com- 
peting. 


Hartzell Sales Represents 
Hoosick Falls Radio 

The Hoosick Falls Radio Parts 
Mfg. Co., Hoosick Falls, N. Y., re- 
cently appointed the Hartzell Sales 
Co., of Huntington, W. Va., as its 
representative. ‘The address is 1028 
Fourth avenue. 

* ok 

Box Bar Business Increasing 

The Electrical Equipment & Mfg. 
Co., 1187 Champlain street, Toledo, 
Ohio, announces that owing to a 
heavy demand for their box bar and 
switch support they have been forced 
to increase production. Several im- 
provements have also been made in 
the product recently. 

Officers of the company are: 
ident, H. Weiner; secretary-treas- 
urer, A. C. Hazeldine; general man- 
ager, J. B. Higgins. 


Pres- 





Meeting of Street Lighting 
Specialists 

Service to the customer, and the 
very best type of lighting for each in- 
dividual street or highway lighting 
installation, were the keynotes of the 
discussions at the conference of Gen 
eral Electric Co, street lighting spe- 
cialists held at the New Ocean Hotel, 
Swampscott, Mass., October 3 to 5. 

The conference, which was_ in 
charge of N. R. Birge, one of the 
two assistant managers of the supply 
department of the company, and head 
of the street lighting section of that 
department, was attended by special- 
ists from all sections of the eastern 
half of the country and by some of 
the best known engineers engaged in 
illumination engineering designing. 
Every phase of street and highway 
lighting was considered. 








a Sn | 


“« 


Street Lighting Specialists at Swampscott 


Front row, left to right: H. E. Mahan, Schenectady; E. T. 
Austin, Atlanta; F. H. Winkley, Schenectady; C. H. Huntley, 
Schenectady; C. A. B. Halverson, Jr., Lynn; N. R. Birge, Schen- 
ectady; N. J. Darling, Lynn; A. D. Cameron, Schenectady; G. 
N. Chamberlain, Lynn; W. D’A. Rvan, Schenectady; E. L. Nash, 
Philadelphia; E. B. Comfort, Philadelphia; A. E. Suker, Cin- 
cinnati; W. G. Kefauver, Cincinnati. Back row, left to right: 
P. S. Bailey, Lynn; L. B. Bass, Oklahoma City; James A. O'Neil, 
Lynn; E. R. Berry, Lynn; P. T. ‘Turner, Chicago; S. L. E. Rose, 
St. Louis; J. W. Hammond, Schenectady; G. W. Colman, Chi- 


cago; M. C. Talentino, Detroit; A. F. Dickerson, Schenectady : 
G. F. Alexander, Schenectady; W. E. Carpenter, Philadelphia 
Howard Bell, Schenectady; L. Mitchell, Dallas; W. D. Jen 
nings, New Haven; Paul Reed, Minneapolis; S. J. Garehan. 
Schenectady; E. T. McCullough, Schenectady; S. C. Rogers. 
Lynn; C. B. Grundy, New York; F. A. Connor, Pittsburgh: 
F. W. Wilcox, Harrison, N. J.; R. G. Bellezza, Schenectady : 
W. C. Gilman, Schenectady; F. S. Ackley, Schenectady ; L. Fried 
man, Chicago; E. L. Smith, Buffalo; H. E. Butler, Schenectady : 
W. L. Harraden, Schenectady; R. M. E. Humphries, Lynn. 
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Trade Mark “Belmet” Allowed 
The B. & L. Metal Stamping Co., 
Inc., 159 Jamaica avenue, Brooklyn, 
N. Y., has been informed by its at- 
torney that the United States Patent 
Office has examined and allowed the 
registration of its trade mark 
‘‘Belmet,” which it has been using on 
its products for some time. The prod- 
ucts consists of: stamped _hickies, 
bracket hooks, candle stems, candle 
cups, cluster cups, ete. 
e+ 


Fourteen Prizes to Shoot At 

Announcement is made by the 
Benjamin Electric Mfg. Co., Chicago, 
of a Hallowe’en Window Display 
Contest for the week of October 
24-31. Electrical dealers are elli- 
gible. The dealers are to send for 
a package containing: 1 roll deco- 
rated Hallowe’en crepe paper; 1 roll 
plain orange crep paper; 1 black 
crepe paper streamer; 1 orange crepe 
paper streamer; 2 black and orange 
background and _fore- 
ground; 4 hand lettered merchandise 
cards, and simple diagrams and sug- 
vestions for draping. 

When the package 
dealer puts in his display, snaps a 
photograph of it and mails a print 
to the Benjamin company. It isn't 
necessary to call in a photographer. 


strips for 


arrives, the 


The snapshot will have exactly the 


same chance as the best professional { 


photograph. The windows will be 
judged and prizes awarded (lst) 
based on the most attractive appear- 
ance from the outside view; (2nd) 
for the best original or unusual use| 
in creating sales value. 

All photographs must be in by 
November 10, midnight, with the 
name and address of the dealer writ- 
ten on the back. 

First prize is $100, second $75, 
third $50, fourth $25. The next 10 
prizes are for $10 each. 

a 


Moe-Bridges Focalite Campaign | 

“It is a well-known fact in com- | 
mercial lighting that perfect light dis- | 
tribution can only be obtained when | 
the lamp filament is properly located 





within the enclosing glassware. The | 
slightest variation from the focal | 
center causes an uneven, and hence | 
wasteful distribution of light. If you! 
“Notice the Lighting Equipment” | 
in stores, schools and offices, you will 
be astonished at the large percentage | 
of cases where low efficiency is the | 
result of neglecting this important | 
principle.” 

The foregoing is the opening para- 
graph of an attractive and forceful 
broadside in two colors being sent | 
to dealers by the Moe-Bridges Co., 














Field and home office representatives of the American Wiremold Co., Hartford, 


Conn., who attended a sales conference October 1 to 4. 
told, presided over by president D. Hayes Murphy, Vice-president Harry B. Kirkland, 
Secretary W. D. Ball and Advertising Manager John A. Casey. 








There were 35 present all 


| to clinch your sales talks? 








“AMERICAN 
BRAND” 


Weatherproof and 


Bare Copper Wire 
and Cables 


How Valuable 


Is Your Time? 


Most salesmen’s time is of great 
value and must be used in the most 
discriminating manner. 


| That is why we say—''Sell A-1 


Magnet Wire and ‘American 
Brand’ Weatherproof and Bare 
Copper Wire to your dealers.” 
Once you sell them these wires 
your next call will ordinarily be an 
“order-taking”’ visit. 

These wires sell themselves, prac- 
tically, because of the long and sat- 
isfactory service they give their 
users. 

To save additional valuable time, 
hand your dealers a sample of 
these wires—let them see for them- 
selves the statements you make of 
their quality. 

May we send you a sample of each 


American Insulated 


Wire & Cable Co. 


CHICAGO 





‘TRADE "MARK. 














“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 
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New Electrical Products, Illustrated 








It is claimed by Thomas & Betts, 
63 Vesey street, New York City, that 
flexible armored cables when entering 
unbushed outlet boxes or junction 
boxes should be provided with an ap- 
proved terminal fitting. The T & B 
“Spring” cable bushing placed on the 
market by this company protects the 
insulation of the wire after it leaves 
the armor of the cables. 





This skeleton view shows the very 
substantial nature of the double 
carton employed by the Highlands 
Mfg. Co., Muncie, Ind., in packing its 
portable lamps. At the present time 
the cartons are offered in a holly de- 
sign suitable for Christmas gifts. 
Each carton has the contents marked 
on the ends for shelf display. 





There are Christmas selling possi- 
bilities in this new type of hair waver 
manufactured by the Robbins Electric 
Co., 830 Liberty Avenue, Pittsburgh, 
Pa. It contains a guaranteed heating 
element, with standard make of cord, 
plug and connector. Used as conven- 
iently with hair dressed as with hair 
down. 





This is an example of one 
of the petticoat glass insu- 
lators now manufactured by 
the Lynchburg Glass Corp., 
Lynchburg, Va., which re- 
cently took over the patents 
of the Brookfield Glass Co. 


‘enn, 




















In kitchens where every inch of 
space must be utilized the “Packer” 
combination kitchen cabinet and elec- 
tric stove serves a many-fold purpose. 
Its steel construction protects the 
stored foodstuffs; its arrangement and 
equipment make possible the greatest 
saving of time and space in the prepa- 
ration of food for cooking. It is built 
of the finest furniture steel electrically 
welded together and finished in white 
enamel. ‘The heating units are in- 
stalled in a cooking top of special 
material and the inside wall about 
the cooking surface are _ protected 
by metal which will not be affected 


by the heat. The oven may be 


lifted from the cooking surface and 
placed on top of the cabinet. The 
Ohio State Stove & Mfg. Co., Co- 
lumbus, Ohio, is the manufacturer of 
this cabinet. 





Some of the features of the 
“E-Ze-L” conduit fitting devel- 
oped by the Standard Fitting 
Co., 1222 Twelfth street, Mil- 
waukee, Wis., are: Easy ac- 
cess; time saver; self-locking; 
fits any corner; made of non- 
corrosive galvanized malleable 
iron, and is simple and durable. 
T « ton cut shows the fitting 
with the cover on while the 
bottom one shows the cover re- 
moved. 
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Systems 


The fact that C-H Push Button Snap Switches are so 
shallow and have no protruding buttons or levers, has 
resulted in an increased use on exposed wiring systems. 


The buttons are permanently at- 
tached to the switch mechanism and 
cannot be lost. They are set back 
from the face eliminating liability 
of anyone brushing by and break- 
ing off any parts. 

Types and bases are made to 
suit all kinds of wiring systems 


Ideal for Exposed Conduit 


C-H 7103 has rectanguiay base 
suitable for use with Crouse- 
Hinds Condulets. C-H 7105 
is similar for use with Paiste 
Taplets. C-H 7108 with round 

fits any one of the numer- 
ous fittings e for surface 
snap switches. These switches 
are also well suited to installa- 
tion on washing machines, and 
other motor-driven machines, 
such as saws, buffers, grinders, 
etc., where the switch is mounted 
on the motor frame or on the 
pedestal. 


—conduit, metal or wooden mould- 
ing, open knob—and concealed 
wiring. 

They are admirably suitable for 
business offices, stores, factories and 
similar locations. Show them to elec- 
trical contractors and industrial plant 


electricians on your next trip. 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 
Works: MILWAUKEE and NEW YORK 
Offices and Agents in Principal Cities 








eH SNAP SWITCHES 
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It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 





























fixture manufacturers of Milwaukee, 
Wis. 

This piece of literature is the 
opening gun of an advertising and 
sales campaign to merchandise ‘“Foca- 
lite,” a patented externally adjusted 
commercial hanger, to dealers, through 
the jobbing trade. ‘Focalite” is now 
being produced on a quantity basis 
and offers the trade a nice margin of 


profit. 
* * 4 


J. W. Lewis Gerard Swope’s 
Assistant 
J. W. Lewis, assistant comptroller 
of the General Electric Co., has been 
appointed assistant to President 
Gerard Swope. Mr. Lewis has been 
assistant comptroller, with head- 
quarters in New York, since April 1, 
1921. Previous to that time he was 
chief statistician of the company, hav- 
ing been appointed to that position 
April 1, 1911. He entered the serv- 
ice of the company June 1, 1910, in 
the general accounting department, 
statistical division, having previously 
been connected with the American 
Locomotive Co. 
* * - 


Magnavox Shows Correct 
Hook-Ups 

There has just been published by 
the Magnavox Co. a useful and attrac- 
tive catalog for the information of 
radio users. This has been worked up 
in the form of a handy little booklet 
measuring 33gx6 inches which permits 


it to be easily slipped into the pocket 
or handbag. The cover is attractively 
printed in three colors, 

It is not quite fair to use the word 
“catalog” in describing this booklet; 
because the contents go far beyond the 
more or less dull, technical descrip- 
tions usually characteristic of cata- 
log. 

In addition to very adequate illus 
trations and descriptions of the Mag- 
navox radio line, there is also an en- 
tire section devoted to correct hook-ups 
and general information, which even 
the experienced radio enthusiast will 
find helpful. These hook-ups contain 
diagrams which show the connection 
scheme for all types of separate unit 
combinations of Magnavox radio re- 
producers and amplifiers in conjunc- 
tion with all types of receiving sets; 
and also connection scheme of Mag- 
navox combination sets for all types 
of radio receiving sets, which enable 
even the inexperienced user to get the 
utmost from his apparatus. 

* * * 


Beautiful Lamps Made in 
Follansbee 


Fifty-seven designs of lamps, orig 
inal in motif and unusual in charac 
ter are shown in the new catalog of 
the Jefferson Co., Follansbee, W. 
Va. The shades are of crystal, hand- 
painted by talented artists. The 
mineral colors used are fired or fused 
into the glass. Bases are of Triton 
metal. The new catalog is as beau 
tiful as the products. 














The Faraday baseball team of Stanley & Patterson, Inc., New York City, were 
living up to the reputation of the products which they represent up to September 


18, when they had won 12 games and lost but two. 


In the bottom row, left to 


right are: G. Leonard; J. Leonard; J. McCabe; G. Anthony, and P. C. Clavell. Top 


row, lett to right: 
and R. Clavell. 


G. Merck; W. Hartman; H. Martin; R. Mehlen; E. E. Cuny, 











O 


p 
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Bill Hill a Manufacturers’ 
Agent 


W. J. (Bill) Hill, who has been | 


identified with the Boston jobbing 
trade for the past 10 years, recently 
severed his connection with the 
Lewis Electrical Supply Co. and has 
formed the Hill Specialty Sales Co., 
with offices at 10 High street, Boston. 
They will represent several concerns 
as manufacturers’ agents in the New 
England territory. 
+e 


Westinghouse Officials Visit 
Japan 


In response to urgent cables from | 


important Japanese interests, two of 
the highest Westinghouse officials, 
General Guy E. Tripp, chairman of 
the board, and Loyall A. Osborne, 


| 
| 








General Guy Tripp, right, and 
L. A. Osborne 


president of the Westinghouse Inter- 


national Company, left for Japan on 


October 4. They sailed from San 
Francisco on October 10 in the S.S. 


“Shinyo Maru,” and will visit Shang- | 


hai, Hongkong, Pekin and the Phil- 


ippines before returning home. 
x *k x 


Crysteel—The Story of 
Porcelain Enamel 
The story of porcelain in its many 
forms is so fascinating and so fraught 
with romance that many have writ- 
ten it up in connection with the com- 
mercializing of their products. The 
Benjamin Electric Mfg. Co., of Chi- 


cago has yielded to the impulse and the | 


beoket “Crysteel—How and Where” 
is the result. In the artistry of its 
language, the illustrations and the 
printing it is in thorough keeping 
with the subject. It presents in tab- 
loid form and entertaining as well as 
educational story of the art of por- 
celain enamel applied to steel. The 
Benjamin company is manufactur- 
ing enameled-steel products in_ its 
Crysteel Works and these products 
include not only those used in the 












13 Points of Superiority 


Oversize Canopy equipped for indi- —— 
vidual control. a 
Ample reamed out wireways. — 
‘“Absotite’’ Brass Chain. 
Notched Terminal Loop for Per- 
fect Balance. 


Special P. & S. Socket wired 


without removing. 
Socket extension for correct place- 








ment of lamp. 

Bevel pointed holder screws cannot 
loosen. 

Snug-fitting holder excludes dirt and in- 
sects, 


Red Spot nameplate quality and a gen- 
erous gauge of brass. 


Packed one to a carton and plainly la- 


beled. 
Plated Bronze Finish. 
14-gauge asbestos-covered wire in- 


cluded. 


Underwriter’s approval. 
















Sold only 
through 
Jobbers 





The first big kitchen lighting campaign 
success was scored with “Red Spots’’— 
sold through a jobber. The improved 
unit here shown has baked white enamel 
finish and contains new features of con- 
struction not found in any other hanger 
of this type. Ask for details. 





The Success of the 


Wakefield 


‘Red Spot” Hanger is based upon high quality at 
low price. Read the 13 Points of Superiority above, 
and then write us for the Wakefield Specification and 
prices. 











The F. W. Wakefield Brass Co. 
Elberta Street : Vermilion, Ohio 


Pacific Coast Representatives—George A. Gray Co., Los Angeles and San Francisco 
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ALADDIN VOLUME 
THROUGH THE 
JOBBER 


We manufacture in large 
Quantities. Thus we are making 
low prices on quality products. 
Jobber cooperation has enabled 
us to do this. We are building 
to double our capacity so we can 
take on some additional Jobbers. 








Sales Bulletin No. 3 


“BOUDOIR” LAMPS ° 


is our Specialty particularly 
now. 

We make many sets at different 

prices but can only show this 

one out of our most popular set. 





SET NO. 7420 


is composed of the above lamp 
in 3-color combinations 

White and Blue, Old Ivory and 
White and Pink 


They Retail for $5.00 
Sell to the DEALER for $2.50 to 
$3.00 according to quantity. 


Cost the Jobber 
in Lots-or 48......232 3 $2.00 
In Lots of 144................ 


Average Profit, 25% 
Take the Hint 


“ALADDIN” 


he “‘Wonderful Lamp” to sell 





electrical industry—-such as reflectors 
—but kitchen tables, table tops, 
cabinets, refrigerator linings, chemical 
tanks, etc. Those who are interested 
may have a copy of the booklet for 
the asking. 
eee 

Togesen Forms Sales Company 

A. 'Togesen has organized a com- 
pany known as the 
Sales Co., with headquarters at 207 
South Garfield avenue, 
to the trade as manufacturers’ 
agents. 

Up to March, 1923, Mr. Togesen 
was connected with the Crescent Elec- 
tric Co. of Chicago, covering a period 
of six years, after which for a time 
he was sales manager of the Diamond 
Electric Supply Co. of Peoria, which 
position he resigned to start the new 
The company is open for 


ties 


business. 
a few more good lines. 
* * % 
Making Glass Insulators at 
Lynchburg 

A merger of money, brains and ex- 
perience has been made at Lynchburg, 
Virginia, to manufacture glass insu- 
lators under the Brookfield patents. 

James Brookfield started) experi- 


| menting with insulating materials, and 


after a long time of experimenting, 


| he found that glass was the best com- 
| position to maintain this insulation. 


“Brookfield” is nearly symonymous 














Manufactured by 


Aladdin Manufacturing Co. 


Muncie, Ind. 














F. Clifford Rater 3 President, National 
Chelsea Radio Co., Boston, Mass. Brief 
mention was made in the September is- 
sue of the organization of the above com- 
pany. Mr. Estey brings to it breadth 


| of experience in radio, both in the engi- | 


neering and merchandising phases. 


Peoria Electric | 


Peoria, Ill. | 
They will distribute electrical special- | 











Price $15.00 
Color-Lite 3.50 


The Big Stores 
Use Flood-0-Lite Jr. 


Carson, Pirie, Scott & Co., The 
Fair, Mandel Bros., Betty 
Wales, Bedell’s, Bissell-Wei- 
sert Piano Co., Grossman Shoe 
Stores, Walkover Shoe Stores. 
and many other big retail stores 
are using large numbers of 
Flood-O-Lite, Jrs.. in their 
window displays. 








| We are telling electrical dealers 
and users of display lighting 
equipment all about Flood-O- 
Lite, Jr., through liberal dis 
play advertising in mediums 
like Electrical Retailing, Elec- 
trical Record, Dry Goods Re- 
porter, and Merchant’s Recor« 
and Show Window. 


Cash in on this advertising. Tell 
your dealers of Flood-O-Lite, Jr.. 
and get them to use one in their dis- 
play windows. It will help them 
sell and increase your volume of sales 


on Flood-O-Lite, Jr. 


Write for details about Flood-O-Lite, J: 


Reflector & Illuminating Co. 


Washington St., 


575 W. Chicago, Ill. 
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HEMCO JOBBERS!! 
IMPORTANT !! 





= 





) (cw HIS is the last month of the 
) sie big HEMCO Slogan Contest. 
~ If you have not taken advan- 








RULES tage of the opportunity for increased 
OF HEMCO Sales by emphasizing this 

CONTEST contest to your salesmen and dealers, 
“er ae do so now. Urge your dealers to put 


2—Closes November in a window display of HEMCO Pro- 


Setar are ducts during the week of November 
5 user of Electrical 19th to 24th, which we are planning 


f Appliances. 


. 4—$1000.00 in prizes to make HEMCO Week. Display 


ad ’ fi ° ° e ° 

ra pgp Ae material will be furnished you in 
s ae > quantity if requested, or sent direct to 
O —in Case Oo 1e 
‘ equal awards will your dealers, free of charge. 

© made. 


Clip and mail the coupon 
; to us for a supply of Con- 

test cards and window and 
i counter display materials. 








4 Send us a supply of HEMCO Display materials for use among dealers. 

jr Name 

0. Address 

iu. 
GEORGE RICHARDS & COMPANY 
557 West Monroe Street Chicago, Illinois 


| 
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ose MARK ¢ p To ols 


‘‘Red Devil” Pliers 


Favorites for Over a 
Quarter Century 








“Red Devil” Pliers have gained 
a world-wide esteem among 
particular linemen, 
electricians and me- 
chanics, for their 
fine quality and 
perfection of work- 
manship. 











Made in every style 
for every conceiv- 
able purpose—side 
cutting, end cut- 
ting, diagonal cut- 
ting pliers, chain 
nose, reamer nose, 
needle nose pliers, 
slip joint and but- 
ton pliers, etc. 













‘Red Devil’ 
Tools also comprise 
a complete line of 
Climbers, Connec- 
tors, Buffalo Grips, 
Haven’s Clamps, 
Linemen’s Belts 
and Straps—all in 
a class with “Red 
Devil” Pliers. 


Send for the “Red 
Devil” Tool Cata- 
log showing the 
entire line. 

























Send for Trade Prices 


Electrician’s Tool Booklet Free 


SMITH & HEMENWAY CO., Inc. 
Manufacturers of “Red Devil’ Tools. 
266 Broadway New York, N. Y. 


Sell him “Red Devils” 


Keep his confidence 



















with “glass insulators.” When any- 
body speaks of “Brookfield” he al- 
ways thinks “glass insulators.” 

For three generations this business 
of making glass insulators was con- 
ducted by the Brookfield’s, but, on 
account of ill health of Henry M. 
Brookfield, he sold the machinery, 
license and his patents, which had 
taken years of his inventive genius, 
costing thousands of dollars, to this 
new organization, the Lynchburg 
Glass Corp., Lynchburg, Va. 

They have also secured the services 
|of Wm. H. Schorling, former manager 
of the Brookfield Glass Co., Old 
Bridge, N. J., to carry on the Brook- 
|field process of making glass insula- 
|tors at their plant. 

The Lynchburg plant is being ren- 
ovated and the insulator machinery is 
being installed, and in a short time 
manufacturing will begin. The plant 
was built by the well known glass 
house builders, C. F. Cox & Son of 
Bridgeton, N. J. It has all the modern 
methods of taking care of the incom- 
ing freight and routing material, un- 
til it is on the shipping platform to 
be loaded into the cars. 

J. W. Gayner, who is a member of 
the Gaynor family that has for the 
past 50 years operated a successful 
glass plant, at Salem, N. J., under the 
firm name of Gayner Glass Works, has 
become identified with the Lynchburg 
Glass Corp. He acquired a substan- 
tial financial interest in the business, 
and will have personal and active 
management of the manufacturing end 


of the business. 
* * * 


Wilson Utensil Enters Larger 
Quarters 
| Wilson Utensil Co., of Dayton, 
Ohio, has recently moved to 429-31 
‘East Third street, Dayton. The 
change was made necessary on ac- 
count of increased business, which 
required more office and _ factory 
‘space. The new place consists of 
la four-story building containing 
|about 10,000 square feet of space. 
'The company manufacturers the 
“Moon” clamp lamp, “Moon” loud 
ispeaker and “Silver Moon” cooking 
| combination. 








* *K 


_ |New Company to Manufacture 


Radio Loop 

The Randle Radio Co., of Cin- 
cinnati, Ohio, has recently been in- 
'corporated and will specialize in the 
| manufacture of an inside loop for a 





LLEN FLU 


a 
NON-ACID -FOR-SODERING 


Five Forms 


Stick, Paste, Salts, Liquid, Oil. 
Alumi- er, Alumi-Flux, 


SODERING-SALTS 


FOR ALL METALS 


METAL SCREW CAP WITH OIL 

LINER KEEPS SODERING SALTS 

DRY UNDER ALL CONDITIONS. 
wv, 






THISLARGE 
OPENING f 
PERMITS 


—o GLASS JAR 
EASY AND [ff 


i] IS ALWAYS 


QUICK Fig CLEAN AND 
REMOVAL ff. HANDY FOR 
OF SODER- fj i SHOP,WORK 

ING SALTS. }f & BENCH OR 


d| IN THE 
i TOOL KIT 


——4 
ALLEN SODERING SALTS. 


For Sale by All First Class Supply 
Houses Everywhere. 


Put up in %, 1 and 5-lb. bottles, Also 
in bulk, tubs and barrels, 


Send for a Free Sample. 


& | Recorminc sueccie = INI @ 
LO. Ciistiy GY ° 


4586 N. Lincoln 8t. Chicago, Ml. 




















FOR A QUALITY FINISH 


Velvet Frost 


REG. U. S. PAT. OFF. 


Always 
produces 
the same 

permanent 
finish. 

White, 

Smooth 

and 


Uniform. 











Ready to use in 214, 5, and 
10 Ib. Cans. 


Marketed through the Jobber. 


McKAY COMPANY 
275 Water St., New York City 


Western Representatives 
Atlantic-Pacific Sales Co. 
San Francisco, Cal. 
Canada. 
L. C. Barbeau & Co., Ltd. Montreal 














AAV 
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ANOTHER REASON FOR USING ARROW SOCKETS 
THE ARRO-GRIP CAP 

















This wouldn’t have Note the insurance 
happened with against wire troubles 
ARRO-GRIP with ARRO-GRIP 








Aand AA 



































D and DD 











No. A-62 


Any Arrow Socket Body will take No. 62 Arro-Grip 
Cap. Use Arro-Grip Sockets for industrial pendent 





work to prevent fraying and pulling away of wires 
from binding screws. 





a 


THE ARROW ELECTRIC COMPANY Bp ll 
HARTFORD, CONNECTICUT 


The complete line of Wiring Devices 
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Shelton’s 
Balanced 
Distribution 


What It Means _ 
To You!” 


Shelton’s Balanced Distribution 
protects the jobber. It provides 
a means whereby jobbers hav- 
ing a surplus of Shelton Violet 
Ray may exchange them with 
another jobber having a surplus 


of Shelton Vibrators. 


This method of exchanging 
these products puts them where 
they will sell the fastest and at 
the greatest turnover speed. 


It keeps a balanced stock on 


your shelves—neither too many | 


radio set that does not need any 
aerial. Patents on this are held by 
one of the members of the Randl2 
Machinery Co.. B. & O. railroad and 
Powers street, where the new concern 
| also will locate for a while. The in- 
side loop consists of a “wave booster” 
that magnifies broadcasting, making 
it unnecessary to have any outside | 
wires. The concern has a capital of 
$100,000. William E. Randle, Jr., 
Elmer C. Randle and several others 
are interested. 
oe oe 


_Jane Carroll Heads Apex Home | 
Economics Department 


Unusual interest is attached to the 





‘appointment of Mrs. Jane Carroll by | 
ithe Apex Electrical Distributing Co. 
\of Cleveland, to head its newly or-| 
| 


| 








Jane Carroll 


violet ray nor too many vibra- | 


tors. 


This is but one example of Shel- 
ton’s desire to co-operate with 
the jobber. [t means money to 
you — less capital on your 
shelves and more money on the 
profit side of your ledger. 


Let us explain this new proposi- 
tion in detail. 


Write for our new catalogue 
and new proposition 


SHELTON 
ELEcTRIC CoMPANY 


16 E. 42nd Street, New York 
30 E. Randolph St., Chicago 








iganized department of home _ eco- 
jnomics. 


Jane Carroll is one of the foremost 
home economics experts of New: 
York City. Her contributions on! 
electrical housekeeping have been, 
recognized as authority by such’ 
papers as the New York Times and | 
Tribune, and her reputation 
|writer and teacher of home electrical 
| subjects places her among the lead-' 
ers in her field. 
| A married woman with children, | 
‘Mrs. Carroll has learned through | 
practical channels the benefits of, 
electrical housekeeping. © For the last | 
five years she has conducted sewing 
iclasses and cooking classes in New 
|York City, her principal work being 
‘in connection with New York central 
| stations. 

Mrs. 


as a 








Carroll’s first work for the 





ELECTRIC 
Sage “STEAM 


Hair Waver 


A marvel in 
its field. Easy 
to sell be- 
cause _ the 
Sage Wave is 
lasting. It sets the 
wave as it curls. 


Scientifically and 
mechanically cor- 
rect. 


It appeals to every 


woman ___ because 
she can easily and 
quickly produce 


with it just the size 
of wave she likes 
best, whether trav- 
elling or at home. 
Small steam pads | 
steam the hair— 
a treatment which 
is especially bene- 


ficial. 


The hair does not 
come in_ contact 
with the heating elements, as the 
steam pads protect the hair from 
overheating, burning or breaking. 


THE SAGE WAVE 


stays in the hair for a long time 
because of the steaming process. 
It takes the place of the expensive 
permanent wave. 


Dealers: 
Write immediate'y for 
our special proposition 


Made by 
The Sage Manufacturing Co. 
5713 Euclid Ave. Cleveland, O. 


Patents pending. 


ing Pads are in- 
cluded in outfit. 
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See our ad in 


SALES IDEAS SECTION 


for full particulars 





*‘Sweet Dreams’’ Lamp 





We Do Not Sell 


To Dealers. 





here is a 


Jobbers, 


with real merit for fast turnover. 


Packed in individual cartons. 
Cartons wrapped in 
HOLLY PAPER 
Jobbers price $2.00 each 
in Gross Lots. 
Price to dealers $2.50 each. 


HIGHLANDS MFG. CO. 
MUNCIE, IND. 


real article 


| 
| 
} 
| 








Reaches the job 


Server eee eeten 
< 





‘ 
—— 


ready to install 





@ RESULTS \ 


OR the Contractor 
H who appreciates in- 
stalling a job quickly 
and well, there is no 
help like Pittsburgh 
Standard. 


For the Salesman 
who appreciates get- 
ting conduit orders 
quickly and _ often, 
Pittsburgh Standard 
is a steady aid. 


When you are out 
& for results—sell Pitts- 
& burgh Standard. 


ee 
= aE 
SS 


Costs 

no more 
than ordinary 
enameled conduit 


ENAMELED 
Crit SeURGH, PA) 
E TALS CO! 












= pee 
; 
[> Saw on re ae ee wee ee 


| on she 


Apex company will be to travel and 
educate various district managers on 
the merits of the Apex Company’s 


_ latest appliance, the Rotarex Electric 


Kook-Rite, with which she has thor- 
oughly familiarized herself. Later 


will conduct an electrical 





housekeeping school for the exem- | 


| plification of better electrical methods 


of cleaning, washing, ironing, and 
cooking. 


tim oO 
Black & Decker Organization 
Changes 
Robert D. Beach, who has been 
branch manager for the Black & 
| Decker Mfg. Co., Baltimore, in 


charge of the Philadelphia territory, 


will return to headquarters about the | 


middle of November where he will 


_ take up his new duties as advertising 


manager for the company. 
ceeds Mr. Brogan who as heretofore 


announced in Ture Josper’s SALEs- 


MAN, will go into the advertising | 
| agency business under his own name | 


on January 1. 


H. G. Smith, sales manager for | 


Western 
vania will succeed Mr. Black in the 


Pittsburgh and 


| Philadelphia territory, which includes 


all of Pennsylvania, Delaware and 
New Jersey from Trenton south. 









Harry D. Rei, district sales manager of 
the Crouse-Hinds Co., who was a director 
of the Cincinnati Fall Festival Co. and in 
charge of the sale of space and manage- 
ment of the Electrical Show feature. He 
made a marked success of his work, 25 


| per cent more space being sold than at 
' any previous show. 


He suc- | 


Pennsyl- | 














Improved Xmas Tree Outfit 
No. 80—PROPP—No. 80 


Flexible Practical Up-to-date 


Build Them As You Like 











SEASON’S BEST SELIER 


coe Hl tla @ Os 
: 3 Fxg © 
fe ; 





Catalogue sent on request 
showing complete variety of 
Sets, Lamps and other Propp 


Products. 


LIBERAL TRADE DIS- 
COUNT (Thru Your Jobber) 


THEM. PROPP CO., Manufacturers 
New York City 
12x18 life size display in 10 


524-526-528 Broadway, 


colors by request. 


Szpport the Manufacturer 
with a Jobber Policy 











————— 


cent 





White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
is clean, 
Safe to use 
—no harmful or acid effect on hands 


each. Etch-O-Lite 


rapid and economical. 


or clothing. 


Guaranteed 


Permanent - Heat Proof 

















Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
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RIGID STEEL 
CONDUIT anv FITTINGS 


The Steelduct Company 


Youngstown, Ohio 








— 
— 


CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 


POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 




















220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 























WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


S seno FOR BOOKLET CONTAINING» 
VALUABLE 











E. W. Martin Chicago District 
Manager 

Appointment of E. W. Martin as 
Chicago district manager has just 
been announced by the Valley Elec- 
tric Co., St. Louis, manufacturers of 
single phase and polyphase ball bear- 
ing motors, rectifiers, and other elec- 
trical products. Mr. Martin comes to 
the Valley organization from the 
Westinghouse Electric & Manufact- 
turing Co., with which he has been 
associated for a number of years in 
various capacities. 

The appointment of C. L. Krentz 
in the sales department at the Chi- 


cago office is also announced. 
* * # 


American Brass Absorbs Na- 
tional Conduit & Cable 

The National Conduit & Cable 
Co. at Hastings-on-the-Hudson, N. 
Y., has been taken over by the 
American Brass Co., as announced 
by John A. Coe, president of the 
brass company. Ralph E. Day, su- 
perintendent of one of the Waterbury 
plants of the brass company, will be 
transferred to the Hastings plant. 
The new plant has a capacity of 10,- 
000,000 pounds of copper wire per 
month. It manufactures conduits, 


cables, insulated and bare wires. 
* * x 


Cranston Made General Elec- 
tric Coast Manager 

An important appointment of the 
General Electric Co. on the Pacific 
Coast is that of James A. Cranston. 
He becomes Pacific Coast manager of 
the company to succeed Dr. Thomas 
Addison. The appointment was ef- 
fective September 1. Mr. Cranston 
will hereafter be in San Francisco. 

He became identified with the 
Northwestern Thomson-Houston Co. 
in 1888. A year later he was trans- 
ferred to Portland from St. Paul. 
When the General Electric Co. was 
organized in 1892, Mr. Cranston as- 
sociated himself with the company 
and was made manager of the Port- 
land office in 1900 which position he 


held until 1919 when be became 
Northwestern manager. 
. * * 
McGreevey Represents Steel 
City 


J. F. McGreevey, 10 High street, 
Boston, has been appointed sales 
representative of the Steel City Elec- 
tric Co., Pittsburgh, for the upper 
New England States. 
























PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 





















Complete Service 








INDUSTRIAL WIRING 
DEVICES 
SAFETY SWITCHES 


SERVICE CAPS, PIPE ENDS 


Wayman Electric & Mfg. Co. 
EAST PALESTINE, OHIO 
Successors To 


The Efficiency Electric Co. 



























The Valentine-Clark Co. 




















The secret of wood preservation is 
simple: Poison your wood 8o it will not 
be attacked by fungi at the ground line 
by using a HIGH-BOILING OIL OF 
COAL TAR. This will forever hold the 
poison and not leach out. Results are 
Permanent if properly applied. 

Specify V-C Butt Preservation. This 
guarantees you a perfect Process of Pole 
Butt Preservation. 











HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge steel. 

Can be put through smaller holes 
than average toggle bolt. 

First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman S8t., Chicago, Ill. 
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BELL RINGING TRANSFORMER 


s5 


Dongan Electric Manufacturing en 
BELL RINGING & RADIO TRANSFORMERS 


Detroit. Mich 











Parkersburg G. Pp 


Standard Knobs, 
Cleats, 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical || 
Fittings, Fuse Blocks, Switches, 
V.T.Sockets, Radio Specialties. | 


GENERAL 
PORCELAIN CO. 









MARK 


Manufacturers of 
Tubes and 


High Tension Pin 











YAGER’S 


Soldering Flux 


Standard for half a century. Keeps 
dry and granular in new style con- 
tainer. Non-corrosive. See that your 
dealer has sufficient stock. 

This is our Semi-Centennial year. 

ASK them to buy YAGER’S SOLDERING 
PASTE. A quick, safe and sure flux. Write 
vour house for prices so you will be prepared 
to quote the trade. We furnish it by MAIL 
in three sizes of the familiar blue and white 
cans: 2 0z., % Ib. and 1 Ib. 


ALEX. R. BENSON CO., 


Hudson, N. Y. 


For list of distributors see McRae’s 1923 Blue 
Book, 


Inc. 

















Have Your Dealers 
Specify 
AISLE-LIGHTS 


For lighting the aisles of theatres 
and auditoriums. They give a 
substantial profit to all interested 
in their sale. Aisle-Lights are well 
known—are used in the majority of 
theatres and are easiest to sell. 
Have your dealers recommend 
Aisle-Lights—every time! 


Exhibitors Supply Co. 
825 S. Wabash Ave. Chicago, Ill. 











Kearton & Nagle Get Connect- 
icut Territory 

The trade in the state of Connecti- 
cut will be interested to know that the 
Steel City Electric Co., of Pittsburgh 
has placed the Connecticut territory 
under the supervision of sales repre- 
sentatives Kearton & Nagle, 71 W. 
Twenty-third street, New York City. 
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Statement of the Ownership, Management 


Circulation, Ete., Required vy the Act of 
Congress of August 24, 1912. 


of The Jobber’s Salesman, published monthly 
at Chicago, Ill., for October 1, 1923. 
State of Illinois, County of Cook, ss. 

Before me, a notary public in and for the 
State and county aforesaid, personally ap- 
peared Frank A. Merkel, who, having been 
duly sworn according to law, deposes and 
says that he is the secretary of the Electrical 
Trade Publishing Co., publishers of The 
Jobber’s Salesman, and that the following is, 
to the best of his knowledge and belief, a 
true statement of the ownership, management 


(and if a daily paper, the circulation), etc., 
of the aforesaid publication for the date 
shown in the above caption, required by the 
Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on 
the reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and busi- 
ness managers are: Publisher, Electrical 
Trade Publishing Co., 53 W. Jackson Blvd., 
Chicago, Ill.; editor, Howard Ehrlich, 53 W 
Jackson Blvd., Chicago, Ill.; managing editor, 
Henry W. Young, 53 W. Jackson Bivd., Chi- 
cago, Ill.; business manager, R. D. Flavin, 
53 W. Jackson Blivd., Chicago, III. 

2. That the owners are : (Give names and 
addresses of indiviiual owner or if a cor- 
poration, give its name and the names and 
addresses of stockhold*rs owning or holding 
1 per cent or more of the total amount of 
stock) Howard Ehrlich, 53 W. Jackson Blivd., 


Chicago, Ill.; Chas. W. Forbrich, 53 W. Jack- 
son Bivd., Chicago, Ill.; Frank A. Merkel, 53 
W. Jackson Blvd., Chicago, Ill.; R. Foote, 
Corn Exchange National Bank, Chicago, III. 

3. That the known bondholders, mort- 
gagees, and other security holders owning or 
holding 1 per cent or more of total amount 
of bonds, mortgages, or other securities are: 
(If there are none so state). None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders 
as they appear upon the books of the com- 
pany but also, in cases where the stockholder 
or security holder appears upon the books of 
the company as trustee or in any other 
fiduciary relation, the name of the person or 
corporation for whom such trustee is acting, 
is given; also that the said two paragraphs 
contain statements embracing affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do net appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner; and this affiant has no 
reason to believe that any other person, asso- 
ciation, or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication gold or distrib- 
uted, through the mails or otherwise, to paid 
subscribers during the six months preceding 
the date shown above is (This information is 
required from daily publications only). 

Frank A. Merkel. 


Sworn to and subscribed before me this 
27th day of September, 1923. 

(Seal.) Elsie E. Stover 

(My commission expires Dec. 10, 1925.) 
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Glass Insulators 


are best 
for 
Low and Medium 
Voltages, Because of 
their Durability, 
Efficiency, Low Cost 
and Uniformity. 
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BRUNT! 
Guauity PORCELAIN 


QUALITY 





Manefactured under 
license from the 
Porcelain Appliance 
Corp. 


Patented 
Feb. 3, 
1920 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


Our goods marketed through the 
Jobber. 
COLUMBUS, OHIO 
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--Resilient 


The word “resilient,” when applied to the Spring Threads, 
with which Peirce Brackets and Insulator Pins are 
equipped, means the elimination of insulator troubles. 


















These Spring Threads, while firmly secured against re- 
moval, are free on each end so that an insulator, even one 
with an irregular or poorly formed pin hole, may be easily 
screwed to the proper position and as easily removed. 
Insulator breakage due to temperature changes is also 
eliminated—the resilient spring thread absorbs the ex- 
pansion of jthe pin or bracket. 


Recommend Peirce Brackets and Peirce Pins to your Cen- 


tral Station trade. They are all equipped with the spiral 
spring thread. 


HUBBARD & COMPANY 


PITTSBURGH o: CHICAGO 
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EVEREADY STANDARD 
TUBULAR FLASHLIGHT 
FOR INDOOR USE 




















1 
right on the spot you want it, and nowhere else 
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&Mr. Salesman: 


ment recently appeared in attractive color as a full page in The Saturday Evening Post and several othe1 





Again the National Carbon Company helps you increase your sales. The above aavertise- 


Every home should haveplenty of Evereadys. Handy, ae 
dependable, portable light, useful from cellar togarret. —— 
Safe too. Flameless, it can not set anything afire. ae | 
Me VEREAD') 
Outdoors—in traveling, hunting, boating, fishing, Eh CEU | 
and motoring—it protects against accidents by avoid- \ ute 

| ing mistakes. Hew cx —? 

7 4 7 rae = nae 


> 


. Covers off as usual . . My Eveready Flashlight is as necessary in the nursery as a quiet footstep . . * 


The EVEREADY FLASHLIGHT is the minute 
man of light— instant light when you need it, 


Ever turn on the light in the nursery, and wake up the youngsters? Not 
pleasant for you, and certainly not pleasant nor good for the youngsters. 


Why not avoid it by using Eveready Flashlights? The proper light in 
a nursery at night—or a sick room—and in a bedroom always. Mothers, 
physicians, and nurses all need them. 








The light of a thousand uses, and one use often repays a 


thousand times the small cost— 65 cents to $4.50. 
Eveready Flashlight Bat 





There are 60,000 Eveready dealers trained to deliver Eveready teries fit and improve all | 
| : >] lol IU Cell makes of flashlights; | 
service with the sale of Eveready Flash ights and nit Cell they give a brighter | 
. q | 7 } t ' 
Batteries; at electrical, hardware, drug, sporting goods, and | light; they last longer. 


general stores, garages, and auto accessory shop ° 


magazines. Such advertising will help you induce your dealers to concentrate on the Eveready Line. 


NATIONAL CARBON COMPANY, Inc. 


Atlanta 


Long Island City, N. Y. 


Chicago Cleveland’ Kansas City San Francisco 





oe r/ 
‘*A full order book maketh a fat pocket book.’’ And that’s 6 ) 
not a platitude but a plenty. You men who sell electrical 
appliances know that selling a line with ready dealer ac- 

ceptance and steady consumer demand is a whole lot easier 

than performing with the other kind. 


‘‘Hold-Heet’’ appliances sell readily because they serve so 
well and repeat and repeat. One ‘‘Hold-Heet’’ appliance in 
a home nearly always means the early adoption of other 
members of the ‘‘Hold-Heet’’ family. 


Wrap your mind around this fact. You can sell ‘‘Hold- 
Heet”’ appliances easier than you can sell against them. Go 
with the tide—don’t buck it. Tell your boss you want to 


Sell 


Merchandise 


—it means quick easy sales for you and real profits for him. You can 
sell any electrical merchandise you want to the first time, but it is the 
repeaters that make it easy for you to go back to the dealer and get an- 
other order instead of a kick. That is the real secret of ‘““‘Hold-Heet’s” 
success—yr¢ peats. 


Thousands of good dealers know by experience that ““Hold-Heet” appliances represent more 
real honest-to-goodness value per consumer’s dollar than any similar line on the market— 
bar none! No mancan argue against a success. And “Hold-Heet” is a real success—not 
a flash-in-the-pan success, but an enduring success. Jobbers are keen for the “Hold-Heet” 
sales franchise—they know it for a sure winner. Ask a few who have it—and ask a few who 
would like it., 


Tell us, J. S., whom you sell for and we will send you a whole budget of facts about “Hold- 
Heet” merchandise and how we help dealers sell it—things you ought to know. If the boss 
will write too we will send him the complete story about the fastest selling line in the in- 
dustry —“Hold-Heet”. Address 


Russell Electric Company 


Manufacturers of “‘Hold-Heet’’ Appliances 


340 W. Huron Street, Chicago 


Sire aN ie 





Sales Ideas 


Successful Sales Stunts 
for those who Retail 
and Install Electrical 
Products~ ~¥P 

















Sales Ideas 


Program for 12 Months 


NOVEMBER—Radio 


DECEMBER—Annual Clearance 
Sales 


JANUARY—Small Appliances 
Adapted for use in home, hospital, of- 
fice and factory. 


FEBRUARY—Cleaning 


Vacuum cleaners, scrubbers. 
MARCH—Home Electric (Wiring) 


APRIL—Home Lighting and 
Fixtures 


MA Y—FElectric Laundry 


Washers, ironers, dryers, flat irons. 
JUNE—Fans and Ventilation 
J ULY—Hot Weather Selling 
AUGUST—Cooking and Baking 


Ranges, ovens and all portable cook- 
ing appliances. 
SEPTEMBER—Commercial 
Lighting’ 
OCTOBER—Christmas Selling 


Appliances, Xmas tree outfits, flash- 
lights, toys, ete. 


Published by 
Electrical Trade Publishing Co. 
Chicago 
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"The Jobbers Salesman 


PART II 
SALES IDEAS 


Successful Sales Stunts for Those Who 
Retail and Install Electrical Products 





November, 1923 


The World Laughs With You 


Sales Stunt No. 59 





ECURE a large sized globe of 

the world. Paint eyes, nose 
and mouth upon it and put a head- 
set on the globe with the ear pieces 
just where they would be if the 
globe had ears. Use this as the cen- 
ter of attraction in your window 
display and place a receiving set 
over on one side with the headset 
cord attached: to the receiving set. 
Be sure that the globe has a good, 
broad grin and print on a card in 
prominent type these words: “All 
the World Connected with You by on 
Radio.” 

















Radio Store Gives Free News 
Service 


Sales Stunt No. 60 


CANADIAN dealer who has made his store known as the distribut- 

ing center for news received by radio, encourages the public to 
call up by telephone for news and market reports. A correct check is 
kept upon all such telephone requests and if the same party continues 
to be interested, he is followed up and sold a set of his own. In this 
method of developing business, patience is required, as the dealer must 
first get the reputation for supplying the news cheerfully over the tele- 
phone before he can develop such inquiries into prospects. 








Bulletin Board Service 
Sales Stunt No. 61 


N enterprising small town radio dealer gets business by running an 

evening news service culled from the news bulletins broadcasted 
from a city several hundred miles 
away. As the news comes in it is 
typewritten and about twelve copies (Ne, 
are distributed to shoe shine par- 
lors, billiard parlors, cigar stores, 
barber shops, hotels and other 









7 


| AB AO 





places where men congregate in the 
evening. The bulletins are headed 
up “Baseball Scores by Radio” and 
are followed by the advertisement of 
the dealer. This same dealer posts 





a large news poster in his own win- 
dow every evening and of course, 
emphasizes the fact that full news 
service is received daily by any one 


Bulletin Service Gets the Crowd 


owning a receiving set. Whenever 
any big sporting or other event of popular interest occurs, the police 
are required to handle the crowds which gather in front of this store. 


Brighten Up the Shelves 
Sales Stunt No. 62 


AINT or enamel your shelves and also the back and partitions white. 

This will reflect the light and make them more attractive and furnish 
a contrasting background for the highly finished radio sets and parts. 
This will be found to catch the eye of the customer as soon as he enters 
the store. The general effect is brightening to the mind and conducive 
to sales. 


Announce Big Events by Radio 


Sales Stunt No. 63 


IS found profitable by an Indiana dealer to install a big receiving 
set with amplifier on a temporary basis whenever an important event 
is impending. Returns on prize fights, world series ball games and other 
events of general interest make it worth while for these sets to be 
installed. 








A ‘‘Radio Week’”’ 
Sales Stunt No. 64 


HE three radio dealers of a small Western city got together and 

developed a considerable amount of business by staging a radio 
week, Announcements were sent to people living in the outskirts of 
the city and to farmers located within 30 or 40 miles. All were invited 
to come in simply to see radio demonstrations and no particular effort 
was made for immediate sales. The number of sales, however, was 
unexpectedly large and the business which later developed has made 
the proposition very profitable. 


Radio Roll of Honor 


Sales Stunt No. 65 


ERE is a novel way to draw the attention of everyone in small or 
medium-sized towns, and, in large cities, of the people in a certain 
locality. Print the names of people who have bought radio sets in the 
past month or so. Title it “The Radio Roll of Honor.” Post promi- 
nently in the window. Head line it, “Will Your Name Be on the Radio 
Roll Next Month?” 


‘*Radio Ruth’’ Announces 


Sales Stunt No. 66 


’T*O MAKE a display on the side- 
walk just outside the store, 





borrow a wax model from some 
department store friend. Run the 
horn of a loud speaker into a posi- 
tion so that from a little distance 
the model will apparently be talking 
into the loud speaker and the sounds 








coming from the model as though 
speaking through a megaphone. 
Hang a little card around the neck 














of the model with these words: 
“Radio Ruth Will Entertain at 
8 o’Clock Tonight.” This will many “Radio Ruth” 

times bring people clear across the 

street. This may be varied by concealing the horn of the loud speaker, 
at least partially, behind the model, so that the sounds appear to come 


from its mouth. 





























Appeal to the Charitable Minded 


Sales Stunt No. 67 


Ft IDEA which has been widely used but which still has great possi- 

bilities is inducing those who are known to give generously to 
charities, to buy radio receiving sets for their local hospitals, infirmaries 
and old peoples’ homes. Nothing will so brighten hours of suffering and 
relieve the monotony of those who cannot get out into the world. The 
appeal is one which few charitably-minded folks can resist if it is well 
presented. 


Evening Program Stimulates Trade 
Sales Stunt No. 68 


_” electric company in Grand Rapids keeps open evenings to give 
regular free radio concerts. The concert is preceded by a little 
selling talk on radio. After the concerts there is a general question- 
and-answer discussion during which interested prospective customers 
are shown how easily and cheaply they can have receiving sets of their 
own. The concerts are advertised in the newspapers and the public is 
invited to attend. 


Receiving Radius Cards for Display 
Sales Stunt No. 69 
N HEAVY white cardboard 


signs of circular form, with 


each set in your display window, |], ps Uplie ) ali yy 
print in large letters the number of \\ Pa 1 


miles each set is relied upon to 
cover. Place the card directly be- / 7s 
hind the set. Use smaller circles , 








for smaller sets and arrange them RADIUS 
in the window so that the larger -= = 

ones will be in the middle ard the ; — ) 
smaller ones at the sides. There i; ma ae 2 


























still much hesitancy on the part of 
the buying public as to whether or 
not they can be sure of reading dis- Show the Receiving Radius 
tant stations. This stunt, therefore, 

is duly impressive. In lettering the signs be conservative as to 
distances. 
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Street Concerts Put Him on 
the Map 


Sales Stunt No. 70 


A JACKSONVILLE, Fla., 
dealer attracted a great deal 
of attention to his radio department —y 
by giving concerts from a moving 
automobile. The set was installed 
in a large touring car which car- ( i 








ried a sign extending all along the w 

side. The loop antenna was pivoted = = 
so its direction could be changed as S0"D a 
the car turned corners or wove in . } 
and out among traffic. As the car 
was driven slowly about town dur- 
ing concert time it received the 
attention of everyone on the streets. Concerts From Moving Car 
The dealer who made use of this par- 

ticular stunt says: “It certainly put us on the map in the radio line.” 
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Get Co-operation of M. D.’s and 
Nurses 


Sales Stunt No. 71 


OCTORS and trained nurses are enlisted by an eastern dealer to 

help him sell radio. This dealer calls personally upon them and 
suggests that then or in the future they might have patients to whom a 
receiving set would be a real boon. He explains how inexpensive such a 
set may be, and how easily it may be installed without disturbing the 
patient. In cases where it seems expedient he offers a commission for 
sales. In this way he gets opportunities to sell to many “shut-ins” 
which other dealers never hear about. 


Ads in School Publications 
Sales Stunt No. 72 


DVERTISING in school publications pays the radio dealer. The 
cost of the advertising is low and the bill can be traded out in 
radio parts. 








Correct Time by Radio 
Sales Stunt No. 73 


NDUCE your leading jeweler to install a good receiving set and thus 

receive exact time signals sent out by the government from Wash- 

ington. When the jeweler advertises “correct time by radio” he is 
boosting your business as well as his own. 


Where Women Get Together 
Sales Stunt No. 74 
HA‘e you ever noticed that 


wherever women congregate 
and there is a phonograph handy, 
that the instrument isn’t silent long. 
A good tune seems to make feminine 
tongues work even faster. For this 
reason many live radio dealers are 
making their quickest radio sales by 
going direct to women’s clubs and 
factories and offices employing a 
great number of women. Make all 
these calls in your territory. ‘This 
entails outside work, but well- 
directed sales effort outside the Ge Wivcet to thee Weenee’s Claks 
store is as profitable as accepting 





counter trade. 


Calendar of Events 
Sales Stunt No. 75 


SCERTAIN in advance the weekly programs of stations within a 
radius of 200 or 300 miles. Have the items of these announce- 
ments printed and arrange in chronological order in strips about 12 
inches wide and 36 inches in length. Call these strips a “Calendar of 
Events.” Cream colored heavy stock with bold faced type would be 
advisable. Hang these strips in your window—if it is a double window 
paste one in the same relative position in each window. When you find 
out how your prospects will watch for these weekly announcements you 
may think it worth while to get a black, narrow wooden frame for the 


strips. 


Prize for Radio Pictures 
Sales Stunt No. 76 


RADIO merchant in New England has hit upon an excellent way 

of actually registering the fact that his customers are using their 
radio sets out of doors. Each week he is offering $10 worth of radio 
apparatus for the best snapshot submitted of outdoor radio. So far 
he has had a substantial number of entries in his competition, and the 
interesting thing about his plan is that the number of photographs 
submitted increased in number each week. The recipient of the prize on 
each occasion is photographed at the entrance to the store, and the 
picture is included in the “Prize Winning Gallery” in the window. 
Alongside the photographs in the gallery is the question, “Will your 
photograph appear here next week?” It’s an idea that is cumulative 
in its value. 


Time Killing Power of Radio 


Sales Stunt No. 77 





ELLING radio to store keepers 


for giving free concerts serves § ©) a 
to further popularize the fad. <A ¢ WN 
dentist in Detroit advertised that he ‘a / 
gave radio concerts to people wait- g S 
ing to have teeth pulled or filled, 





and another dentist attaches a head 








piece to patients on whom he is , 7 
doing minor repair work. A cigar 
. . 4 

man in Osseo, Mich., installed a , O59 

. . . . . a3 q 5 ° 
radio in his place of business which ae y 
attracted many customers. ‘This St a 

be — 








hunch can be worked any place 
where people congregate and have Awaiting Minor Repairs 


time to kill. 


Bootblacks Good Prospects 
Sales Stunt No. 78 


SMART radio salesman in Oakland, Calif., sold a receiving set to 
a bootblack who entertains customers with free concerts. The 
bootblack shop is always crowded during the hours when these con- 


certs are going on. 








A Radio ‘‘Hitching Post’”’ 


Sales Stunt No. 79 


NEW YORK dealer devised a 

clever variant of the loud- [ & 
speaker which talks to the crowd on * 
the sidewalk, by providing a radio 
“hitching post” with head pieces A 
connected. Jacks are also provided 
so anyone could connect his own 
headpiece. During the World Series 
baseball games last year the crowd 

















around the “hitching post” gave i | 

ample evidence of the popularity of P@zJ). | é 
the stunt. This may be arranged RX - \ ‘ 
just inside the store entrance, or if —— | 

an attendant can be kept on hand at Radio “‘Hitching Post” 


all times might be mounted outside. 


One Man Handles the Radio Bugs 
Sales Stunt No. 80 


DEALER in Cleveland found that his radio department had plenty 

of customers but fewer sales than the effort and investment justi- 
fied. Investigation showed him that his salesmen were spending too 
much time discussing technicalities with radio bugs. He corrected the 
fault by insisting that all technical questions should be referred to one 
man who was a competent expert, and the under-salesmen were held 
strictly to the job of selling instead of talking radio. 


Sell a Good Radio Book 
Sales Stunt No. 81 


66“ ELL a good radio book, and know the book you sell” is the advice 

of a successful New York dealer. He goes on to explain that a 
great many questions will be answered by the book which otherwise 
would have to be answered by the dealer or his clerks. The reason why 
the dealer must know thoroughly the book he sells is so, when customers 
do ask questions, he can turn to the right page and show them that the 
answer is in the book—thus training them in looking up the answers 
for themselves. 


e 


Advertise the Long Distance 
Record Holder 


Sales Stunt No. 82 


OCATE the person in your city or district who holds the long- 

distance receiving record, for good reception. As in the case of 
the hole-in-one golfer, you will have to more or less take his word for 
it. Get his name and photograph with permission to use them in a 
window display, together with a radio set of the same manufacture as 
the one he used in making the record. Then watch the way in which 
sales of this particular set spring up. 


Get After the Retired Men 


Sales Stunt No. 83 


RADIO dealer in New York 

state observed that there were, 
in several of the communities in his 
territory, a considerable number of 
retired farmers and merchants. He 
further observed that these old men 
were not only well-to-do, but they 
had a lot of time to kill. With the 
aid of the postmasters, he made up 
a prospect list and went to work on 
them, with the result that many of 
these retired folk now have good- 
sized receiving sets and they are the 


biggest radio boosters this dealer The Old Men Are Great Boosters 
has. 








Equip a Shop for the Boys 
Sales Stunt No. 84 


WELL-EQUIPPED shop is placed at the disposal of radio 

amateurs by a Sacramento dealer so they can put together “home 
made” sets under supervision of an expert. The shop does not pay in 
dollars and cents—in fact it represents an actual money loss regularly 
each month,—but the amount of good-will it develops among the fathers 
and mothers of the boys who work there makes it one of the best-paying 
forms of advertising this dealer ever used. 








Getting Advertising Slides Into 
Movie Houses 


Sales Stunt No. 85 



























NE smart dealer made arrangements with the movie houses of his 
town to display news received by radio on their screens. The 
news items are typed on regular celluloid slides and are shown to the 
audience in the intermission between the regular films. Of course, the 
dealer’s name and the fact that he is headquarters for radio is promi- 
nently mentioned on the slide. 


Tip off Parents on Radio Gifts 
Sales Stunt No. 86 


AST year an enterprising electrical dealer picked up a lot of radio 
business at Christmas time by noting down things which some of his 
youthful regular customers wanted but could not afford to buy. He i 
“sounded” these boys until he got the desired information, then called 
up their homes and “tipped” the parents to the fact that George or 
John wanted certain radio material, offering to supply it with the 
understanding that it could be exchanged after Christmas if the boy so 
desired. The stunt worked well. 


To Move Loud Speakers 
Sales Stunt No. 87 


ERE is a way to help move loud speakers. Secure the photographs 

of several popular radio singers. Cut the corners down and put one 
into the opening in each loud speaker. Put these in the window with a sign 
over each giving the name of the artist and the time when he or she may be 


heard. 


Going After the ‘‘Missed Sale’’ 
Sales Stunt No. 88 


FTEN a sale is missed because you are “just out of that number.” 
Have postcards printed to read “On (date) you inquired for (name 
of article) which we were out of at the time. Our stock has now been 
replenished and you can secure one at any time. Have salesmen fill in these 


cards ready for mailing at the time of the inquiry; mail as goods arrive. 

















Boy Salesmen Paid in Radio Parts 


Sales Stunt No. 89 


667 USE radio chiefly as a means of enlisting boys as ‘junior salesmen’ 

for home appliances,” says a New Jersey dealer. ‘The idea was 
more or less of an accident. A bright young fellow who had purchased 
quite a bit of radio stuff from me was regretting one day that he could 
not afford to buy a certain kind of receiving set. I got a hunch and 
said to him, ‘Can you sell a vacuum cleaner?—if you can, you will make 
enough by that one sale to pay for the set you want.’ He started out, 
determined to sell that cleaner, and he sold it. Later he sold several 
more, and other boys who wanted money for radio parts came and asked 
for a chance to sell something to earn money. ‘Today I have boys sell- 
ing lamps, cleaners, irons and one of them even half sold an ironing 
machine, though I had to do the closing for him. I find I get a lot of 
business through these boys, and as I pay them in radio parts at regular 
price I make a double profit on their work.” 


Stage a ‘‘Radio Wedding”’ 


Sales Stunt No. 90 


(;* in California, they staged a “radio wedding” which attracted 
a lot of attention not only to radio but to the electrical dealers’ 
regular line of household appliances. A young couple was found willing 
to have the ceremony performed in a radio broadcasting station. Then 
the dealers got together and contributed a full set of home appliances 
to the “radio bride,” these appliances being exhibited in a display win- 
dow in the center of town. The affair attracted a great deal of atten- 
tion, and all who owned receiving sets were besieged by friends who 
wanted to “listen in” on the ceremony. Naturally, many of those who 
thus became interested bought receiving sets of their own later on. 





HE sales stunts in the ‘Sales Ideas’’ section are selected from the best that 
"hm appeared from time to time in the electrical, business and class publica- 

tions, and association proceedings, as well as from among those contributed 
direct to us by dealers, central station appliance departments, manufacturers 
and others. General acknowledgement is made to these various sources that have 
been helpful to us in producing something that we believe will be useful in the 
common aim—to help the electrical industry. 




















ELECTRIC LIGHT 
FIXTURES 


are the logical ones for dealers to han- 
dle—here’s why: 


They are sold exclusively through elec- 
trical jobbers. There is a jobber near 
you who carries in stock a complete 
line of Williamson Electric Light Fix- 


tures. 


Instead of trying to load up your shelves 
and tying up capital, you can draw from 
these stocks as your sales demand. 


This policy assures economical service 
and quick deliveries. You then practic- 
ally carry a sample line which gives you 
a maximum number of turnovers. 


R.WILLIAMSON & CO. 
CHICAGO 


























We'd Hate to Brag 


about the Moon Loud 
Speaker the way our 


Dealers and Users Do! 


They say it’s a “world-beater” and things like that — perhaps 
they’re right — they ought to know — but all we claim for the 
Moon is that it is the 


most successful 
non-magnetic 








Only 


ne 


TWO TYPES-—-for single or 
double phone connections. 





Made of heavy aluminum with fine 
indestructible black finish; iron 
sound channels — stands 15 inches 
high. A beauty and efficient. 

Thousands of Moon Loud Speakers 
were sold last season. As soon asa 
dealer begins selling them he sells 
many. Enthusiastic users tell their 


( ee ares friends. .And we are advertising the 
— Moon in the national radio maga- 


®areurs Ba p z8 a 
zines. Prepare for profitable sales 


by getting the Moon. 
DEALERS: Write for samples; mention your 
jobber 








JOBBERS: Write or wire for sample and 
terms 


WILSON UTENSIL CO. 
Dayton, Ohio 


Also manufacturers of Moon Clamp Lamp and Silver Moon Cooking 
Combination 



































Alwys RELIABLE 


A Neutralizing Condenser 
with a Million Friends 
When a small matter of 75c will buy a 


device that adds $75.00 worth of improve- 
ment to any up-to-date radio set, it is not 









BFITA BL surprising that it gains thousands of cus- 
Precision Variable tomers for dealers. For clarity, increased 
Micro Air range and neutralizing capacity on all tuned 


radio circuits sell the Reliable Condenser. 


Condenser 


A NECESSITY 





Reliable Audio and Radio 
Transformers 
There are also Reliable Audio and Radio 
Transformers of the latest design at attrac- 
tive prices. 


WRITE! 


The Reliable Parts Mfg. Co. 
2819 Prospect Ave. Cleveland, O. 
Members Radio Trade Association 


This display container ADJUSTMENT 


holding 24 condensers 


makes your selling easier. SLEEVE =, 
Zach _ 


25c extra for base mount. 

















There Are Long Profits in 
AISLELITES 














| 
D1 


klectrical Contractor Dealers—everywhere are making 
profits specifying and installing our Aislelites in Theatres and 
auditoriums. Get full particulars—Send for descriptive circu- 
lars and net prices. 


Exhibitors Supply Company 


825 So. Wabash Ave. Chicago, IIl. 




















SCHINDLER 


50c to 75c 


MICA CONDENSER 


Schindler “Build-Up” Condensers fill a definite 
need for reasonably priced condensers that may 
be easily increased or decreased in capacity. 
By the use of a “Build-Up” Mica Condenser 
you can change from an ordinary phone con- 
denser to a special .006 value used in the Flew- 
elling Circuit. By simply adding extra plates 
of mica and copper to the “Build-Up” base, you 
can obtain any definite capacity from .00025 to 
.006. (Each mica plate with the alternate cop- 
per plate has a capacity of about .002 Mfd.) 
“Build-Up” Condensers are dilation proof. 
They insure high efficiency and will add satis- 
faction to the operation of any set. Each as- 
sembled complete in neat carton. 





Mfd. List Price Mfd. List Price 
DEN 6 oi bree es ora’ ee) EE oli: .d.e ee ae oe 65c 
er er 50c ED a Wd a % Sse de hohe es 70c 
ME” (sono t wolnadse we ae  eropeeeaear er are ae 75c “4 

COPPER PLATE 
SEC 60c cual chee 
Extra envelope containing 20 mica and 20 copper plates, or g 
sufficient to build up a condenser from .00025 to .006, list 3 
price 25c. Table showing required number of plates for 
any capacity is furnished with each Condenser. Ask your 





dealer or order direct. 


SCHINDLER RADIO FREQUENCY TRANSFORMER 


Including Hook-up Charts $2 


Makes signals audible on a small 
indoor loop aerial that were origi- 
nally too weak for detection even on 
the outdoor type of antenna. “Ex- 
cellent results obtained,” says Radio 
News Laboratories. 

Made in two types. Type A for 
wave length of 150 to 500 meters. 
Type B for 300 to 650 meters. Price 
$2 either type. 





If your dealer can’t supply you, or- 
Patent Pending der direct. 


CHARLES SCHINDLER 


Manufacturer of Radio Parts and Specialties 


1407 West Delaware Avenue Toledo, Ohio 
































This Lamp 
HOLLY PAPER CARTONS 


IVORY BASES—POPPY, ROSE AND BLUEBELL SHADES 


Equipment 
Carton Six feet of cord, one 
Each lamp is packed piece plug and the new 


in an Individual Car- 
ton and carton is 
wrapped in a flashy 
Holly Paper and each 
package has contents 
marked on the ends. 


Shades 


Decorations fired 


circle turn socket. 

Seven inch fired 

shades, extra heavy. 

Highlands patent harp 

cast iron base finished 
in rich ivory. 
Bases 

All bases are in 


three different designs. ivory, but shades are 





assorted. 
“Sweet Dreams” Lamp 
Standard package six 
Weight 38 lbs. 
I ist oie hot VEER eR $3.75 
ss + Fw ar ede TeV ee aGreseaeness 2.50 





DEALERS 
If your Jobber is not stocked with this lamp send your order 
direct. No sales or shipments to dealers without Jobbers’ name 
and address. 











It is not necessary to unwrap our Lamps to sell them. Just open 
one of each design. Then pile the cartons in the window. 


THE “EASY-TO-BUY” XMAS PRESENT 


We are working to capacity on this one lamp, so get your orders in 
early, in time for reorders. 
No samples to Jobbers less than standard package. 


HIGHLANDS MFG. CO. 


Muncie, Ind. 
Established 1902 





























An Idea that will Bring 


Additional Business to Dealers 


HE finest season for radio is now upon us and 
T: multitude of owners of radio equipment will 

experience some difficulty in reception. This 
inability to receive messages clearly and loudly will 
te due largely to weak batteries, the replacement of 
which has been put off due to waning interest dur- 
ing summer months. 
Here is an idea for getting a big part of this battery 
business. Get the phone numbers of as many own- 
ers as you can, call them and ask them the condition 
of their radio equipment. 
Tell them the story of ACE Radio A & B Batteries 
—that they are the “Highest voltage’ batteries, a 
factor which means long life and more power—that 
the ACE has more than ample amperage, pure ingre- 
dients, substantially constructed cells and its service 
is backed by a guarantee to give perfect service. 
Their use will give greater volume and tone to any 
set. 
You will be surprised at the additional ACE Radio 
A & B Battery business you'll get plus a lot of radio 
part business too. ‘This sales stunt has been used— 


its’s a successful idea—try it! 








The Carbon Products Co. Lancaster, Ohio 















































Wuat do you think of this for an argument? 
The people who publish this magazine want me 
to paint the town red and I don’t want to do it. 
Some people seem to think that because I work 
nights, they can ask me to do anything. 


However, I have a nice picture of the town and 
as soon as we can reach an agreement about the 
color it is to be painted, I will show it to you. 


























